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Foreign Reinsurance 
Expanded Last Year, 
Says Commerce Dept. 


Premiums Paid Abroad Totaled 
$234 Million, Up $26 Million; 
$48 Million Came to U. S. 


LOSS PAYMENTS INCREASED 


$179.5 Million Were Recovered, 
$32.1 Million Losses Paid to 
Insurers in Other Nations 


foreign coun- 
tries on their reinsurance business with 
United States insurance companies 
amounted to $38,800,000, according to a 
Sureau of Foreign 


In 1957 net receipts by 


report issued by the 
Commerce of the U. S. Department of 
Jerome Sachs, Director of 
states that U. 3S: 


Commerce. 


Insurance, insurance 


companies paid $234.2 million in pre- 
miums for reinsurance ceded to foreign 
reinsurers and recovered from them 


$179.5 million in losses. The $54.7. mil- 
lion excess Of premiums paid over losses 
recovered was offset by net receipts of 
$15.9 million by the United States on re- 
insurance U. S. companies 
accepted from foreign ceding insurers. 

$48,000,000 on Reinsurance Assumed 

U. S. insurance 
48 million in premiums on reinsurance 
assumed from abroad and paid losses 
thereon of $32.1 million. The $38.8 mil- 


lion net receipts by foreign countries in 


insurance 


companies received 


1957 on their reinsurance business with 
U. S. insurance companies represents a 
decrease from the $50.7 million net re- 
ceipts by foreign countries in 1956 and is 
approximately equal to the $36 million 
het receipts in 1955. 

“Since 1950 these 
gener: lly shown increases in the 


annual surveys have 
amount 


Of.preniums ceded to foreign reinsur- 
ers’alt’ ough in 1955 and 1956 there was 
asma'! Jrop from the $212.7 million of 


Premiiuns ceded in 1954 to foreign rein- 
. , . ‘ ¢ 
strers,’ Mr. Sachs reveals. “In 1950 pre- 


mums aid to foreign reinsurers were 
$129.7 llion and losses recovered were 
$83.9 ion, 

“OF $234.2 million of premiums paid 
y U. >. ceding insurance companies in 
1957, Rritish reinsurers received $201.3 
million and Swiss reinsurers received 


$18.0 million. Thus in 1957 as in earlier 
Postwar years, premiums ceded to Brit- 
ish reinsurers accounted for about 85% 
of the total. 


4 . 
The amount of reittsurance assumed 


(Continued on Page 30) 
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BIG NEWS 
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Colonial Adopts 
GRADED PREMIUM SERIES 


Based on Size of Policy 
New Plans °* Competitive Rates 
More Flexibility °¢ Higher Values 
More Liberal Policy Benefits 


PLUS Guaranteed Insurability Plan and Many 
Other Exciting Innovations To Help You Sell 


Ask your nearest General Agent, Branch Office or Regional Super- 
intendent for rates and details. They are yours for the asking! 


® Colonial Life 


INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 
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Agency Management 
Assn. Draws Record 
Crowd at Chicago 


Many Foreign ~ Countries Repre- 
sented; Total Membership of 
350 Companies in Sight 


ALL-LINES TREND STUDIED 


Compensation Forum a Feature; 
New Film Training System; 
Some of Speakers Heard 








By CLarENcE AxMAN 


Chicago — Largest convention in at- 
tendance yet held by Life Insurance 
Agency Management Association is in 
session at Edgewater Beach Hotel this 
week, at initial meeting a thousand being 
The association was described 
Maher, 


present. 
by President Frank B. 
vice president of John Hancock, as a 
great melting pot. In saying this he 
had in mind that LIAMA is growing 
as an international association, among 
its members being companies whose 
home offices are in Canada, France, 
Australia, Thailand, Mexico, Singapore, 
Italy and South Africa. Membership in 
LIAMA is growing until a total of 350 
companies is in sight. 
All-Lines Trend Gets Attention 


One of the symposiums this week at- 
tracting keen attention is that on all- 
line underwriting. In the hotel rooms 
there is considerable discussion of the 
new multiple line trend in which com- 
business 


who is 


panies in one division of the 
are buying companies in other divisions 
so that all kinds of insurance can be 
written by one organization. This has 
resulted in a considerable number of 
personnel changes. Demand for execu- 
tives is growing as companies in new 
fields are putting on experts to handle 
the new fields. 

President Frank B. Maher at fellow- 
ship luncheon Monday called attention to 
the fact that it was Veterans Day and 
he emphasized the importance of insur- 
ance men doing all in their power to 
help bring about world peace. 

LIAMA convention opened with talks 
on effective communication. Introductory 
talk was by Karl H. Kreder, second vice 
president, Metropolitan Life, subject of 
his address being automation demands 
better communication and his talk had 
to do with the question of personal 
habits and means of communication with 


others. A new communication device 
called “gold plate projector” was ex- 
hibited and explained by him. it has 


been used by Metropolitan for a year. 
Film Training System 


One of most interesting features of 
convention was a movie presenting a 
film training system. These were shown 


(Continued on Page 3) 
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These 17 Pownts 


make a picture of our “Leader” 


Meet our Leader — typical member of the 
Leaders Association, New England Life’s 
organization of its most successful salesmen. 

His description comes from a Spring survey 
of the Leaders themselves. Three-quarters of 
the membership answered a questionnaire 
that helped us construct this composite 
salesman. Here then is Mr. Average Leader: 





1. 41 years old 6. | 
4. 

2. married Ma 
3. two children Po 

8 ° ) 
4, annual income of 
$17,686 from life ‘| 
insurance sales | 
5. attended college “os \ 


6. has been with New dl 
England Life 10 years 


7. believes in his product 

(and how!... his family 

is protected by $95,580 
of personal insurance) 


8. completed his home i, iuo) 
study Training Course 
long ago 


9. graduated from our 
Career Underwriting 
Training School 


«+ «ANd don’t overlook point #17: Mr. Leader is un- 
reservedly optimistic. He’s looking forward to an even 
better year than last — which means the best year of his 
life. “‘Don’t talk to me about a recession,” (was a typical 
comment from the questionnaire). ‘I’m too busy mak- 
ing a good living to talk myself into a slump!” 





14 
10. praises the sales and 
a advertising material his 


company makes available 


13 11. averaged 16 calls a 
12 week and turned 8 into 
interviews 


12. insured 51 persons last 
year 


13. he chalked up more 
than $1,000,000 in sales 
last year ($1,132,888 

to be exact!) 


14. is an Advanced 
Underwriter or a C.L.U., 
or is studying to 

become one 


15. is active in community 
affairs 


16. is a consistent 
National Quality 
Award winner 


NEW ENGLAND 


Mil LF Efe 


THE COMPANY THAT FOUNDED MUTUAL 
LIFE INSURANCE IN AMERICA — 1835 














November 14, 195 Nove 


LI 


and 
agen¢ 
The | 
suffic 
types 
used 
factut 
on th 
Fred 
liam 
ment 
morn 
profe 
nesot! 
of lis 
doing 
Pre 
nectic 
ventic 
threa 
and ( 
not b 
little 
some 


Chris 
it is 

privat 
enter 
totali 
busin 
chara 


Chi 
incide 
comp: 
gets ¢ 
Erwir 
Scien 
meeti 
on th 
prese: 
do in 
but t 
the W 
is no 
here 
surely 
surviy 

(1) 
omy 
effect 
volves 
comin 
and y 
It in | 

(2) 
Politic 
men | 
politic 
They 
qualiti 
life, r 
most 
of pre 


_ (3) 












November 14, 1958 








THE EASTERN 


=x— UNDERWRITER 2 











Life Insurance 





Agency 


Management 


Association 





LIAMA Meeting Draws Record Crowd 


(Continued from Page 1) 


and explained by George D. Covell, 
agency vice president, Berkshire Life. 
The films guide a new man in acquiring 
sufficient skill to make approach to all 
types of prospects successfully. The films 
used in this training system are manu- 
factured by Seminar. Others speaking 
on this symposium were G. Fred Affleck, 
Fred G. Jarvis, John A. Miller and Wil- 
iam O. Cummings of Agency Manage- 
ment Association. Last speaker on first 
morning’s session was Ralph G. Nichols, 
professor of speech, University of Min- 
nesota, who demonstrated the importance 
of listening and most effective way of 
doing it. 

President Charles J. Zimmerman, Con- 
necticut Mutual, said in addressing con- 
vention that the most dangerous internal 
threat to the freedom of this country 
and Canada is that of inflation. He did 
not believe inflation inevitable or that a 
little inflation is a good thing; nor that 
somehow its penalties can be avoided 
and a profit made on it. 

Commenting on bank loan insurance 
Mr. Zimmerman thought such insurance 
isin the clear legally and at the moment 
is morally and ethically right. 

Erwin D. Canham, editor of The 
Christian Science Monitor, Boston, said 
it is not by chance or coincidence that 
private property and free competitive 
enterprise are main target of communist 
totalitarianism. He made a plea that 
business men and other citizens of high 
character participate more effectively in 


the political process. They must put a 
higher estimate on the qualities needed 
in political life. 


Compensation Forum 


A compensation forum was held Mon- 
day afternoon, chairman of which was 
M. J. Smith, president, Equitable Life 
of Canada. Participating were Jack 
Moorhead, actuary, New England Life; 
Willard C. Brudi, Lincoln National, and 
H. O. Seale, Jr., State Mutual. Mr. 
Moorhead, who introduced the topic, 
discussed commissions to agents in spe- 
cial situations. : 

One of his topics was commissions on 
bank loan and minimum deposit business. 
He contrasted practices of companies 
that spread commissions on this business 
with those that pay the same scale as 
on regular plans. Reasons given by him 
for spreading included hedging against 
adverse persistency and keeping acquisi- 
tion cost down in case the volume ob- 
tained is unexpectedly large. Mr. Moor- 
head also commented on the impact upon 
agents compensation of the family plan 
and gradation of premium by size. This 
was followed by a discussion in which 
it was felt that existing commission 
scales compensate adequately when pre- 
miums decrease for larger amounts. 

Mr. Brudi’s topic was management 
development programs and compensa- 
tion. Mr. Seale’s topic was compensation 
of field supervisors. Several other speak- 
ers joined in the discussion. 


Canham on Preserving Freedom 


Chicago—“It is not by chance or co- 
incidence that private property and free 
competitive enterprise are the main tar- 
gets of communist totalitarianism,” said 
Erwin D. Canham, editor of Christian 
Science Monitor, addressing the LIAMA 
meeting. “Thus business is inevitably 
on the firing line in the world battle to 
preserve freedom. What must business 
do in order to preserve not only itself 
but the values which are precious to 
the well-being of all mankind? My list 
is not better than anybody else’s, but 
here are some of the steps which are 
surely essential if the free system is to 
survive : 


(1) Make the free competitive econ- 
omy of the United States work more 
effectively than ever before. This in- 
volves being aware of some of the short- 
comings and flaws which tend to distort 
and weaken the economy as we know 
It in the 1950's. 


(2) Participate more effectively in the 
political process. To this end, business- 
men must recognize the need of more 
Political work at the humblest levels. 
hey must put a higher estimate on the 
qualities which are needed in political 
lle, recognizing politics as one of the 
Most skilled, respected, and necessary 
of professions, 


_ (3) Re-examine the cherished values 
1 our total way of life and give a 
igher priority to some of them. We 
must re-define “welfare”—as in the wel- 
are state—to make sure that true wel- 
are instead of mere security is involved. 
hg must give higher value to education, 
; € re-planning and re-building of cities, 
nd other similar elements in the public 
omain, 
me, Understand more clearly the real 
ns thar of man’s new relation to nature, 
ict at our society becomes less material- 
Pee cotter: than more. 

other way of defining business 
dee nibility is simply to say that it is 
thie wl citizenship responsibility. In 

toader context, I. would submit 


the following list of unfinished tasks 
which all of us need to understand and 


tackle: 
“The need to preserve the peace, 
transitionally by means of adequate 


military power but fundamentally by 
reducing the misunderstandings between 
peoples which produce armaments and 
war. 

“The need to understand the true 
nature of free society—both political and 
economic—as people in the Western 
world have sought to live it during their 
best moments, and to make this nature 
clear to the uncommitted peoples. 

“The need to share and exemplify the 
practical knowledge which is helping to 
free people from enslavement to matter. 

“The need to clarify man’s dedication 
to spiritual values, and to live it. 

“The need to apply this clarification 
to the urgent problems of civic affairs, 
as in the necessity for better schools, 
rebuilt cities, decency and honesty in 
government at all levels. 

“The need to help preserve the indivi- 
dual from the pressure of mass-ism in 
an age of mass production, mass distri- 
bution, mass communication. 

“The need to stem the tides of statism, 
whether Communist, Facist, Socialist, or 
whatever, and to stir the individual— 
and the individual nation—to the fullest 
possible solution of his own problems 
for himself. 

“The need to utilize fully the values 
of voluntary collective action, when the 
individual is helpless alone, before turn- 
ing to the state or to compulsory asso- 
ciation. 

“The need to open channels of com- 
munication by which the misunderstand- 
ings which prevail between the peoples 
of tle free world and of the Communist 
world can be reduced. 

“The need, urgent for Americans, to 
reduce the all-too-preyalent misconcep- 
tion that they are dedicated only ‘to 
material goals, that their society is 
tasteless and immoral, and that they 
are unfit for world responsibilities, Other 


Questions Raised at Forum 


On All Lines Insurance 


Chicago—A. Rogers Maynard, second 
vice president, Metropolitan Life, was 
moderator at a forum Wednesday about 
the trend of companies to write all lines 
of insurance. Topic was whether this is 
a new fashion or whether the companies 
have entered on a new era. Benjamin N. 
Woodson, president, American General, 
reviewed developments about acquire- 
ments by life insurance companies of 
property companies and vice versa. After 
commenting on some of the problems 
which will confront all lines companies, 
he asked questions. Among them were 
these: 

“When the fire and casualty company 
creates a life affiliate, will it tend to 
follow its American Agency System 
traditions and expect the life man to be 
wholly independent ? When the life com- 
pany creates the fire and casualty com- 
pany affiliate, will it allow the life agent 
to be totally independent in his fire 
and casualty relationships? And, if so, 
will that change the life company’s rela- 
tionship to him as a life man; or, will 
it, following its natural inclination, ex- 
pect that man to write fire and casualty 
only for the one affiliate? And, if so, will 
it have become by default, a direct writer, 
which may be contrary to the philosophy 
of the fire and casualty affiliate it ac- 
quires ?” 

Other speakers on the subject were 
Dean W. Jeffers, vice president, Nation- 
wide Life; W. Rogers Jenkins, presi- 
dent, Columbian Mutual of Bingham- 
ton; S. Rains Wallace, director of re- 
search, Agency Management Association. 


New LIAMA Members 


Chicago — Seventeen new LIAMA 
member companies and eight associate 
members were welcomed to the Associa- 
tion’s 4lst annual meeting in Chicago 
this week by Membership Committee 
Chairman Charles H. Schaaff, executive 
vice president of Massachusetts Mutual. 
The U. S. and Canadian companies which 
have joined the Life Insurance Agency 
Management Association since last 
year’s annual meeting are: 

Aeterna-Vie, Montreal, Quebec ; Central 
Assurance, Columbus, O.; Fidelity Bank- 
ers Life, Richmond; Independence Life, 
Los Angeles; Lee National Life, Shreve- 
port; Liberty Life and Accident, Muske- 
gon, Mich; National Farmers Union, 
Denver; National Reserve Life, Topeka; 
Northeastern Life, Mt. Vernon, N. Y.; 
Postal Life and Casualty, Kansas City; 
Pyramid Life, Charlottte, N. C.; Sunset 
Life, Olympia, Wash.; Surety Life, Salt 
Lake City; Tennessee Life, Houston; 
Tenessee Valley Life, Jackson, Tenn.; 
L’Union-Vie Compagnie Mutuelle d’As- 
surance, Drummondville, Quebec; Vic- 
tory Life, Topeka. 

The new _ associate 
Australasian Catholic Assurance Co., 
Ltd., Sydney, Australia; Australasian 
Temperance and General Mutual Life 
Assurance Society, Ltd., Melbourne, 
Australia; Muang Thai Life Assurance 
Co., Ltd., Bangkok, Thailand; El Mun- 
do, S.A., Compania Mexicana De Segu- 
ros, Mexico City, Mexico; Norwich 
Union Life Insurance Society, Cape 
Town, South Africa; Overseas Assur- 
ance Corp., Ltd., Singapore; Riunione 
Adriatica Di Sicurta, Milan, Italy; 
Southern Life Association of Africa, 
Rondebosch, Cape Province, South 
Africa. 


members are; 


Kenny Tells How Excelsior Uses CAP 


Chicago—M. K. Kenny, assistant gen- 
eral manager of Excelsior Life of To- 
ronto told how his company used Career 
Analysis Procedures. 

“We use it chiefly,” he said “with 
two types of candidates: (1) those prom- 
ising agents whom we regard as having 
managerial potential (2) those agents 
who regard themselves as promising 
managerial timber and want an opportu- 
nity to prove it. We have not found 
it practicable as yet to expose our whole 
field force to preliminary screening or 
to use its analytical advantages for the 
purpose of further developing the capaci- 
ties of our career agents. Believe me, 
we would like to do all these things 
because even in our limited use of the 
CAP we have evidence of its value in 
these spheres. In addition to selecting 
managerial candidates and outlining fu- 
ture training for them we have had in- 
stances where the CAP has _ helped 
retain career agents for us, where it 
has improved production, and we know 
it has improved departmental coopera- 
tion within the head office. 

“The CAP appeals to us particularly 
because it is a selection process and 
the time involved cannot help but be 





misunderstandings prevail between other 
peoples. 

“The need to demonstrate bolder, more 
courageous and imaginative leadership 
in all the free societies. 

“The need, also urgent for Americans 
but needed by all, to respect the dignity 
and honor of all individual men every- 
where, recognizing their aspirations and 
according them their full stature as sons 
of God. 

“The need to believe and act upon the 
tenets of free society with even more 
zeal and skill and persistence than the 
Communists devote to Marxism. 

“These are among the deeper duties 
of citizenship. They are presently un- 
fulfilled. In the face of such challeriges, 
how can any citizen be complacement ?” 


an aid to better selection. In the first 
place there are tests to be completed 
and analyzed prior to the interviews. All 
of these merit careful review. Then the 
interviews with the “decision conference” 
follow a well-integrated sequence which 
cannot be hurried. We _ have been 
amazed by the amount of new informa- 
tion and new impressions which have 
come out of these interviews and the 


“decision conference.” Many of our 
original ideas based on casual ac- 
quaintance have been completely 
changed. 


“One of the strengths of the CAP is 
that it is not an end in itself. To be 
of maximum value it must lead to some 
program for the future. In our use of 
it the program provides for training as 
a supervisor under the auspices of a 
branch manager and the watchful eye 
of the agency department, or it follows 
a carefully developed syllabus for im- 
provement as a career agent. In the 
first case our management selection 
process continues. The candidates are still 
in the testing period when the course 
may be reversed. Thus the selection 
process continues until the managerial 
appointment is finaliy made. 

‘So in considering managerial de- 
velopment I return to my _ original 
hypothesis. Selection is not the end 
all, but it is certainly the starting point 
and without a sound selection process 
much that is done subsequently is done 
in vain. I commend the CAP to you. 
It has helned us. I hope you will let it 
help you.” 


J. Harry Wood Presented; 


Some Features of Meeting 
Chicago—J. Harry Wood, making his 
first appearance before annual meeting 
of LIAMA in his new role as its man- 
aging director, was introduced by Charles 
H. Schaaff, vice president, Massachusetts 
Mutual, who was presiding at LIAMA 
general session. He stressed importance 
(Continued on Page 18) 
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Sun Life of America 
Promotes Three in H.O. 


B. A. FRANK MOVES UP TO V.P. 





To Be Director of General Agencies; 
A. Rothschild and L. J. Adler Also 
Advanced; Effective Jan. 1. 
pee Se 
The Sun Life of America (Baltimore) 
announced this week the promotion of 
three of its agency officers, effective 
January 1, 1959. They are Bertram A. 


Frank, CLU, who has been named vice 
president and director of general agen- 
cies; Arnold Rothschild, CLU, promoted 
to secretary and director of training, and 
Louis J, 


Adler, who will move up to 





Fabian Bachrach 
ARNOLD ROTHSCHILD, CLU 


assistant vice president and _ assistant 
agency director. Messrs. Rothschild 
and Adler are in the combination divi- 
sion of the home office agency depart- 
ment. 

Mr. Frank began his career with Sun 
Life’s Ordinary policy department at the 
home office over 30 years ago. He served 





LOUIS J. ADLER 


there until he entered the Army in 
1943 where he served overseas. Upon 
his return to the company in January, 
1946, he was appointed manager of the 
ordinary policy department and, in 1952, 
was assigned to develop a general agency 
organization in the company. Later in 
1952, he was made assistant secretary, 
serving in that capacity until his recent 
p-omotion to vice president. Under his 
guidance the general agency division of 
the Sun Life has grown rapidly. During 


BERTRAM A. FRANK, CLU 


1958 a production increase of 20% is 
shown to date. 

Mr. Rothschild, graduate of Univer- 
sity of Pennsylvania, began his Sun Life 
career as an agent in Baltimore, follow- 
ing his discharge from the U. S. Marine 
Corps at the close of World War II. 
In June, 1948, he was promoted to the 
home office and assigned to the project 
of studying training methods for com- 
bination agents, His career was inter- 
rupted in 1950 by a re-call to active duty 
in the Marine Corps. Resuming his 
duties in 1951, he was promoted in 1953 
to assistant secretary and supervisor of 
agencies. When a training department 
was established in 1955 Mr. Rothschild 
was again promoted to director of train- 
ing and assistant secretary, a position 
in which he has served until his recent 
promotion. Active in both LUTC and 
CLU, Mr. Rothschild is also a graduate 


of LIAMA school of agency manage- 
ment. : 
Mr. Adler joined the Sun Life in 


October, 1937, as an agent in Baltimore. 
He was promoted to assistant manager 
in 1939 and joined the Armed Forces in 
May, 1941. In 1946 upon his return from 
three years overseas, he was assigned to 
the home office agency department. In 
1950 he was promoted to assistant direc- 
tor of agencies, the post he now occu- 
pies. 





JOINS MUTUAL TRUST LIFE 

Mutual Trust Life, Chicago, has ap- 
pointed Gerald B. Dewey as a field su- 
pervisor. He will supervise agencies 
throughout the mid-west. For the previ- 
ous two years, Mr. Dewey was with a 
Chicago agency of New York Life as 
an agency instructor and as an agent. 
He is a graduate of Wheaton College. 





The 


H. MALCOLM TEARE 
Agency, Inc. 


Serves-New York’s Finest Insurance 
Brokerage Firms 


LIFE © GROUP ¢ PENSION °¢ A. &H. 


500 Fifth Avenue 











General Agents — Continental Assurance Co. — Chicago 


LOngacre 4-8130 





months. 





Life Insurance Sales Expert Wanted 


Non-Can Company with expanding Life In- 
surance program has opening with advancement 
opportunities for man with teaching abilities 
in basic Life Insurance Programming. Record 
of good life insurance production highly desir- 
able. Travel necessary for approximately 18 


Excellent starting salary will be paid, reflect- 
ing previous experience and expected results. 
Send inquiries to Box 2659, The Eastern Un- 
derwriter, 93 Nassau St., New York 38. 








MASS. MUTUAL AD PROGRAM 


Will Feature Full Pages in Four Nat'l 
Magazines With Illustrations by 
Norman Rockwell 


The 1958-1959 advertising program of 





Massachusetts Mutual Life will again 
feature full page advertisements illus- 


trated by Norman Rockwell. Copy will 
point out specific life insurance needs 
and, in some cases, discuss specific policy 
contracts such as the company’s Fam- 
ily Plan. 

J. Walter Thompson Co. which has 
serviced Massachusetts Mutual 
since 1950, will again be the advertising 
during the current year. Mr. 
have been used 


account 


agency 
Rockwell’s illustrations 


in Massachusetts Mutual advertising 
since 1952. 
Media to be used include Saturday 


Evening Post, Fortune, Time and News- 
week. Rockwell advertisements based on 
an individual and family approach will 
appear in Saturday Evening Post, Time 
and Newsweek, and Fortune advertise- 
ments will focus on the company’s busi- 
ness and Group insurance coverages. Mr. 
Rockwell’s popular Thanksgiving and 
Easter illustrations will be repeated. 





FIRST COLONY MANAGER 

Jack Elbon has been appointed agency 
manager for First Colony Life in West 
Virginia. His offices will be located in 
Webster Springs, W. Va. 

After a year in Shenandoah College, 
Mr. Elbon’s schooling was interrupted 
for military duty during the Korean 
War. After his discharge, he entered 
West Virginia University where he 
majored in musical education for the 
next three years. He was a member of 
the University Symphony Orchestra. 

Prior to joining First Colony, Mr. 
— was associated with Midland Mu- 
tual. 


New York 36, N. Y. 








NALU Committee Heads 


Chairman of eight more national com- 
mittees of NALU have been appointed 
by President Oren D. Pritchard. John 
Z. Schneider, Connecticut General, Balti- 
more, will head two committees— those 
on Federal law and legislation, of which 
he was chairman for 1957-58, and on 
relations with attorneys. Mr. Schneider 
holds a bachelor of laws degree from 
the University of Baltimore. 

Other appointments are: R. L. Me- 
Millon, Business Men’s Assurance, Abi- 
lene, Tex.—committee on membership; 
Paul R. Green, Aetna Life, Seattle, 
Wash.—relations with other organiza- 
tions; Ed M. Hicklin, Occidental Life 
of North Carolina, Burlington, N. C— 
committee on relations with trust off- 
cers; Francis G. McNamara, Old Line 
Life, Waukesha, Wis.—committee on 
state law and legislation, which is com- 
posed of the legislative chairmen of state 
associations; Helen L. Rupp, Prudential, 
St. Paul, Minn.—committee of women 
underwriters; Robert S. Clayton, Liberty 
National Life, Mobile, Ala.—a new spe- 
cial committee to devise a recognition for 
outstanding debit agents. 





Columbian Nat’l’s “Certlet” 


The Group department of Columbian 
National Life, Boston, has coined the 
term “Certlet” to describe its latest 
innovation in Group administration. The 
“Certlet” is a combination certificate- 
booklet devised by Leonard C. Allin whe 
heads the contract division. The booklet, 
customarily issued on Group cases, has 
been adapted so as to conform with the 
requirements of the states involved and 
coverage is certified by means of 4 
special gummed label which is attached 
inside the front cover. 

The label is printed six to a sheet and 
perforated so the administrative clerk 
can type six “Certlets” in one operation, 
inserting the usual data such as cert 
ficate number, name of insured, bene- 
ficiary designation and effective date. 

While economy is a major considera 
tion, one sticker replacing as many 4 
six separate certificates, the idea has 4 
number of additional advantages. The 
booklets can be issued during solicitation 
or the hiring interview and _ certife 
later by simply attaching a sticker. The 
instrument itself is easier to read an 
handle than a series of certificates an 
riders. 





R. K. FARRINGTON’S NEW POST 


Richard K. Farrington has been named 
sales manager, Group pensions, in 
Prudential’s Downtown New York Group 
office. Mr. Farrington joined Prudentia 
in 1947 after graduation from the Unt 
versity of Pennsylvania’s Wharton 
School. In 1953, he became Group per 
sion représentative in New York City: 
He was transferred to the Newark Group 
office a year later, promoted to district 
Group pension manager there in 1956 
and to Group pensions sales manage! 
there last month. 
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Institute to Feature 
Audio-Visual Review 

AT ITS DEC. 9 ANNUAL MEETING 

Highlights of 20 Years of Public 


Relations Will Be Presented by 
New Technique at Meeting 





The 20th annual meeting of the Insti- 
tute of Life Insurance will be held 
Tuesday, December 9, at the Waldorf- 
Astoria, New York, with a large part 
of the morning session devoted to an 
audio-visual presentation of the high- 
lights of the last 20 years in the develop- 
ment of public relations in life insurance. 
Kinescopes, tape recordings, motion pic- 
ture clips and slides will be electronically 
cued into the narration which will stress 
the progress made in the “conscious 
practice” of public relations by the busi- 
ness at both the institutional and com- 
pany levels. A 

This new technique of presentation 
will enable the more than 500 company 
executives expected at the anniversary 
meeting to place in perspective the 
growing importance attached to sound 
public relations in all areas of the busi- 
ness. Under the title “Two Decades of 
Public Relations in Action,” the con- 
tinuity of talks, slides, motion picture 
clips and running commentary will em- 
phasize the evolution of a public rela- 
tions philosophy for the life insurance 
business and its progressive application 
under the leadership of the Institute. 

Using the procedure employed in TV 
newscasting, a commentator will tie to- 
gether the various segments of the pres- 
entation and integrate the over-all story 
as portrayed by them. There will be 
continuous breaks with recordings of 
significant quotations from talks made 
at earlier Institute annual meetings, with 
clips from three of the Institute’s motion 
pictures, and slides illustrating how the 
public relations philosophy and policies 
presented at these meetings have been 
translated into action. 

Altogether there will be 20 persons 
quoted at the program, including the 
past chairmen of the Institute and 
numerous leaders in public relations and 
other businesses than life insurance who 
have addressed Institute meetings over 
the years. Included in this list of speak- 
ers are Frazar B. Wilde, Henry C. 
Flower, Jr., Holgar J. Johnson, Arthur 
W. Page, M. Albert Linton, Gerard S. 
Nollen, Henry C. Curtis, Frank E. Tripp, 
F. W. Hubbell, the late Leroy A. Lin- 
coln, Claris Adams, Carrol M. Shanks, 
Edmund Fitzgerald, Clarence J. Myers, 
Edwin W. Craig, Col. Willard Chevalier, 
James W. Irwin, Frederic W. Ecker, 
Paul F. Clark and Elmo Roper. 

The Institute films from which clips 
will be shown are: “Yours Truly, Ed 
Graham,” “American Portrait” and “For 
Some Must Watch.” The script has been 
prepared by the Institute staff and the 
telemation presentation, tying together 
the various techniques and making a 
carefully timed and integrated program 
of the 20-year story, will be handled by 
the Group Communications Division of 
the Teleprompter Corp. of New York. 

peakers at the Institute’s annual 
meeting and at the anniversary luncheon 
will be announced later. 





Appoint Robert C. Maas 


Robert C. Maas has been named man- 
ager of Prudential Insurance Co.’s West- 
wood Village agency in Los Angeles. 

t. Maas was formerly a division man- 
ager for the company’s Jack White 
agency in Los Angeles. He joined Pru- 
dential in 1951, 





BANKERS OF IOWA SCHOOL 

Seventeen sales men from 12 agencies 
of Bankers Life of Des Moines, attended 
4 senior sales training school at the 
Jome office recently. The school, second 
Ma series of three, was under the super- 
“sion of Director of Training Schools 
Roy A. Frowick, 








Over 124 Years of Experience 
All With 


PHOENIX MUTUAL LIFE INSURANCE CO. 
Hartford, Conn. 


Proud to again be Company's Leading Agency 


(1957 and 1958 to date) 
k k 
WHY SELL TERM INSURANCE? 


(If your clients, corporations, or partnerships ever 
plan to convert or renew?) 


Our Executive Equity Protector can give more death benefit with 
less immediate temporary cost while guaranteeing permanent values 
and rates at today’s age. Telephone us for ledger sheets at any age to 
prove it to yourself and to your client. 


Too Good To Be True? Try us and see! It will put dollars in your 
pocket while you do your client a lasting service. (Commissions up to 
14 renewals for maximum 130%; minimum—first and 9 renewals, 115% 
Total.) 


EXECUTIVE EQUITY PROTECTOR 
($25,000 Minimum: $500,000 Maximum—No reinsurance) 


For Split Dollar or full first year reserve cash value for collateral, 
call for figures at exact age: 


lst Year 2nd Year lst Year 2nd Year 


Age Net Net Age Net Net 
<a 95 3.19 50 14.79 3.62 
35 6.12 3.75 55 20.59 8.07 


40 8.60 2.72 60 29.68 15.32 
45 10.34 2.57 75 92.38 74.87 


(Dividends not guaranteed nor estimated, 1957 schedule quoted) 


y = s 


Experienced life underwriters know the tremendous importance of 
having their cases handled by top personnel. We have a full-time 
organization with no brokerage supervisors. Every case receives my 
personal attention. 


LOOK AT THIS RECORD: 

SAM P. DAVIS, MANAGER (30 years with P.M.) 
JOHN H. KULL, ASSOCIATE MGR.............(53 years with P.M.) 
GEORGE BARONIAN, OFFICE MGR.........(30 years with P.M.) 


MRS. A. L. DIXON, BROKERAGE SEC’V............(29 years in life 
insurance—11 with Phoenix) 


Total: 142 years 





* * * * * * * * * * * * 


New Maximum Equity Protector 
Full Reserve first year cash value. 
Death Benefit, face of policy plus cash value to age 65. 
A tremendous Policy for minimum deposit or split dollar cases. 
Call for ledger sheets for specific ages. 


SAM P. DAVIS 


MANAGER 
Soon After Nov. 1—20 East 46th St., N. Y. 17, N. Y. 
Present: 60 East 42nd St. (Lincoln Bldg.), N. Y. 17, N. Y. 
Same Telephone: MUrray Hill 2-6042 


(We solicit only surplus business you cannot place in your own company) 








National Life, Canada 
Licensed in New York 


AFFILIATE OF GLENS FALLS 





Life Insurance Facilities To Be Offered 
Here in January; U. S. Head- 
quarters in Glens Falls 





National Life of Canada, which recent- 
ly announced an affiliation with the Glens 
Falls Ins. Co., is now licensed by the 
New York State Insurance Department. 
It is planned that its life insurance 
facilities will be offered in this state 
early in January, and additidnal states 
shortly thereafter. 

With the addition of New York, Na- 
tional Life of Canada holds licenses in 
Delaware, District of Columbia, Indiana, 
Michigan, Minnesota, New Jersey, New 
York, and Ohio. Applications for licen- 
ses are pending in 14 additional states, 
and applications will be made for ad- 
mission in the remaining states as 
promptly as possible. 


Headquarters in Glens Falls 


United States headquarters for Na- 
tional Life of Canada have been estab- 
lished in Glens Falls, N. Y. Wallace W. 
Buchanan, formerly underwriting secre- 
tary of the company, has taken up 
residence in Glens Falls where he will 
serve as the secretary for the United 
States. He will be assisted by Douglas 
C. Moat, who has been transferred from 
Toronto to Glens Falls as director of 
agencies for the United States. 

In addition, Andrew F. Kinbacher and 
J. T. Burger have been employed as life 
managers in the New York City and 
Syracuse branch offices of the Glens 
Falls. Life managers will be employed 
in other offices in the near future. 

A life insurance conference has been 
scheduled for the third week in Novem- 
ber, for Glens Falls and National Life 
of Canada home office officials and de- 
partment heads, and for managers and 
assistant managers of Glens Falls branch 
offices in New York and several adjoin- 
ing states. The purpose is to outline 
the background of the alliance between 
these two companies and to explain the 
services and facilities to be offered to 
agents. 

National Life of Canada will offer a 
complete line of policies with competitive 
premium rates. 





Mass. Mutual Life Names 
Stephens in Albuquerque 


Massachusetts Mutual Life has opened 
a new general agency in Albuquerque, 
N.M., and appointed Donald A. Ste- 
phens, CLU, as its general agent in New 
Mexico. It is the company’s 103rd gen- 
eral agency and the eighth to be estab- 
lished in the last 21 months. 

Mr. Stephens is an alumnus of Boise 
Idaho Junior College and the University 
of California at Los Angeles. For more 
than 12 years he served with the Air 
Force, enlisting as a private and rising 
to the rank of lieutenant colonel. Upon 
his return to civilian life in 1952, he 
taught physics for one year at the Uni- 
versity of New Mexico and then entered 
the life insurance business as division 
manager at Albuquerque for The Pru- 
dential. A member and former vice pres- 
ident of the Central New Mexico Asso- 
ciation of Life Underwriters, he received 
his CLU designation in September and is 
a teacher of CLU courses at the Univer- 
sity of New Mexico. 





Continental Dividends 


Directors of Continental Assurance 
and Continental Casualty declared regu- 
lar quarterly dividends of 25 cents per 
share on the Assurance capital stock, 
payable December 31 to stockholders of 
record December 17, and an extra of 
20 cents per share, same payable and 
record dates, and 35 cents per share on 
the Casualty capital stock payable 
December 1 to stockholders of record 
November 17. 
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j lian Schweizer 


We have complete facilities for de- 
signing TAILOR-MADE GROUP INSUR- 
ANCE PLANS to fit the most exacting 
requirements. Let us assist you with 
clear, easy-to-follow illustrations; quota- 
tions of our highly competitive rates; 
and a simple plan for closing. Call me 
today and let’s get together! 


JULIAN SCHWEIZER, Agency Manager 


MATT JAFFE 


ASSOCIATES, LTD. 
431 5th Ave., N. Y. C. 


She 


MU. 4-5779 
General Agents 


CANADA LIFE 


(lssurance Company 








R. F. ARMBRUSTER NAMED 





State Mutual’s Cincinnati Manager; 
Succeeds S. B. Scheuer, Retired 
After 25 Years as General Agent 


Robert F. Armbruster has been 
pointed manager of the Cincinnati agency 
of State Mutual America, ac- 
cording to an announcement by H. Ladd 
Plumley, president. Mr. Armbruster re- 
places Lee B. Scheuer who retired on 
October 31 after 25 years as general 
agent for State Mutual in Cincinnati 
In recognition of his outstanding record, 
named Mr. Scheuer 


ap- 


Life of 


the company has 
general agent emeritus. 

Mr. Armbruster graduated from Uni- 
versity High School in Columbus and 
majored in business administration at 
Ohio State University. A Navy veteran, 
he worked for the Ohio Bell Telephone 
Co. in Columbus from 1948 until he 
entered the life insurance business in 
that city in 1952. Since then he has 
compiled an outstanding record in sales 
and management, two years in Columbus 
and the past four years in Cleveland. 





Bankers Life of Nebraska 
Opens New General Agency 


Bankers Life of Nebraska has opened 
a new general agency in Long Beach, 
Cal., under the direction of Michael C. 
Hummel. This office is one more step 
in the expanding program of develop- 
ment for Bankers Life in California. 

Mr. Hummel obtained both his Bach- 
elor’s and Master’s degree from UCLA. 
He became associated with Bankers 
Life of Nebraska in 1953 as an agent in 
their Los Angeles office, and was ap- 
pointed assistant general agent in 1957. 
Prior to his appointment as_ general 
agent in Long Beach he was ninth in 
personal production in the company. 

Although Bankers Life af Nebraska 
has only been active in California for the 
past 11 years, they wrote 23% of all their 
new business in California last year 
The company produced over $100 million 
in new business nationally, last year, 
which was a 43% increase over the pre- 
vious year. 


Equitable of Iowa Names 
J. M. Beers, F. L. Gaylord 


Appointment of John M. Beers, CLU, 
as home office field supervisor, and 
Frank L. Gaylord as home office field 
training supervisor of Equitable Life 
of Iowa, has been announced by J. 
Richard Ward, agency vice president. 

Mr. Beers, a 1945 graduate of Cornell 
University, commenced his life insurance 
career with Mutual Benefit in Rochester, 
N. Y. In 1954, following military service 
in Korea and assignment as ROTC 
instructor at Iowa State College, Ames, 
Iowa, he became associated with Equi- 
table Life of Iowa as a representative of 
the Des Moines agency at Ames. In 
1956 he was appointed home office field 
training assistant and in 1957 was ad- 
vanced to field training supervisor. He 
is a 1958 graduate of the LIAMA School 
in Agency Management. 

A graduate of Dartmouth College, 
Mr. Gaylord joined the Spokane, Wash- 
ington, agency of Equitable Life of Iowa 
in 1947, In 1950 he was recalled to active 
naval duty, returning to personal pro- 
duction in the Spokane agency in 1952 
and was appointed regional agent of that 
agency in 1953. In 1955 he was named 
home office field assistant, assigned to 
the West Coast, with headquarters in 
Oakland, Cal. He is a 1958 graduate of 
the LIAMA School in Agency Manage- 
ment. 





Woodmen Sales Campaign 

Woodmen of the World Life Insur- 
ance Society during October and Novem- 
ber is conducting a nation-wide “Camp 
and Court Builder” campaign. The cam- 
paign has three objectives: 1. To in- 
crease the membership of camps and 
courts; 2. To increase the number of 
delegates sent by these organizations to 
1959 Head Camp Conventions; 3. To 
“celebrate in ’58” the writing of women 
and girls, an institution of “The Family 
Fraternity” program. The Society opened 
membership to women and girls as of 
March 1 this year. 

President Howard M. Lundgren said 
the campaign will write a fitting close to 
one of the Society’s greatest years. 
Highlights of the year include the ad- 
mittance of membership to women and 
girls, launching of “The Family Fra- 
ternity” program, and introduction of 
the new and novel rate structure called 
“Qualantity Savings Rate Deduction.” 





American General Group 
Assets Exceed $126,000,000 


The life insurance companies of the 
American General Group had total as- 
sets as shown by a mid-year consolidated 
statement of $126,137,735. The compa- 
nies are the American General Life of 
Houston, Union National Life of Lin- 
coln, Neb., Hawaiian Life of Honolulu, 
and Home State Life of Oklahoma City. 
Gus S. Wortham is chairman of the com- 


E. L. Rosenbaum Agcy.’s 
Production Achievements 


SUBMITTED OVER $6 MILLION 


Ranks Third in Mutual Benefit’s “Duel” 
Campaign; Paid-for in October 
Exceeds $2 Million 








The Edward L. Rosenbaum agency of 
Mutual Benefit Life, 100 William Street, 
New York, participating in Mutual Ben- 
efit’s annual production contest, “Duel,” 
enjoyed the most impressive production 
record of the agency’s ten-year history. 
The Rosenbaum Agency submitted in 
excess of $6,000,000 to rank third among 
all agencies of the company. 

Another production achievement was 
simultaneously attained in October when 





EDWARD L. ROSENBAUM 


$2,151,000 of business was paid for. This 
new monthly high was sufficient to lead 
all Mutual Benefit agencies for October 
and maintain the Rosenbaum Agency’s 
position of seventh in the company tor 
the year to date. 


Consistent Growth 


Since its inception in 1948, the Rosen- 
baum Agency has shown consistent 
growth. From an impressive first year 
production of $3,000,000, the agency’s 
business has increased annually at bet- 
ter than $1,000,000 and currently is on 
schedule for more than $15,000,000. AlI- 
though the Rosenbaum Agency has led 
Mutual Benefit in business produced by 
brokers for ten years, it also credits a 
substantial amount of business to its 
full-time staff, which presently includes 
five qualifiers for the 1958 Million Dol- 
lar Round Table. 


panies and Benjamin N. Woodson is Mr. Rosenbaum joined Mutual Benefit 
president. Insurance in force of the after about 20 years of life insurance 
group exceeds $889,000,000. experience in the metropolitan area. He 
eaemente = a ei 











100 WILLIAM STREET 





THANK S!! 

To Our Many Brokers and Surplus Writers 
Who Helped Us Produce 
$6,091,000 
In 203 Cases for the Month of October 


Digby 4-4780 








P.S. We led all Mutual Benefit Agencies in Paid Business 
for the month of October. 


EDWARD L. ROSENBAUM AGENCY 


NEW YORK 38, N. Y. 














——— 





RS, 


CANADIAN LIFE MANAGER \ 
$15,000 — $20,000 


American Company with established Cana- 
dian operation. Excellent position for man 
desirous of running his own show.'' We can 
recommend Company as one of highest 
financial and management reputation. 

Employer's specifications: Age range, 
35—45, college background not mandatory, 
equally interested in individual with either 
special Life courses or meaningful Life 
background. Highly important, minimum of 
eight years Production background including 
meaningful period as personal producer. It 
is mandatory that man have period of suc- 
cessful field management background. 

Position above is one of hundreds in the 
Executive-Managerial-Supervisory categzries 
currently available through our facilities, 
All inquiries handled on a_ confidential 
basis. Write for HOW WE OPERATE. No 
obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 

















served as supervisor in the Manuel 
Camps agency, John Hancock, where he 
developed a large brokerage and surp‘us 
line business and for ten years pr-or to 
that he was with the Equitable Society 
as unit manager of the Brooklyn agency. 
Prominent in life insurance circles in 
the New York area, Mr. Rosenbaum is 
one of the founders of the Life Super- 
visors Association of Brooklyn, has been 
active in the affairs of the Brooklyn Life 
Managers Association, Brooklyn branch 
of the Life Underwriters Association of 
the City of New York, and has served 
as a member of the faculty of the train- 
ing course of the Life Underwriters 
Association of the City of New York. 
Assisting Mr. Rosenbaum in directing 
the agency’s progress are Associate Gen- 
eral Agents Leon Jonas and James P. 
Carr. Mr. Jonas was awarded Mutual 
Senefit Life’s Builders Award last year. 
This award is given to the company’s 
top supervisor. Mr. Carr, long active in 
New York insurance circles, is currently 
serving as vice president of the Life 
Supervisors Association of New York. 
In addition to the general agency of- 
fices at 100 William Street, a district 
office operates in Monticello, N. Y. 


Colonial Life Expanding 

Colonial Life of America has been 
licensed to write life insurance in five 
additional — states — Alabama, _ Illinois, 
Louisiana, North Carolina and Tennessee 
—according to an announcement made 
by Richard B. Evans, president. This 
makes a total of 20 states, together with 
the District of Columbia and Puerto 
Rico, in which Colonial is presently I 
censed to do business. 

Colonial’s entry into additional states 
will continue and is in line with tts 
recent expansion program which has 
been brought about through its affiliation 
with the Federal Insurance Co., man- 
aged by Chubb & Son. Federal operates 
throughout the United States, Canada 
and several foreign countries as under 
writers of practically every insurance 
coverage except life. 

The Colonial, founded over 60 years 
ago, continues as a separate company 
under its own board of directors, officers 
and staff. 





Mutual Benefit Continues 
Dividend Scale for 1959 


Mutual Benefit Life, Newark, has a 
nounced that its 1958 dividend scale wil 
be continued in 1959, The 1958 scale 
at the time of its adoption, provided the 
largest dividend distribution in 17 years, 
relative to the size of the compaty>* 
operation. 4 

The dividend distribution for 1959 
estimated at $29,900,000. The distributio! 
for 1958 was $28,600,000. This increas 
of more than $114 million represents 
the normal growth of the company 
business in force and the increase & 
pected from the “aging” of outstanding 
policies, 
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=| BOOST YOUR EARNINGS, 
MR.BROKER ? 


f Send Today for Facts on 
%) STATE MUTUAL’S 
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oe As any alert life agent or broker knows, it 

takes a policy with dynamic sales power to give 

ng your income a real boost. And State Mutual 

been of America — a company that helps you 
sage sell successfully — has such a policy now in the 
po EQUITY BUILDER WHOLE LIFE POLICY. 

This 

en The EQUITY BUILDER has been field-tested 

tly and has emerged as one of the fastest-selling 

states policies in our entire portfolio. 

th - 

las e ° ’ 

ition Designed to answer the policyholder’s need , 
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orate for high cash values in early years, it offers OEE RE AO ae See 
anada . . d can boost your income. Mail coupon 
nder- a whole range of outstanding features including an today for our free booklet describing 
7 unusual death benefit that returns the full face the EQUITY BUILDER in detail. 
Ser amount plus the cash value for death occurring Sane SSS See 


ficers 


prior to age 65. This $25,000 minimum policy is 
flexible, saleable, up-to-the-minute. 


STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
WORCESTER, MASSACHUSETTS 


Please send me full information about your new Equity 
Builder policy that is also highly adaptable to Split 
Dollar and Key Man sales. 


STATE MUTUAL LIFE 

















Name 
ASSURANCE COMPANY OF AMERICA 
Home Office: Worcester, Massachusetts Company 
Street 
City. State 
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Goldberg Speculates on 
Life Product in 1968 


ADDRESSES GOTHAM GROUP 





Predicts More Life Policies Providing 
“Automatic Programs” Designed to 
Meet Specific Needs 





“The Life Insurance Product in 1968” 
was the subject of a talk by Milton J. 
Goldberg, FSA, director of research of 
Equitable Life Assurance Society, to the 
monthly meeting of the Gotham Group 
recently. The Gotham Group is the 
Greater New York organization of life 
insurance advertising and sales promo- 
tion people. Mr. Goldberg’s prediction 
of more life insurance policies that pro- 
vide “automatic programs” designed to 
meet specific needs provoked a lively 
discussion from the large turnout. 

He declared, “It is difficult to predict 
with any degree of accuracy what the 
life insurance product might be by 1968. 
Over a period of ten years, laws can 
change, interpretation of existing laws 
can change, and what may now appear 
to be almost insurmountable administra- 
tive difficulties, may well be overcome 
by that time. Therefore, we should try 
to visualize what we think the product 
ought to be in the future, and hope that 
it will not be inconsistent with then 
existing laws and administrative proce- 
dures. 

“T see the desirability of designing 
‘ready-made’ plans—what I like to refer 
to as ‘automatic programs’—designed to 
meet specific needs. I attribute the 
popularity of family income policies, 
family policies, retirement income poli- 
cies, etc., to the fact that such policies 
actually were designed to provide an 
automatic program—as compared with, 
say, the regular Term policies and en- 
dowment policies that apparently are 
not aimed at the specific needs of the 
insured. An analysis of persistency rates 
of business indicates that family income 


persistency 
than Term policies, retirement income 


policies experience better 
policies experience better persistency 
than endowment policies, etc. This is 
further indication that where the pro- 
gram has been designed to meet specific 
needs, it is apt to be more appreciated 
by the policyholder. 

“To me, a policy providing an auto- 
matic program can be distinguished 
from the usual policy just as a ready- 
made suit of clothes can be distinguished 
from the bolt of cloth from which the 
suit may have been made. The buyer is 
apt to be more attracted by a ready- 
made suit displayed in a shop window, 
than he is by a bolt of such cloth ap- 
pearing in the window, notwithstanding 
the fact that that bolt of cloth could 
be made into even more attractive suits. 


Definite Place for Programming 


“This is not to say that there is no 
need for programming—on the contrary, 
programming will have a definite place 
in the future of our business, particu- 
larly in so far as the larger policies 
are concerned. The point is, that in order 
to make a sale to the typical buyer in 
the first place, an automatic program 
will be the key to the sale—to the mer- 
chandising of the product—after which 
programming can be effected from time 
to time on the basis of the options and 
other provisions of the policy, in line 
with changing conditions. ; 

“The main function of the agent, it 
seems to me, is to sell on the basis of 
Need—like education, retirement, mort- 
gage redemption, etc. It becomes the 
function of the agent to alert his pros- 
pect so that he will realize he has a 
need of insurance and to persuade him 
to do something about satisfying that 
need. It is of secondary importance that 
the agent be able to quote rates, plans, 
provisions, options, and so forth. I’m 
told that some of the best agents don’t 
even carry rate books. The prospect 
could walk into an insurance company 
and obtain expert advice on all such 
matters. The fact is, however, that he 
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Unlimited Opportuntttes 
For SUPERVISOR 


SALARY—OVERRIDES—BENEFITS 


Ideally located downtown Newark, N. J. agency, 
with all modern facilities in new building. Repre- 
senting one of the finest life insurance companies 
which previously had two top producing agencies in 
this area for over 27 years. 


Personal producing million dollar General Agent 
wants to build up leading career agency. Expansion 
program now getting under way. 


Excellent and untapped brokerage opportuni- 
All facilities and company assistance. 
salary arrangement for recruits, leads provided, 


For the man who can prove his ability to recruit, 
train and manage, this is a life-time opportunity. 
There will be no ceiling on income, no limit to-future 
advancement. Call or write for personal interview. 


ALLAN C. KANE, General Agent 


Continental American Life Insurance Co. 
Wilmington, Del. 


43 COMMERCE STREET, NEWARK, N. J. 
Phone: MA 3-6304 


Top 








Treasury Proposes Tax 


Compromise to Companies 
The U. S. Treasury Department has 
sent to life companies a compromise 
proposal for a formula for company in- 
come tax based on one-half investment 
income and one-half total net gains. 
Hearings will be held in Washington 
November 17. 





does not walk into an insurance com- 
pany, but must be approached by the 
agent, because either he does not realize 
his need for insurance or, if he does, he 
does not do anything about it until per- 
suaded by the agent. 

“Wrapping all this up, it seems to me 
that the efforts of all life insurance ad- 
vertising people should be directed at 
emphasizing the specific needs of the 
insured, and helping the agency force in 
that way to convince the public that 
they do have the needs and that some- 
thing ought to be done about them. The 
emphasis should be on need, rather than 
on low cost, per se. 


_ “The success of the life insurance 
industry in the United States is at- 
tributable directly to the American 


Agency System. Over-the-counter opera- 
tions in Great Britain and in this coun- 
try have confirmed the accuracy of that 
statement. But, the American Agency 
System faces a continuous challenge to 
convince the public that it is indis- 
pensable, and that the field force is 
fully entitled to the compensation it 
receives and which is paid ultimately 
by the policyholders themselves. 
“What better way is there to meet 
this challenge than to make the public 
recognize their insurance needs and to 
persuade the public to purchase insur- 
ance to satisfy those needs—and what 
better function can you and I perform 
than to design and advertise our prod- 
ucts with those objectives in mind ?” 
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Phoenix Mutual Reaches 
Two Billion In Force 

























Sta 

Phoenix Mutual Life of Hartford re. 
ported passing the two billion mark off Rayn 
insurance in force. As an indication off . ted 
the accelerated growth of the hundred pointe 
and seven year old company, officials re.giot the 


called that the first billion in force was 
reached ten years ago. 

Last year Phoenix Mutual had its 
best year in history and ranked eighth 
in the nation for percentage of increase 
of insurance in force over the _ previoys 
year. In assets the company is ranked 
twentieth in the country. 





Greenville, S. C. Agency to 
Establish Life Ins. Dept. 


The Alester G. Furman Co. of Green- 
ville, S. C., has appointed Stephen A. 
Middlebrook to organize and manage 
a new life insurance department for the 
agency. 

For the past 10 years, Mr. Middle- 
brook has been associated with The 
Prudential of America. His previous 
field experience has been in Columbus, 
S. C., as a special agent and in Charles- 
ton, S. as division manager. Most 
recently he has been stationed in The 
Prudential’s home office in Newark, N.]J. 
as a corporate training consultant. 








Tharpe Made General Agent 


Gene J. Tharpe has been appointed 
general agent for Indianapolis Life in 
Wayne and vicinity, according to agency 
vice president, Arnold Berg. 

A veteran life insurance salesman and 
a graduate of the LUTC course, Mr. 
Tharpe will handle the company’s broad 
line of life, annuity, disability income 
and hospitalization contracts. He at- 
tended Manchester College at North 
Manchester, Indiana, as well as Wayne 
University in Detroit. 
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Republic National Life 
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Two Billion Life Insurance in Force! 
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Well on the road to 


Line of Life and Accident and 





Sickness @ Group e@ Sub-Standard @ Pension Trust @ Franchise @ Guaranteed Issue 


Will Accept Non-Medical to $25,000.00 
For Full Time Agents & General Agents 


Write James W. Galloway, Assistant Vice President and Director of General Agencies 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


EXPRESSWAY 6 


3988 NORTH CENTRAL 





DALLAS, TEXAS 
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WALDEN JOINS FRANKLIN LIFE 
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Named General Agent in Newark, N. J.; 
F Orce Started Life Ins. Career in 1946 
ford te. With Pacific Mutual Life 
mark off Raymond E. Walden has been ap- 
hu d pointed general agent in Newark, N. J., 
cials efgior the Franklin Life of Springfield, IIL, 
TCe was 
had its 
| eighth 
increase 


Drevions 
ranked 


y to 
Dept. 


Green- 
hen A, 
manage 
for the 
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\gent 
pointed 
Life in 
agency according to an announcement by Claude 
L. Freed, regional sales director. 
e Mr Mr. Walden has been active in the life 
broad insurance field for the past 12 years. 
income™ He was associated with the Pacific Mu- 
> tual Life in Newark, starting as an agent 
Wi awine and advancing to supervisor and general 
: agent. His life insurance career started 
in 1946 after his retirement from the 
U.S. Navy as Lieutenant Commander. 
Mr. Walden has established a general 
agency office for the North Jersey area 
at 744 Broad Street, Suite 1005, Newark. 
He is a member of the local General 
Agents and Managers Association. 


RAYMOND E. WALDEN 
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AAUTI Slate For 1959 


Dan M. McGill, professor of insurance, 
University of Pennsylvania, heads the 
nominating committee slate of 1959 offi- 
cers for the American Association of 
University Teachers of Insurance sent 
to all voting members this week. Mr. 
McGill, who has been a member of the 
association since 1947, has served as 
first vice president during the past year. 
Slated for first vice president, a post 
usually leading to the presidency a year 
later, is J. E. Hedges, professor of in- 
surance, Indiana University. Nominated 
for second vice president are Davis W. 
Gregg, president, American College of 
Life Underwriters, and C. Arthur Wil- 
liams, Jr., professor of economics and 
surance, University of Minnesota. 

The slate names Kenneth W. Herrick, 
Professor of insurance, Texas Christian, 
for re-election to the post of secretary- 
treasurer; and Kenneth Black, Jr., chair- 


man of the insurance department, 
' Georgia State College, and Richard Mar- 
j nott Heins, associate professor of in- 


surance, University of Wisconsin, for 
three-year terms as active member nomi- 
nees for the executive committee. 

\ recent admendment to the consti- 
tution of the association created openings 
for two additional associate members on 

the executive committee. One will be 
) elected this year and another next. 
Nominated for the one opening this year 
are J. F. Follmann, Jr., director of infor- 
mation, HIAA, and Chester M. Kellogg, 
‘ice president, Alfred M. Best Co. 
ublication of the slate at this time 
is Tequired under the constitution to 
alow time for additional nominations 
ay members. Ballots will go out the 
_ of this month, with the voting re- 
ir > be announced at the association’s 
R.5° meeting in Chicago, December 





Record Club Qualifiers 


More Lincoln National Life agents 
qualified for that company’s Minute-Men 
Club this year than ever before. When 
the qualification period ended in late 
October, 283 agents had gained member- 
ship in this top honorary organization. 
The requirement is a specified large vol- 
ume of paid business produced over a 


three-month period. This was 60 more 
than the previous year and represented 
an increase of 27%. 

David Warshawsky of L. H. Feder 
& Associates, Cleveland, earned the 
presidency for the third straight year. 
William Rosenfeld, Greenville, S. C. 
representative of the R. A. Hilliard 
Agency in Asheville, was vice president. 
The officers are those club members with 
the largest volume of Minute-Men Club 
business. 


C. R. Brady Resident V.P. 


For Resolute in Mississippi 
Charles R. Brady, Jr. of Jackson, 
Miss., has been appointed resident vice 
president for Mississippi for the Reso- 
lute Insurance Group. He had been a 
special agent since 1955. His appoint- 
ment applies to both Resolute Insur- 
ance Co, and Resolute Credit Life In- 
surance Co. 





“Tt takes both discipline 


and family 


security to win against delinquency!” 


Some direct advice 
of interest and help 
to conscientious parents 
fron PHILIP B. GILLIAM 
Judge of the 


Juvenile Court of Denver 


ape pay I face a parade of young 
people gone wrong. There are 
many reasons why they appear in my 
court, but one underlying cause keeps 
cropping up. 

“These boys and girls have lost 
their feeling of security, the sense of 
being loved. And with it has gone the 
incentive to love and respect others. 

‘“*Young people need a lot of 
parental love in their lives. That 
means supplying the sturdy discipline 
they require and unknowingly crave. 
And it means giving wisely of your- 
self, your experience and judgment. 

“The buying of life insurance, it 
always seems to me, is an outstanding 
example of love at work to achieve 
added soundness and unity within the 
family. In addition to its long-range 
protection, it lends fresh strength for 
confident and happy living. It often 
goes far to create a background of 
family stability that helps to keep a 
child on the right track.” 


* 


WHY POLICYHOLDERS ARE SO LOYAL 
TO NORTHWESTERN MUTUAL... 


HIS company is one of the world’s 
largest, with over 100 years’ experience 
and a reputation for low net cost. 

It is also a company noted for progressive- 
ness. For example, its settlement options 
offer, by contract, a flexibility and choice of 
action unknown before in life insurance. 

Here is further evidence that there are 
significant differences among life insurance 


companies. It is one reason why each year $ 
nearly half of the new policies issued by this § 
company go to present policyholders. ye 

For sound help in your security planning, o 
call a Northwestern Mutual agent. $ 





A NORTHWESTERN MUTUAL POLICYHOLDER. Judge Gilliam took out 
his first policy with this company 24 years ago. 


Zhe NORTHWESTERN MUTUAL 2 hesurance Company 


MILWAUKEE, 


WISCONSIN 





AS ADVERTISED IN TIME AND NEWSWEEK 
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How Investments Have Responded To 
U.S. Needs, Told by Frank Travers 


Caracas—The savings of more than 
100 million policyholders in American 
life insurance companies, exceeding $101 
billion is a great challenge to life in- 
surance management and has been in- 
vested in response to the nation’s capital 
needs over the past century, Frank J. 
Travers, vice president of American 
United Life of Indianapolis, told the 
Hemispheric Insurance Conference. 

“The availability of this large and ex- 
panding pool of capital is the financial 
key to the development of U. S. indus- 
trial and utility capacity, homes, shopping 
centers, etc.,” said Mr. Travers. “Life 
insurance management, of course, tries 
to obtain the maximum interest income 
consistent with long-range safety. It is 
aware of the relationship between invest- 
ment earnings and the cost of insurance 
to the policyholder. The more interest 
earned, the lower the insurance cost to 
the policyholder. The 1957 rate of in- 
vestment return for all U. S. life com- 
panies is reported at 3.74% before Fed- 
eral income tax and 3.43% after Federal 
income tax. In a year like 1957 when 
interest rates were comparatively high, 
new funds were put to work at consider- 
ably higher than these rates. Most of 
the assets, however, were invested dur- 
ing post-war years when interest rates 
were artificially controlled at a low level. 

“At one time around 1906, railroad 
securities were considered the prime in- 
vestment outlet. About one-third of life 
insurance funds were then in railroad 
bonds. Now this ratio is 4%, reflecting 
the fact that new investment funds have 
been directed into more prosperous in- 
dustries. This illustrates an important 
aspect of investment maanagement: the 
need to keep alert to technological and 
other changes which affect the outlook 
for the various kinds of investment. 

“In time of war life companies do their 
share to help financially. At the close 
of World War II, 46% of life insurance 
assets were invested in U. S. Government 
bonds, at a low rate of return. This 
ratio is now about 7%, due in part to 
liquidation and in part to the rapid 
post-war asset growth and investment 
in residential, industrial, utility and other 
productive outlets. Life insurance com- 
panies have only a moderate need. for 
the extra liquidity of U. S. Government 
bonds since their assets grow so rapidly. 
Funds available for new investment from 
renewal premiums, investment maturities 
and prepayment of mortgage loans and 
bonds often amount in a single year 
to one-tenth of the life company’s entire 
assets. 

“Mortgage loans upon real estate had 
their greatest relative importance a cen- 
tury ago, when corporate bonds were 





W. D. Grant Tells of Life 


Insurance Advertising 


Caracas—While the use of advertising 
by American life insurance companies 
goes back to their beginnings more than 
a century ago, the last 25 years have 
seen advertising become an important 
part of the planning and promotion of 
American companies, said W. D. Grant, 
executive vice president, Business Men’s 
Assurance, addressing the Hemispheric 
Insurance Conference. As an indication 
of the growth of life insurance adver- 
tising in that period, it is interesting to 
note that the ten largest United States 
life companies spent last year a total 
of more than $28 million for advertising 
as compared with a little more than 
$3 million in 1933—a ninefold increase 
in 25 years. 

(Continued on Page 11) 


almost unknown. Farm loans were very 
popular in the boom just after World 
War I, at 18% of assets, but shrank to 
only 4% of assets in the middle 1930s. 
Mortgages on city properties reached 
30% of assets in the boom of the 1920s, 
dropped to only 12% of assets during 
World War II, and have since zoomed 
to more than one-third of assets. The 
rise in real estate in the mid 1930s came 
mostly from foreclosures brought about 
by widespread unemployment and bank 
failures. 

“Corporate bonds have held an im- 
portant place in life companies’ invest- 
ing for half a century. Utility bonds 
increased while rails declined; industrial 
and commercial bonds were compara- 
tively minor before World War II— 
their rapid increase in importance since 
then reflects in large part the develop- 
ment of direct placement term loans. 

“At no time in the past century has 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 








HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 





Woodward, Ryan, 
Sharp & Davis} 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











there been any appreciable proportion of 
assets invested in junior securities, such 
as stocks or real estate equities. The 
maximum stock ratio of 6% was reached 
at the turn of the century. The great 
majority of policyholders’ funds are at 
work in senior types of securities and 
mortgages, which means first claims 
upon earnings and property values. This 


is consistent with conservative invest- 
ment selection principles. As a corollary 
to this emphasis upon senior claims 
rather than junior, investment in nev, 
untried, luxury-type enterprise is gen- 
erally avoided in favor of investment in 
seasoned, tried and_ tested, necessity- 
types of business, for obvious reasons o/ 
safety and stability.” 














Modern Service In 


Pension Business 


Lincoln National's new pension department is streamlined for service .. . 


new policies . . . new guaranteed issue . . . new simplified underwriting 


Another reason for our proud claim that LNL 


is geared to help its fieldmen. 


The 


INSURANCE 


LINCOLN NATIONAL LIFE 


COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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Insurance Bulwark of America 


Economy Says Lester Schriver 


Caracas—In ten years life insurance 
in force will exceed three-quarters of 
a trillion dollars and its assets will con- 
stitute the strongest bulwark of the 
American economy, Lester O. Schriver, 
managing director of National Associa- 
tion of Life Underwriters, told the 
Hemispheric Insurance Conference here. 

“That is a responsibility which we 
should contemplate with great humility, 
and we should bring it the very best 
skill and integrity which we can muster,” 
said Mr. Schriver. “It carries with it the 
responsibility for keeping the business 
above reproach in all of its aspects. We 
should be very careful that no renegade, 
or fly-by-night, or stock-pushing organi- 
zation be admitted to its membership. 
And it seems to me that we should be 
willing to accept the responsibility of 
chastising those few companies which 
have crawled under the tent and which 
conduct their business in a manner which 
is known to be reprehensible. 

“It is also important that the insti- 
tution, in order to preserve the principle 
of State regulation, should condemn mal- 
feasance in office when it is known to 
exist, and insist on laws in the several 
States that will guarantee that the busi- 
ness remain above reproach. Incompetent 
or dishonest public servants are as 
much of a menace as dishonesty and 
malfeasance anywhere else. 

“But life insurance manifests itself 
more particularly in its field service. In 
the Americas we have an army of more 
than 200,000 agents who are, after all, 
that part of the life insurance business 
whom the public knows. They are the 
men who, sometimes unwept, unhonored, 
and unsung, have made it possible to 
build buildings and highways and insti- 
tutions. They are the men who represent 
the companies at the grass roots, and 
many a policyholder has confidence in 
the good companies represented here 
because they have confidence in a man 
who is their neighbor, and who happens 
to be an agent of some company. These 
are the men who are teaching thrift, and 
that life insurance is a unique invest- 
ment, different from any other type 
available. It is the only investment in 
the world that matures, even if the 
Investor doesn’t. It is the only thing 
that father can buy on the installment 
plan that mother doesn’t have to finish 
paying for. Our agents are teaching that 
kind of thrift 365 days of the year. One 
great banking institution quotes a 
famous Judge of Probate as follows: 
81% of all the property of decedents 
left in the United States consists of 
Proceeds of life insurance.’ If that be 
true, and it is, why should any man 
Worry about any other investment till 
his financial plan of life is complete. 

_ “Life insurance men have been teach- 
Ing the public for 100 years that you 
can create an estate of any amount, 
within reason, by the stroke of a pen. 
They have taught the public that life 
surance is a will by contract, and that 
no litigation needs to be involved in 
Its distribution. Our life insurance agents 
have been teaching us that life insurance 
is the device by which we can guarantee 
the education of children, the continuity 
ot American business, and competence in 
ld age. They have been saying to 
thought ful men, ‘Thirty years from to- 
fay you will be either an old man or 
a dead man. And we have the device 
Which will rob the King of Terrors of 
his threat of annihilation” Our field 
men have been building houses of pro- 
tection. They have been assuring men 
that a man’s financial responsibilities 
can be discharged only through the in- 
sttumentality of life insurance, that his 


final debts can be paid, that his family 
can be guaranteed their mother’s full- 
time loving care, and that she can have 
all of the necessities and many of the 
luxuries of life just as long as she lives. 
Our agents have been teaching men 
and women for more than a century 
that life insurance is the means by which 
a man can guarantee that he will be 








GROUP MANAGER — PUERTO RICO 


Opening for bilingual, experienced Group Manager in San Juan. 
To represent large mutual life insurance company in top 3%, of the 
industry. A fine future for the right man. Write for further details 
and furnish personal background to Box 2658. The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 











remembered longer and more beautifully 
than by any other type of memorial.” 


Johnson Sees Expanding Insurance Use 


Caracas—Topping the great growth 
of the life insurance business in recent 
years, Holgar J. Johnson, president of 
the Institute of Life Insurance, sees a 
vast expansion in the use and amount 
of life insurance in the years immedi- 
ately ahead, he told the 7th Hemispheric 
Insurance Conference meeting in Caracas 
this week. 

“Total life insurance owned by all per- 
sons in the U.S. with our life insurance 
companies is approaching the half-tril- 
lion mark—nearly $500,000,000,000,” said 
Mr. Johnson. “That is legal reserve life 
insurance with the more than 1,300 le- 
gal reserve life insurance companies and 
does not include fraternal, savings bank, 
assessment or service men’s government 
insurance all of which add up to another 
$60,000,000,000. 

“The half-trillion ownership with the 
life companies is twice that of only 
seven years ago; it is four times that 
of 1941, when the United States entered 
World War II. Those intervening 17 
war and post-war years saw American 
families increase their life insurance 
‘estates’ by more than $375,000,000,000. 
The average owned per family rose from 
$2,800 to $9,000. 

“The purchases of new life insurance 
have shown an even greater proportion- 


ate upsurge. This year, between $65,000,- 
000,000 and $70,000,000,000 of new life 
insurance will be bought—compared with 
$12,000,000,000 in 1941.” 

After recounting some of the factors 
influencing the great expansion of the 
past few years, Mr. Johnson said: 

“Ten years from today we can expect 
to see life insurance ownership ap- 
proaching the trillion-dollar mark in the 
United States. But this accomplishment 
in the years ahead is going to take even 
greater management skill, even more em- 
phatic public relations consciousness, 
even more emphasis on marketing aids. 
For competition is increasing continu- 
ously, competition with all goods for the 
consumer dollar, as well as competition 
within the business. 

“The total funds accumulated to guar- 
antee this great bulwalk of protection 
will grow. More people will own policies 
and the reserves per policy will increase 
as the policies age. The large total fig- 
ures will reflect a vital social-economic 
contribution in the form of new capital 
funds aiding the nation—but, what is 
more important, they will represent not 
a large accumulation of dollars held for 
a few individuals, but rather the joint 
efforts of the few hundreds of thousands 
of dollars being ‘held and invested on 


behalf of the millions of policyholders. 
This is one of the great forces for the 
upbuilding of the democratic process and 
the voluntary system of enterprise.” 


W. D. Grant 


(Continued from Page 10) 


“We all know that advertising to 
promote the sale of an intangible such 
as life insurance differs from product 
advertising, which is designed to sell 
tangible products,” said Mr. Grant. “It 
is somewhat more difficult to judge the 
results of advertisements offering serv- 
ices than those offering products. Also, 
experts in the field of advertising say 
that there are fewer creative possibilities 
for the advertising copy about intan- 
gibles than for products. 

“Consequently, American life insur- 
ance companies have spent countless 
millions of dollars developing advertising 
techniques and gaining experience in 
the best methods of presenting their 
particular policy. forms and services to 
prospects. Gradually, the various compa- 
nies have evolved subject matter, style 
and format in their advertising which 
they have continued to use successfully 
over a period of years. In the United 
States, a substantial portion of the insti- 
tutional advertising of the life insurance 
industry is done by the Institute of Life 
Insurance.” 
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To what extent can a life insurance company 


provide coverage and service? 


Eastern Life has the answer . 
Liberal Flexible Protection . . 


with unusual riders and features. 


If a prospect is insurable, Eastern will issue ratings 
up to 700%. For example, Eastern’s LFP effective- 
ness has received the plaudits of Mr. Walter Kaye, 
a foremost General Agent, who says: “Eastern 
Life is quick with new policy ideas and contracts. 
Their service to underwriters and brokers is second 
to none.” 
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Presents “Effective Communications 





Chicago—The vital role of effective 
communication procedures in sales train- 
ing and all aspects of sales management 
came in for a full-dress discussion Tues- 
day morning during the opening session 
of the annual meeting of Life Insurance 
Agency Management Association. This 
part of the program was sponsored and 
staged by LIAMA’s committee on edu- 
cation and training, under the chairman- 
ship of Karl Kreder. second vice presi- 
dent Metropolitan Life. 

In his opening remarks, Chairman 
Kreder discussed the trend to increas- 
ingly mechanized operations the effect 
of this on good communication. Making 
the point that “we can have a serious 
communication problem unless w? con- 
trol our mechanization,” Mr. Kreder 
advocated a course that would “mechan- 
ize in the right places so that we will 
be free to personalize in those areas 
where no machine will ever be able to 
replace the human touch.” 

Mr. Kreder’s point was amplified by 
the second speaker, George D. Covell, 
agency vice president for Berkshire, who 
explained and demonstrated a relatively 
new mechanical training technique—the 
loop film—which, he said, “can be per- 
sonal as well as efficient.” 

Another feature of the program was 
the dramatic skit, “Keep ’em in Orbit,” 
which demonstrated the need and value 
for sound and continuous agent training 
and which featured LIAMA’s Agent 
Development Program. Participating in 
the skit were three LIAMA staff mem- 
bers: G. Fred Affleck, administrator of 
the agent development program; Fred 
G. Tarvis: and John A. Miller. 

The skit was introduced by Clifford 
L. Morse, agency vice president Phoenix 
Mutual, who recommended the agent 
development program not only as an 
effective training procedure. but also as 
a means of promoting effective communi- 
cations between management and men. 

LIAMA’s director of executive train- 
ing, William O. Cummings, then dis- 
cussed communications from the stand- 
point of training and developing home 
office agency department executives. He 
described progress in an executive train- 
ing program LIAMA plans to launch 
at an undetermined future date. 

Concluding speaker was Dr. Ralph G. 
Nichols, professor of speech and chair- 
man of the department of rhetoric at 
University of Minnesota. Described as 
“a pioneer in scientific research on all 
aspects of listening,” Dr. Nichols spoke 
on the topic, “Listening is Good Busi- 
ness.” 

Following are excerpts from remarks 
by Karl Kreder, George D. Covell, and 
William O. Cummings. 


Karl Kreder 


“The best definition of communication 
I’ve seen is by Bill Oucken, management 
development director of New York Cen- 
tral, who says that ‘communication is 
the chain of understanding that inte- 
grates an organization from top to 
bottom and from bottom to top.’ Note 
that phrase, ‘chain of understanding.’ 
It sounds very much like another one 
with which we’re all familiar, ‘chain of 
command.’ But they aren’t the same.... 
It’s possible to have a chain of command 
without a chain of understanding and 
that’s a tragedv. The point I want to 
make is that while a chain of command 
is easy to design and a chain of under- 
standing difficult, unless you have the 
latter supporting the former, little can 
be accomplished.” 


* * * 


“According to many people these days, 
the big bogeyman is automation. We are 
told thet our problems in communica- 
tions are multiplied innumerably as auto- 
mation in business increases. ... But I 


don’t share this phobia about automation 
and its effect on good communications. 
I prefer to call it mechanization—not 
automation. I think the big phobia in- 
volves use of that word ‘automation.’ 
Now mechanization is no bogeyman. It 
has been with us since the Industrial 
Revolution. . . . I think the problem is 
not to deny it, or hide from it... but 
to use it to put mechanization in 
its place. 

“Let’s just be sure that we run the 


machines and they don’t run us. Let’s 
be sure that mechanical devices and 
processes release our time for other 


activities. In other words, let’s mechan- 
ize in the right places so that we’re free 
to personalize more in those areas where 
no machine will ever be able to replace 
the human touch. There are such areas 
in training.” 
» * * 
“Five or six years ago, Metropolitan 


sent a tape recorder to every district 
office. We felt it would be an effective 
training aid. Shortly thereafter, we sent 
along tapes on the two or three basic 
sales talks. . . . We felt then, as we do 
now, that all this can be very helpful. 
But suppose the assistant manager, in- 
stead of using these tapes as guides and 
aids and instead of working personally 
with the agent and helping him perfect 
his talks, simply savs: ‘The sales talks 
are on the tapes. Listen to them and 
say them that way.’ Then he’s failed 
to personalize the agent’s training. He 
has let mechanization control him, in- 
stead of helping him, and we’re in 
trouble, all of us—agent, management, 
and everybody else up and down the 
line. That tape recorder was never 
intended as a substitute for the assistant 
manager, but as an effective aid to him.” 
* * x 


Mr. Kreder presented figures from a 
survey of executives in different occupa- 
tions as to the time spent on different 
phases of communication. Results showed 
that, on the average. executives spend 


9% of communication time in writing, 
16% in reading, 30% in speaking, and 
, nares s ? 8 

1"% in listening. In checking himself, 


Mr. Kreder said he found he was spend- 
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ing altogether too little time in listening 
He urged his audience of more than 8) 
agency department executives to “con- 
duct a similar survey on yourself.” 


* * * 


George D. Covell 


Mr. Covell gave actual demonstrations 
of loop films, an aid in training agents 
to sell, and a product of Seminar Films, 

He explained that his company, Berk. 
shire, is actually using the films at the 
present time, and that LIAMA is run- 
ning some research experiments “to see 
if they really work.” Following are ex. 
cerpts from Mr. Covell’s explanation of 
why his company decided to adopt this 
training procedure: 

“We came to the conclusion at Berk- 
shire that drill and rehearsal in the 
agency is like teaching a man to swim 
on dry land. What we needed was some 
way to give the man field experience 
in the office. The new man must havea 
chance to practice his presentation with 
a realistic prospect, but under such 
conditions that he doesn’t spoil any of 
his potential customers. The situation 
must be realistic so that he can build 
interviewing skill without hurting him- 
self or the company. In searching for 
a way of accomplishing these objectives, 
we found that the answer was the loop 
film idea developed by Seminar Films. 

“Loop films help us communicate field 
experience to the trainee by bringing a 
realistic prospect into the agency. It has 
advantages over joint field work in that 
it is completely controlled. The careful 
repetition and analysis of each objection 
develops in the new man a skill and 
confidence that we could not build by 
any amount of drill and rehearsal or 
joint field calls. A trainer is still neces- 
sary, but since the film provides a specific 
situation and method of handling it, the 
skill of the trainer is no longer as im- 
portant a factor. 

“Loop film is a piece of film fastened 
end to end, placed in a special type 
of reel, so that it plays through and then 
repeats without the need of rewinding. 
The trainer can plav through the film 
and then repeat it. In other words, the 
mechanics of operating the machine are 
reduced to a minimum so the trainer 
can concentrate on his trainee. Repeti- 
tion 1s a necessary part of the process, 
because it gives the man a chance to 
analyze each ohjection as he hears it, 
over and over again. The continuous 
loop makes this easily possible.” 


* * * 


“Let me tell you how we. use the 
loops. We let the agent hear the pattern 
loop. The trainer then asks him to 
analyze each objection and the answer. 
This usually requires repeating the loop 
several times. After the agent seems to 
understand the technique, the loop with 
the prospect talking is put on. The agent 
hears it through. His answers are ana- 
lyzed. He tries again and the process is 
repeated until the agent is able to answef 
effectively with confidence. Then other 
approach loops are used. The process 
goes on and on. A number of our full- 
time agencies have a regular period for 
loop film practice each week for o 
as well as new agents.” 


* * * 


“We found it necessary to develop 3 
method for our trainers to use, 
building skills in each of the small but 
all-so-important parts of the interview. 
Through the cooperation of the LIAMA 
research division and. especially Paul 
Thayer, a Performance Evaluation Form 
was developed. : 

“This Performance Evaluation Forms 
completed by each trainer and the other 
trainees for each time a person ‘talks 
back’ to the loop. It calls attention 10 
those little things an agent must 40! 
his approach and close are to be effective 

After the loop is completed, té 
agent is rated on his delivery, whether 
he tied in with the prospect’s remarks 
and said something to make the prospect 
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want to hear more, made it easy for the 
prospect to say ‘yes,’ and the probable 
over-all success or failure of the at- 
tempt. The value of the critique after 
each performance cannot be overem- 
phasized.” 

i ee 


William O. Cummings 


Mr. Cummings discussed the three key 
elements in management — planning. 
organization, and control—and demon- 
strated the importance of good communi- 


# cations in all three. 


“We can’t make plans in a vacuum. 
We must get knowledge and information 
from many sources—places and people— 
before we can plan intelligently and 
realistically. Neither can we assemble 
an effective organization until we find 
out a lot more about the people who 
are already in it or may be invited to 
hecome part of it. Recruiting, selecting 
and training all demand effective com- 
munication of ideas. 

“The function of ‘control’ obviously 
has no significance unless there is a 
steady flow of the right kind of infor- 
mation between controller and controlee. 
Where does an agency stand in relation 
to its objectives? What kind of a job 
isa manager doing in his agency? How 
can we help him do a better job? Is 
he beyond help? In order to control, 
we need accurate answers to questions 
like these, and we can’t get them unless 
good channels of communication are 
kept wide open.” 


* * 


Mr. Cummings then explained what 
LIAMA is doing to develop a program 
of training for agency department execu- 
tives, 

“Ten months ago we began working 
on such a program. Our time schedule 
assumed that it would take approxi- 
mately 14 to 16 man-weeks of time to 
make a broad survey of the executive 
development programs now being ad- 
ministered in colleges and by companies, 
to look at some of the literature in the 
field and to organize an outline for an 
executive development program specifi- 
cally designed for the agency officer. 

It proved to be a good assumption. 
During 1958 we devoted approximately 
7 man-weeks to the program, and were 
able to carry it one step farther. The 
outline that was developed has been 
discussed with a group of agency officers 
and we have started revising the outline 
in accordance with their suggestions. 

Before the show can go on the road, 
a number of things remain to be done. 
he revision of the outline must be com- 
pleted, and we want to check it with 
the People who helped us develop it. 

aving done that, we must select the 
teaching techniques to be used, assign 
members of staff to preparation of the 
Material and finally, brief the staff 
members who will participate as lec- 
turers and discussion leaders. Those 
sents won't be done overnight. But it 
deh, a safe bet that at least half the 
there eg time is behind us and that 
: “Sat ye a specific announcement 

What, when and where some time 
next year, 

I do want you to know we are aware 


a We are tackling a big and an im- 
i ant job. You don’t want to enroll 
One of these seminars or reserve 


veces for your associates unless you're 
ee that your Participation will 
a in better planning, organization 
aire in the agency department of 
2 company. That’s why. we're much 
resid concerned about doing it right 
oa we are about doing it tomorrow— 
© we think you'll agree with that 
Philosophy. 
de® is the kind of program that your 
aon, and training committee has 
time skies us to develop for som- 
dies Obviously it does not meet all 
exist raining or development needs that 
i in your agency department. But 
a an important step, one that we are 

€ will fill a long-felt need.” 


All Lines Underwriting Problems 
As Seen By W. Robert Jenkins 


Chicago—Some of the problems in the 
development of all lines underwriting 
were discussed by W. Robert Jenkins, 
president of Columbian Mutual Life, 
Binghamton, N. Y., at the LIAMA forum. 

“We have some new vigorous compe- 
tition,” he said. “In so far as it is 
competition for sales, I do not think it 
will be serious. Competition for man- 
power, however, can create serious prob- 
lems. First, it will seriously affect 
especially those very many life ‘com- 
panies who have in the past cultivated 
the general line agent and agency for 
their life business. Probably if you have 
been a simon-pure full-time agent com- 
pany, far from being unhappy at the 
trend toward multiple line selling, you 
will thank the good Lord that you have 
a full-time force and aren’t in the fray. 


But I also predict this competition may 
be not only costly but self-defeating. 
After many years of pretty intensive 
courting, these thus far largely uncap- 
tured agents, believe me, are skilled at 
playing one company against another 
in a situation involving price competi- 
tion. They know how to play one com- 
pany against another for underwriting 
concessions, and they have a keen appre- 
ciation for fringe benefits. For example, 
if Company X is holding its convention 
in Florida this year and my wife and I 
want to see Florida, Company X will 
suddenly discover it has a fine producer 
during the contest year. But next year, 
if my wife and I have our heart set on 
a trip to Estes Park where Company Y 
is holding its convention, old friends at 
Company X will be wondering what in 
hell happened to one of their leading 
agents of a year ago. 
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“There will be competition and severe 
competition for management manpower 
from the top agency executive down to 
the agent who is only a management 
hopeful. There has been a marked up- 
turn already in proselyting, and we may 
expect that this trend may increase 
rather than abate, both because the 
needs of these companies will grow 
and because of the shortage of man- 


power in desirable age brackets. Once 
these companies announce that they 


have bought or started a life facil-ty, 
the pressure is on them. In the race to 
be first to capture the general line sales- 
man, the pressure is on them. Take it 
from one who has built a management 
training program aimed at supplying 
management both for replacements and 
for expansion within the company, build- 
ing such a program is a five to ten year 
job, and these people cannot wait that 
long. If you or I were in their boots, 
we wouldn’t wait that long. We would 
go out to beg, borrow, or steal the man- 
power we needed. 

“Looking at the field agency level, we 
will see a lot of good agents (shall I 
say betrayed) into management for 
which they have little aptitude. We will 
probably see a great many general line 
agencies attempting to set up a life de- 
partment. I think I do no disservice to 
anyone if I say that in my some twenty- 
five years of observation, this is one of 
the most precarious of undertakings, and 
I know of no area in which there is a 
faster turnover of managers than there 
is in managers of a life department of 
a general line agency. Usually such a 
department is started with the thought 
of gleaning a life business from the 
general line agents. Usually it is quickly 
found that such business is intermittent 
and spotty, that the general line agent 
is wary of taking the life man to his 
clientele, that when a real life client 
is built for substantial insurance he 
wants to deal with the life manager and 
not the agent, etc., etc. Soon, therefore, 
the head of the life department proposes 
that he hire and develop full-time life 
men. He trains them an hour or two a 
day in life insurance while their fellow 
agents in the agency spend the rest of 
the day indoctrinating them in general 
lines, with the ultimate resu't that most 
of them become general line men. In 
short, the question of whether a multiple 
line company should develop a full-time 
separate life force or whether they 
should rely solely on general line men, 
is a decision that plagues the agency as 
well as the home office.” 





C. A. Potter On Management 
Chicago—In a talk on “A Fieldman 
Looks at Management,” C. A. Potter, 
president of the Life Underwriters As- 
sociation of Canada, told the LIAMA 
meeting that human relations is an im- 
portant factor in agency management. 

“In developing men for management,” 
he said, “I would strongly urge that, in 
the first place, when looking for poten- 
tial managers you endeavor to find men 
who do have the human touch and who 
will take a sincere interest in building 
men, knowing that if they do that, pro- 
duction will take care of itself. If you 
are merely looking for a manager who 
will find men who, with a minimum of 
training, can go out and sell a large 
volume of special policies, these men 
will only last so long, and in the mean- 
time you will have discouraged men of 
high calibre from becoming associated 
with that particular agency. 

“IT do suggest that when you visit 
your agencies you look for the man who 
gets along very well with the other mem- 
bers of the agency. He may be an ex- 
cellent potential manager, given the 
proper training, even though he may not 
lead the agency in personal production. 

“It is my sincere belief that human 
relations is a major factor in the success 
of the life underwriter end that it is of 
major importance in the develonment of 
an agency composed of high calibre, suc- 
cessful men.” 
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Sun Life of America 
Holds N. Y. Convention 


274 QUALIFIED TO ATTEND 








Keynote Addresses at Luncheon Made 
by President Stanford Rothschild 
and Agency V.P. Jose Hirsh 





The Sun Life of America (Baltimore) 
held one of the most successful agency 
conventions November 7-9 at the Essex 
House, New York, with a total of 274 
field representatives of the company hav- 
ing qualified to attend. The program 
of activities was high-spotted by a busi- 
ness luncheon session at which President 
Stanford Z. Rothschild and Agency Vice 
President Jose L. Hirsh were the speak- 
ers. Many wives were present. 

- President Rothschild extended 
gratulations to the qualifiers for having 
campaign 


con- 


achieved their convention 
quotas during a recession “when the sell- 
ing art was confronted with a_ period 
of stress and strain.” Expressing his 
pride over a job well done, Mr. Roths- 
child said: “You have worked hard, you 
have planned, you have improved your 
selling techniques, and you have met the 
fierce competition of the 1957 and early 
1958 era.” 

Sun Life’s chief executive then brought 
out: “Now, apparently, we are on the 
rising tide of renewed prosperity. This 
is the time of opportunity to capitalize 
on selling knowledge and on selling ef- 
forts. Those who stay in the forefront 
of salesmen are the men who are deter- 
mined to learn, plan and work, to fully 
share in the sales opportunities lying 
ahead of them. So take full advantage 
of sales clinics, CLU or LUTC studies 
as well as every other avenue that will 
help to improve your sales technique and 
make you more aware of the values in 
your product than competitors who do 
not embrace these opportunities.” 


Points to Sun Life Progress 


Mr. Rothschild then pointed to Sun 
Life’s alertness in these changing times. 
“We have preached professionalization 
and have met as rapidly as possible the 
latest innovations of competitive compa- 





STANFORD Z. ROTHSCHILD 


nies. Thus, you have been given many 
new and outstanding policy forms and 
provisions. Furthermore, despite the 
threat of ‘higher taxes on life insurance 
companies and a current year of high 
death claims, our company has taken 
the plunge into reduced premium rates 
on many forms of policies to aid you in 
realizing greater selling results in the 
new era opening up.” 

In this connection the speaker noted 
that in addition to the economic im- 
provement now taking place, the coun- 
try’s population has been growing by 
leaps and bounds. He pointed to the 
millions of young adults who are creat- 
ing new homes and new family units 
which will require life insurance protec- 
tion, and urged Sun Life representatives 
not to overlook any opportunity to be 
of useful service in their respective com- 
munities. 


Vice President Hirsh’s Talk 


In his message Vice President Hirsh 
referred to the address which President 
Rothschild delivered at the Managers’ 
conference in September. The core of 
this message was contained in the open- 
ing paragraph where Mr. Rothschild 
said: “I shall limit myself to. telling 
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you most emphatically what I want done 
through the district management so that 
our company will grow and become, in 
due time, one of America’s great na- 
tionwide companies.” 

Mr. Hirsh said that this met with im- 
mediate endorsement and_ enthusiasm, 
and as a result, “we have pledged our- 
selves with your assistance and coopera- 
tion, to start at once toward the goal 
set by President Rothschild.” He declared 
that Sun Life in keeping with popula- 
tion growth must build new debits to 
serve not only new policyholders but 
present ones who are moving into newly 
established suburban areas. “This in turn 
means the building of new staffs to be 
directed and led by new field managers,” 
said the speaker. “Obviously promotions 
to these positions will come from our 
leaders—you who have qualified to at- 
tend this meeting.” In closing Mr. Hirsh 
said: 

“Every man worth his salt has dreams 
for his future. Every wife wants to be 
proud of her husband and help him gain 
that which he seeks. Your company is 
growing and will continue to grow, and 
I urge you to play a vital part in that 
growth. At no time in the company’s 
history have opportunities for promotion 
been greater. Therefore, our slogan will 
be ‘let us grow together—we as a com- 
pany and you as its leaders,’” 

Arrangements for the New York con- 
vention were ably handled by Harvey L. 
Kesmodel, Jr., sales promotion man- 
ager of the Sun Life. 


Pacific National Life 


Makes Four Promotions 
Appointment of Richard Cummings to 
the newly created position of district 
group representative has been announced 
by Pacific National Life of San Frap- 
cisco. 

Mr. Cummings, formerly with New 
York Life in San Francisco, will sell and 
service group insurance in northern Calj- 
fornia under Regional Group Sales Man- 
ager Chester L. Root. 

At the same time Pacific National has 
appointed three assistant secretaries, 
They are E, J, Walters, service manager 
of the Group division in San Francisco; 
and Ralph W. Pearson and Kenneth K, 
Rasmussen of the Ordinary division in 
Salt Lake City. Mr, Pearson is office 
attorney and Mr. Rasmussen is manager 
of the accident and sickness insurance 
department. 


NEW OCCIDENTAL AGENCY 

Robert D. Edwards has been named 
manager of the new Los Angeles branch 
office opened by Occidental Life of Cali- 
fornia. Occidental is now represented 
by six agency offices in the central Los 
Angeles area. Mr. Edwards joined Occi- 
dental in 1951 and since 1954 has been 
assisant manager in the company’s Pasa- 
dena branch office. 







































Why 


DO 


GET FURTHER FASTER 


... here are five main reasons 


1. Two quality products: Monarch 
men can offer every prospect com- 
plete protection—non-cancellable, 
guaranteed premium rate health 
and accident, and participating 
personal and business life. Result: 
quality policies for all of the 
prospect's needs! 


2. Intensive sales training: Mon- 
arch men are trained at our Home 
Office Training School, followed 
up by agency training meetings, 
correspondence courses and. ad- 
vanced training school sessions. 
Result: the training necessary to 
do the job! 

3. Practical financing: Monarch 
men enjoy the benefits of an in- 
centive bonus plan for their first 
two years, which provides income 
to a_ satisfactory level. Result: 
establishment in business without 


indebtedness! 


LIFE 


NOW AFFILIATED WITH SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
AND NEW ENGLAND INSURANCE COMPANY 
















4. Group sales: Monarch men can 
offer group insurance as well as 
ersonal insurance —group disa- 
Bitity income, group hospitaliza- 
tion, and group life. Result: no 
missed sales opportunities! 






5. Management opportunities: 
Monarch men only are chosen as 
our agency supervisors, training 
school instructors, general agents 
and Home Office agency execu- 
tives— without exception. Result: 
a management training program 
that is working! 
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Want more details on why | 
| Monarch men get further 
| faster? 
Write to our Dept. PR-4. | 
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SPRINGFIELD, MASSACHUSETTS 
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| Occi- Brokers from coast to coast find there’s 
s been tremendous appeal in Travelers Life con- 


» Pasa- tracts. Take the guaranteed cost principle, 
for instance. You can tell your clients that 
the low rates are guaranteed, just as the 
benefits are. 

Then there’s the matter of service. The 
Travelers has a claim service network that 
covers the United States and Canada with 
more than 4,000 full-time employees in more 
than 250 locations. 

Add to this the fact that a trained, ex- 
perienced Travelers brokerage man is anxious 
to serve you—without charge. Yes, he’ll help 
you plan and develop business—and you get 
full commissions on everything you write. 

See The Travelers branch office or general 
agency nearest you for information about 
Travelers insurance. Or send the coupon for 
information. You’ll agree this is the life. 
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ONE OF THE LEADING LIFE INSURANCE COMPANIES The Travelers, Life Agency Department, Hartford 15, Connecticut 


THE TRAVELERS 


HARTFORD 15, CONNECTICUT 


I’m interested in writing Life Insurance with The Travelers. Please 
have your nearest brokerage manager get in touch with me. 
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Mutual Benefit Life 
Reports Record Sales 


ANNUAL SALES CAMPAIGN HELD 
Company Totals at End of September 
Exceeded 1957 Production; Leaders 
of “Duel” Sales Campaign 
Ordinary life insurance amounting to 
$133,539,598, an all-time high for one 
month, was written in October by agents 
of Mutual Benefit Life of Newark, it was 
announced by Vice President in Charge 
of Agencies Charles G. Heitzeberg, CLU. 
The previous high for one month was 
reached in October of 1957 when $107,- 
313,438 of Ordinary life insurance was 

submitted, 

The record gains were added to an 
already outstanding year’s production. 
Company totals at the end of September 
had exceeded the entire 1957 production, 
which itself was the best year in the 
company’s 113-year history, Vice Presi- 
dent Heitzeberg reported. 

The new record was set during the 
company’s annual one-month sales cam- 
paign known as the “Duel,” in which 
Mutual Benefit agencies from all parts 
of the United States compete. The 
agencies were divided into two groups— 
one led by Charles G. Heitzeberg and 
the other by Vice President William F. 
Ward. The contest was won by Vice 
President Ward’s group which  sub- 
mitted $67,909,361 of Ordinary life in- 
surance. 

Production Leaders 


When the campaign was over on 
October 31, Murrell Brothers Mutual 
3enefit Agency in Los Angeles was the 
victor with $9,490,095 of submitted busi- 
ness. Second place was taken by the 
William T. Earls Agency in Cincinnati 
with $7,901,369 of submitted business. 

Two other agencies passed the 4 
million mark. They were: Edward L. 
Rosenbaum, New York, $6,091,459 and 
Paul L. Guibord, Newark, $4,754,396. 
Agencies with more than $3 million of 
submitted business were: Laurance W. 
McDougall, Cleveland, $3,744,528; Leland 
O. Nashem, New York, $3,569,734; Wil- 
liam N. Thurman, Atlanta, $3,285,100; 
Murrell Brothers, San Francisco, $3,187,- 
920; Solomon Huber, New York, $3,122,- 
200 and C. Carroll Otto, Detroit, $3,034,- 
215. 

Agencies that submitted in the $2 
million class for the month were: John 
O. Wilson, Chicago, $2,980,000; W. O. 
Catterton, Houston, $2,672,515; Raleigh 
R. Stotz, Grand Rapids, $2,668,268; Sal- 


inger-Wayne, New York, $2,626,627; 
Charles L. Doane, Omaha, $2,288,154; 
Alfred J. Lewallen, Miami, $2,252,045; 


Arthur V. Youngman, New York, $2,206,- 
945; Truman M. Huffman, Jacksonville, 
$2,147,500 and Charles S. Eaton, Syracuse, 
$2,009,000. Thirty-two agencies passed 
the $1 million mark. 

The Atlee I. Beagle Agency in Okla- 
homa City tripled its quota. Quota 
doublers were: Los Angeles, Chicago- 
Wilson, Jacksonville, Elgin, Denver, 
Honolulu, Rochester, Maine, Syracuse, 
South Carolina, Wichita and Charlotte. 
In all, sixty-seven agencies exceeded 
their quotas. 





CAPITOL LIFE MEETING 

Capitol Life of Denver has completed 
its annual General Agents’ Meeting in 
Denver. It was attended by company 
sponsored general agents, representing 
Capitol Life offices from as far away 
as Honolulu and by Capitol Life execu- 
tives. Purpose of the meeting was to 
bring all agents up-to-date on new poli- 
cies, plans and agency practices. 





NOW LICENSED IN SIX STATES 
The Emplovers’ Life of America, an 
affiliate of The Employers’ Group of 
Boston, is now licensed to write busi- 
ness in six states. They are Delaware, 
Kentucky, Louisiana, Mississippi, Penn- 
sylvania and Oklahoma. Applications are 
now pending in ten additional states 
where the company plans to operate 
early in 1959, 


Equitable Field Changes 

Appointments of an assistant agency 
manager and ten unit managers have 
been announced by Equitable Life Assur- 
ance Society. Named to the post of as- 
sistant manager of the Henry F. Wild 
Agency, Honolulu, is James E. Watkins. 
The new unit managers, their headquar- 
ters and agency affiliations are: a 

William R. White, Westwood, Calif. 
(Frank R. Shamel, Los Angeles) ; ae 
Shanard Burke, Pierre, S. D. (Clark L. 
Hansen, Sioux Falls); Gerald H. Grange 
and Fred E. Meisinger, both Wichita, 
Kans. (both Ben T. Embry, Kansas City, 
Mo.); Thomas R. Shelton, Anniston, 
Ala. (Jacob B. Conway, Birmingham) ; 
John F. Walter, Erie, Pa. (John D. 
Kennon, Pittsburgh); Morrie Chodeck, 
Philadelphia (L. B. Fink, CLU, Phila- 
delphia); Richard C. Evans, Oneonta, 
N. Y., and Robert J. Maine, Watertown, 
N. Y. (both Jack Bowman, Utica) and 
William A. Russell, Syracuse (William 
I. Sutton, CLU, Syracuse). 





Occidental Names G. E. Shaw 


Gordon E. Shaw has been named man- 
ager of the new Pomona, Cal., branch 
office opened by Occidental Life of Cali- 
fornia. Mr. Shaw represented Commer- 
cial Life of Canada in Toronto and Cal- 
gary for nine years before moving to 
Southern California and joining Occi- 
dental. He has been associated with Oc- 
cidental for five years, in the company’s 
home office and its Pasadena branch. 
He leaves a position as assistant super- 
intendent of agencies to accept his new 
appointment. 





JOINS OCCIDENTAL OF CAL. 

George N. Flessas has been named as- 
sistant manager in the Portland branch 
office of Occidental Life of California. 
He joins Occidental after representing 
Business Men’s Assurance in Portland 
for the past seven years. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 









Loyal Protective Lire INSURANCE COMPANY 


BOSTON 15, MASSACHUSETTS 


Northwestern National 


Reports Record Month 
Sales of new Ordinary by Northwest- 
ern National Life were $28,528,000 in 
October for the company’s best month 
in its 74-year history. The month’s 
total was 10% ahead of October a year 
ago when Ordinary sales were $24,217,000. 
For the first ten months of the year 
N/W National’s Ordinary sales totaled 
$164,635,000 compared to $148,668,000 for 
the corresponding period a year ago, or 
a gain of nearly 11%. 





Licensed in Montana 

Protective Security Life, Los Angeles, 
was recently admitted to transact life 
and disability insurance in the State of 
Montana. This is the fifth state in 
which this company is now authorized 
to do business. President of the com- 
pany is Arthur Lewis. 





MUTUAL TRUST 


takes the 
confusion 
out of 
business 


Flexible policies adaptable to every 


business security need. NO SPE- 
CIAL FORMS OR ENDORSE- 
MENTS 


Special Division of Business Insur- 


ance in the Law Department 


Steps to Business Security, the well- 
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known text—authoritative, clear, 
COMPLETE 


RECORDED policies. Policyowners 












entitled to business insurance in- 
formation service. 


‘Why not let us assist you with 
your business insurance needs? 
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Mutual Trust Life Insurance Company 


77 SOUTH WACKER DRIVE - 


CHICAGO 6, ILLINOIS 








Expansion program provides openings for 
qualified General Agents in selected areas 


oreo 





Aetna Life Dividends 


Aetna Life announced the allocation 
of $6 million for dividend payments t 
participating life insurance policyholders 
during 1959. 

At the same time, an increase from 
3 to 34% was announced in the rate 
of interest to be allowed during 195 
on the proceeds of participating policies 
left with the company and on dividend 
accumulations, except where 


34%4% was made on funds of non-par- 


ticipating policies held by the company.§ 


Equitable of Iowa Increase 

New life insurance paid for during 
October by Equitable Life of Iowa 
amounted to $15,792,551, the largest Oc- 
tober production in the 91-year history 
of the company, and a 20.0% gain over 
October, 1957. This brought the total of 
new Ordinary business paid for during 
the first ten months of 1958 to $140,181- 
439, and increased the total business in 
force to a new high of $1,625,893,602 at 
the end of October. 

The Kansas City agency, H. A 
Hedges, general agent, placed first among 
all agencies of the company during the 
month. 





Equitable Society Appoints 
Foote, Cone & Belding Agcy. 


The Equitable Society has appointed 
the New York advertising agency 0 
Foote, Cone & Belding to handle all a 
its advertising. This is one of the oldest 
and largest advertising agencies in the 
country with billings last year of some 
$100 million. Among its clients are Get 
eral Foods Corp., Lever Brothers ©, 
Sunkist Growers, Minneapolis-Honey- 
well, Hallmark Cards and other prom 
nent companies. 





Mutual of Omaha Names 
Group Man for N. Y. C 


David Hart has been appointed ! 
Group insurance representative in tit 
New York District Group Office fot 
Mutual of Omaha. ; 

Mr. Hart, a graduate of Mutual 0 
Omaha’s Group insurance training Pt 
gram and has been in the insurantt 
field for three years. : 

After completing his service oblig* 
tions in June, Mr. Hart attended a sp 
cial training school at the home_ ofc 
of Mutual in Omaha to prepare for 
present appointment. 








OCCIDENTAL NAMES F. B. DICK | 

Frederick B. Dick has been appointe 
assistant manager in the Toronto bran¢ 
office of Occident Life of Caliform 
Mr. Dick represented Continental Assur 
ance in Toronto for four years befor 
sosering the Occidental office in August 
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Roger A. Winters 
O. A. AUGUSTINE 
e from 
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Election by the board of directors of 
Colonial Life of O. A. Augustine as 
assistant treasurer of that company was 
announced by Richard B. Evans, presi- 
ease tM dent. Mr. Augustine succeeds Gordon V. 
on-pat-@ Moy who will retire on December 31 
mpany.@ after having served with Colonial since 
1933. 

Mr. Augustine became associated with 
Colonial Life in 1939 as a field repre- 
sentative with the company’s Brooklyn 
branch office. In 1941, he was transferred 
to the mortgage loan department at the 
home office and later became managing 
agent of the company’s real estate de- 
partment. In 1944 he was advanced to 
chief appraiser and in March, 1955, was 
appointed to mortgage loan supervisor. 

: Mr. Augustine is an alumnus of Rut- 
ness in ne : “ 
gers University School of Business Ad- 
3,602 ate : és 
ministration where he majored in real 
H. Ag state management and appraising. He 
‘ isa member of the Newark Real Estate 
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sna ae Board and the North Jersey Society of 
8 Residential Appraisers. He is also active 

in the Mortgage Bankers Association 
_< the Real Estate Board of the 
ranges and Maplewood. 
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pointe GAMC 100% Companies 

ney ol 


A company-by-company campaign to 
enroll every general agent or manager 
inthe General Agents & Managers Con- 
rence of NALU has resulted to date 
meight companies and the Ordinary de- 
attment of a ninth having having 100% 
membership in GAMC. This is annouced 
through GAMC Headquarters in Wash- 
ington, D, C., by Leonard T. Smith, Pru- 
dential, Cranston, R. I., GAMC mem- 
bership chairman. 

The first 100% company was Connecti- 
tut General, and Walter G. Gastil, 
SAMC chairman, handled the campaign 
° . company that produced the 100% 
status, 

_ Others in the 100% category and the 
idividuals responsible for the achieve- 
ment are: 

Equitable of Towa, Russell L. Hoghe, 


e all of 
e oldest 
_ in the 
of some 
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ers Co, 
-Honey- 
promi: 


ng pro: CLU, Los Angeles; Great Southern Life, 
surance fe N. Fletcher, San Antonio; John 

ancock (Ordinary) Robert B. Pitcher, 
oblige Quien Manufacturers Life, George 
1a spe meey Los Angeles; Massachusetts 
e office “tual, Fred H. White. CLU, Buffalo; 
for hisfm’W England Life, L. Mortimer Buck- 


ty CLU, Dallas; New York Life. Lloyd 
afot, CLU, Los Angeles; Sun Life of 
amada, L. V. Drury. Philadelphia. 
Pi a token of GAMC’s appreciation 
ae support of the home offices in 
* ane 100% GAMC membership. a 
vi ‘lettered 100% Award certificate has 
cei Sent to the “wheelhorse” in each 
Be. pany, with a request that he present 
'o his home office on behalf of GAMC. 
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Republic National Names 


Hockett Senior Underwriter 


R. Eugene Hockett, formerly of Chi- 
cago, has been named senior life under- 
writer by Republic National Life, Dallas, 
according to Ernest F. Brewer, vice 
president, underwriting division. He will 
be associated with the brokerage under- 
writing section, a phase of underwriting 
in which he has been especially trained. 

Prior to joining Republic National 
Life, Mr. Hockett was associated with 
a large Chicago life company. In addi- 
tion to his 12 years of underwriting ex- 
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BERNARD A. HAAS AGENCY 


Manhatan Life 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3963 








perience with that firm, he was active 
in the greater Chicago insurance. circles, 
having been past president of the Chi- 
cago Home Office Life Underwriters 
Association. 





Brokers look to 


GUARDIAN 
for Leadership in 


Non-Can Income 
Protection 





Now available in most states... 


Three New Participating Policies— 


Guaranteed Renewable to Age 65 


The Reliance — streamlined disability income protection 
for one, two or five years at an unusually low premium. 


The Income Guardian — choice of one, two or five year 
benefit for sickness, plus lifetime accident benefit. 


The Income Defender — income all the way to age 65 
for sickness, plus lifetime accident benefit. 


Optional Benefits — Accidental Death, Ad- 
ditional Income when Hospitalized, Excess 
Accident Medical Expense — available on all 


three by rider. 


Call your GuarpiAN Manager today for full information, or write 


The: GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 


Ohio National Introduces 
New Ordinary Rate Book 


Ohio National Life has introduced a 
new Ordinary rate book which incorpo- 
rates many major changes including 
quantity discount on all basic insurance 
plans, five new plans of insurance, re- 
duced premiums for women, generally 
increased cash values, reduction of 
family income rider premiums and many 
reductions in occupational ratings. 

Quantity discount allowed depends on 
which of four size groups applies to the 
basic amount of insurance. The minimum 
policy issued will be $2,000 and size 
groups break at $5,000, $10,000 and $25,- 
000. Maximum quantity discount for 
annual premium plans of $25,000 or 
more is $3 per $1,000. 

New plans include (1) a $25,000 mini- 
mum whole life plan with an additional 
return of cash value death benefit before 
age 65 with a first year cash value 
equal to approximately 50% of the first 
year premium; (2) a $10,000 minimum 
modified four year whole life plan with 
special conversion options; (3) a $10,000 
minimum life paid-up at 65 policy which 
can be converted to $5 monthly in- 
come per $1,000 guaranteed 10 years at 
age 65; (4) a new retirement income 
series permitting optional deferment of 
retirement and continuation of premiums 
until age 70; and (5) a Term to Age 70 
plan. 

Lower premiums apply to women for 
all plans of insurance although cash 
values and dividends are the same as 
for males of the same issue age. 

The page format of the rate book has 
been redesigned to include dividends and 
illustrations along with premium and 
guaranteed value information for each 
plan and age. 

For 272 occupational classifications 
listed in the manual, the rating for new 
policies issued after November 1 will be 
either lower than formerly or standard. 
For 193 of these, new insurance will be 
issued standard. Waiver of premium 
disability ratings are reduced or elimi- 
nated in 409 occupational classifications, 
and double indemnity ratings are liberal- 
ized in 220 classifications. 

All rates and values for the new rate 
book were calculated by an electronic 
computer on punch cards, which, in 
turn, were used to produce “camera 
copy” for printing purposes. 





National of Vt. Dividends 


Directors of National Life of Vermont 

have voted an increased scale of divi- 
dends to be paid in 1959 on insurance 
policies, retirement annuities, annuity 
builder contracts and yearly renewable 
Term policies. 

Higher interest earnings produced the 
increased dividends on the first three 
classifications, and improved mortality 
experience effected the increase in the 
fourth category. 

Morton A. Laird, vice president and 
actuary, said that approximately $16,100,- 
000 has been set aside to pay dividends 
next year. This figure is about .$1,100,- 
000 more than the comparable sum set 
aside last year. 

Mr. Laird said the continually improv- 
ing trend of the company’s investment 
earnings has resulted in an increase in 
the interest rate used in most of. the 
calculations for the 1959 dividend scale. 

The 1959 scale of ‘dividends on insur- 
ance policies and retirement annuities 
applies to all issues of December 31. For 
insurance policies, the increases of 
the 1959 dividends over their 1958 coun- 
terparts are ‘more pronounced at the 
longer durations, the higher ages at 
issue, and on the higher premium plans, 
where the ‘cash values per $1,000 dare 
more substantial. 
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Wallace On All-Lines Underwriting 


Chicago—“A number of reasons have 
been or can be adduced for our life 
companies to increase their interest in 
the all-line method of distribution,” said 
S. Rains Wallace, director of research, 
discussing all-lines underwriting. “Some 
of these reasons seem backed by logic, 
a very few by evidence, and some by 
neither. Before we embrace any of 
them too affectionately, we should cer- 
tainly give them a searching look. For 
example, we have heard a great deal in 
the past year about the demand of the 
public for all-line selling and even for 
one-stop service (a phrase which I be- 
lieve to be one of the more execrable, 
yet foisted upon us). This demand seems 
to exist more in proclamation by speak- 
ers rather than in evidence or reality. 

“In a recent study, we asked a sample 
of 500 household heads whether they 
thought life insurance agents sold other 
lines. About half thought they did and 
about half thought they did not. When 
we asked whether they thought it was 
a good thing for life insurance agents 
to sell other lines, most of those who 
believed that life agents specialized only 
in life thought that was good and most 
of those who thought that life agents 
sold other lines believed that was good. 
This is interesting in itself. But the 
real pay-off came when we asked the 
people who thought it was good for life 
agents to sell other lines why they 
thought so. Less than half said it 
was good because it provided a greater 
convenience to the public or because 
of one-stop service or because of 
any other similar reason. Surprisingly 
enough, quite a few did say they thought 
it was good because it helped the agent 
make more money. Thus, while it is 
nice to know that some members of the 
public have tender feelings toward their 
agents, the evidence does not support 
the notion of an overwhelming ground 
swell of public opinion in favor of the 
all-line concept. 

“I hope I have not made myself mis- 
understood. I’m not saying that it 
wouldn’t be better for the public to 
have all-line service, but I am saying 
that the public will have to be convinced 
that it is better, and it will take a great 
deal of teaching and selling to do this. 
At the moment, frankly, I think the 
public in general couldn’t care less. This 
is because they haven’t thought about it 
and {t is not surprising that they haven’t. 

‘On the other side, there are signs 
about the future which might have some 
indications for our thinking about all- 
line. They say generals have a tendency 
to plan for the last war. Maybe we 
have a_ tendency to plan for the last 
generation. Let’s look at just one fact 
about the nature of the market we may 
expect in 11 short years. 

“By 1970 the Bureau of the Census 
estimates that our population will have 
increased by 22%. So we'll have more 
people—but what kind? Well, there’ll 
be 28% more people under 20 years of 
age, 62% more between 20 and 24, 23% 
more between 45 and 64, and about 30% 
more about 65. But, there will only be 
1% more in the 25-44 age group. So, 
the whole age balance of our population 
will be radically changed by 1970 and 
the change will mean a sharp drop in 
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Brooklyn General Agent 
The Manhattan Life 
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the proportion of people in the 25-44 
age group. So what? 

“Well, let’s think about our business— 
to whom are we now selling life policies ? 
Two-thirds of all policies sold by Ordi- 
nary life agents to male adults go to 
men between 25-44—as a matter of fact, 
40% go to men between 25-34 alone. 
Can we afford to use the sales techniques 
that produced this situation in the popu- 
lation of 1970? Maybe so, but I doubt 
it. Some fascinating problems and possi- 
bilities lie here for both life and prop- 
erty, but let’s take a look at the other 
side of the coin. 

“Where do we get our life agents? 
In 1957 we got 78% from the 25-44 age 
group. But wait, where do most other 
industries get their labor force—mainly 
from this age group. What kind of 
dog fight for these desirable, productive 
people are we going to be in by 1970? 


What the Future Holds 


“Unless the slack can be taken up by 
the men under 25 (and I think this is 


impossible for other industries if not 
our own) or by the men over 44 (which 
I think very improbable), the answer 
is that we are going to be in a dog 
fight indeed. You are well aware of what 
the major weapon in such fights is— 
money. Even now in life, we are financ- 
ing over 80% of our new recruits at a 
median figure of $417 per month. 

“In the kind of situation I envisage in 
1970, this per cent and median, parti- 
cularly the latter, will rise very sharply. 
Unless something revolutionary occurs 
in our recruiting methods, I predict with 
some confidence that we are in for a 
smaller agency force in proportion to our 
total population and a larger expense 
in training and supervision to fit the 
agent to do a good job. 

“I have a theory that the basic cost 
of our business is the cost involved in 
placing a reasonably adequate agent in 
the presence of a reasonably good pros- 
pect. Everything I have just said im- 
plies that this cost is ready to skyrocket. 
There appears to be only one way of 
adjusting to such a situation. We must 
somehow ensure that the return received 
by the agent and his company from each 
contract with a prospect is sufficient to 
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Old Glory has grown to a 


world stature heretofore unknown. 


Likewise born from the many different financial needs 
of our population is the 


A symbol of low-cost protection, 
ies of preferred rate, $10,000 minimum issue policy contracts. 


* the PLICO SELECT 
guaranteed rate, ordinary life 


* the PLICO PREFERRED 
participating ordinary life 


* the PLICO PROTECTOR 
a 5 year renewable and convertible term 


* the PLICO 65 
guaranteed rate, life paid up at 65 


to symbolize the addition of new states, 
Philadelphia Life has added a new star to complete its 


PLICO SERIES 


* the PLICO 20 
a guaranteed rate, 20-payment life contract 


Other standard and special life insurance 
contracts available for every conceivable need. 


Philadelphia Life 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 
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* 
orn from a need to 
symbolize the 
* hard-won unity of 


a new nation, 


SERIES 
THE PLICO SERIES is a ser- 


added to our national banner 


—————— 


James H. Burdick, Agency Vice-President 








E. A. Frerichs Elected 
President of LIAMA 


New president of LIAMA is E, A 
Frerichs, vice president and agency di- 
rector, Security Mutual Life of Lincoln, 
Neb. He has been with the company 
35 years. 





justify this cost. The agent will have to 
sell more and more often per interview 
than ever before. Indeed, only if he 
does this can we hope to fulfill our 
responsibilities to the increased number 
of people in our population. 

“Some signs of the kinds of things 
that may be done in answer to this de- 
mand are already apparent. Some people, 
like our drugstores, have decided that 
we must provide each outlet (in our 
case the agent) with a broad portfolio. 
‘Why,’ they say, ‘should we put out all 
this dough to get our agent into the 
prospect’s home, only to have him walk 
away because the life insurance needs 
are already fulfilled. Why not equip him 
to point out and satisfy other needs for 
protection—fire, casualty, mutual funds?” 
There is much to say for this argument, 
if (a big word here) any sizeable num- 
ber of men will, by training or inclina- 
tion, actually sell and service an all-line 
clientele. So far as I can tell, no one 
really knows about this. We need to! 

“Will agents who are given an all-line 
portfolio really develop an all-line clien- 
tele? I want to be sure to make myself 
clear on this. I know there is plenty 
of evidence that there are agents who 
can sell life, fire, casualty, liability, et 
al. What we don’t know is whether 
most agents sell all lines to their clients 
or life to one group, fire to another, auto 
to another, etc. I think less_all-line 
agents have all-line clienteles than we 
like to think. I know that some good 
agents in all-line companies have told 
me that they don’t like to sell more 
than one line to a client. I don’t think 
their reasons are very good but they're 
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not absurd. 

“In any case, isn’t a lot of talk about 
all-line as the hope of insurance pretty 
silly until and unless we find out what 
agents do with an all-line portfolio under 
the selection, training, and supervision 
that exists now?” 





J. Harry Wood Presented 


(Continued from Page 3) 


of research in enabling LIAMA to keep 
pace with the great growth facing life 
insurance in all directions and cautioned 
against complacency. 

A sentimental note in convention was 
introduction of Crawford Ellis, 83 years 
old, and still active in the Pan-American 
Life of which he has been principal 
officer for years. 

New directors of LIAMA are Walter 
Attridge, Sun of Canada; L. M. Hup- 
peler, New England Life; Marvin Lewss, 
Equitable of Iowa, and Kenneth Skinner, 
Southland Life. ; 

Ardell T. Everett, second vice prest 
dent, Prudential, had as topic of, his 
address “The Achilles Heel of American 
Agency System.” His talk was based on 
state of mind of public Insurance Com 
missioners and Government officials te 
garding health insurance. He said 
part, “The rapidity and extent to which 
companies will offer and actively sell 
hospital surgical expense policies that 
are guaranteed renewable for life aM 
the degree to which life Group cover 
ages are extended to cover those who 
retire largely may determine the future 
of voluntary health insurance as We 
know it today.” 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Compafy 


32 COURT STREET BROOKLYN 1,N. ¥. 
TRiangle 5-7362 
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Symposium on Career Analysis 


Chicago—“We know the story on suc- 
ss and survival of agents and we un- 
lerstand the need for the training and 
jevelopment of these men, but what 
tout managers?” LIAMA’s Associate 
Director of Research Joseph Weitz asked 
in moderating the symposium on “Man- 


agement Selection Through Career 


Analysis.” 

Dr. Weitz gave the background of the 
\ssociation’s Career Analysis Proce- 
tures now being used by some member 
companies. He explained that the Career 
\nalysis Procedures consist of taking a 
econd look at men in the business 18 
to 24 months to determine which part a 
man should take, that of a career agent 
of management. First, some screening 
tools are used... the Evaluation Rec- 
ord, Information Index and Sales Meth- 
a Index. “The men to be considered 
jor management must jump these hur- 
les,” he said. 

“At any point during the procedures 
aman may be put into a potential ca- 
rer pool or potential management pool, 
depending upon success in getting 
though the screens,” Dr. Weitz pointed 
out. “If placed in a_ potential career 
agent pool, a program must be de- 
igned to bring men to their full po- 
tenial including necessary future train- 
ing. If they are placed in the potential 
management pool, the next step is four 
interviews: background information; 
knowledge and skills; recruiting, train- 
ing and supervisions; and supervisory 
ability. 

“From these four interviews we get a 
hetter picture of the man and the man 
gets a better picture of management,” 
Dr. Weitz emphasized. “After the inter- 
views, the four interviewers and leader 
hold a decision conference to discuss the 
candidate’s future. The candidate is 
then either put into the career agent 
pool, managerial training program, or is 
appointed as a manager. 

“Tf the decision is management,” Dr. 
Weitz said, “it must be decided whether 
the candidate goes into a managerial 
(raining program or is given a mana- 
gerial appointment. A career conference 
i then held in the agency with the 
candidate’s general agent or manager.” 

Dr. Weitz called on four agency offi- 
ters who are using the Career Analysis 
Procedures in their companies: J. D. 
Anderson, agency vice president, Guar- 
attee Mutual; Kirtland J. Keve, assist- 
at superintendent of agencies, National 
ot Vermont; Clifford L. Morse, agency 
‘ee president. Phoenix Mutual; and 
lseph F. Tudor, director of agencies, 
Pacific Mutual. Each man explained how 
the CAP is working in his company 
ind answered questions asked by Dr. 

eitz. 


How National Life Uses CAP 


Mr. Keve told how National Life of 
Vermont used the new Career Analysis 
tocedures forming at the home office 
“iat has come to be known as the 
ping Team. 

‘As a result of CAPPING we have ap- 
bointed six general agents and nine man- 
%ement trainees. One of the latter has 
‘ince been appointed a general agent. 
The recommendation of the CAP TEAM 
merely an advisory one to top man- 
‘sement who makes the final decision. 

think it fair to state that the CAP 
lays a very important part in the final 
ecision. 

After three years, CAPPING has be- 
‘ome routine with us. Our CAP TEAM 
‘an spring into action on_ practically 
notice. When regular interviewers 
i away, we have substitutes, but this 
§ not completely satisfactory. When 
pee we plan for CAPS when all 
: ‘viewers are available or at least 

en certain key men are at home. 
si € must recognize that the CAP is 
Fe 4 push-button procedure which auto- 

atically comes up with the right an- 


swers. It has many limitations. We 
know that we have made mistakes with 
it. We know that the results are severe- 
ly limited by the skill of our interview- 
ers. We realize that when dealing with 
people there are no mathematically cor- 
rect answers and that we can never 


avoid the fallibility inherent in us when 
passing judgment on another individ- 
ual, 

Retaining Established Agents 


“One of the real dividends payable to 
the company using the Career Analysis 
Procedures is its value in retaining es- 
tablished agents,” said Mr. Morse in 
discussing Career Analysis. 

“The need may arise when a good pro- 


ducer, who should remain a producer, 
gets the management bug. This may 
happen because a competitor company 
shows interest in him. Or it may occur 
because the agent himself wants to be 
reassured that he isn’t passing up a 
better way to make a living through 
management. 

“Naturally, if his home office thought 
they had a candidate for management 


(Continued on Page 22) 











Another | | MONY Service for Brokers! 
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Brokers...! 





Let MONY help you with Group selling aids, too! 
MONY services can help you tell your sales story clearly 
...and quickly ...can lead you to top-level commissions. 


Your inquiries are always welcome. 







MONY means |MON 


... for you 
...for your clients! 
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...to help 
you sell 
the 
business 
market! 


New MONY portfolio helps you explain... 


and sell... family, close corporation, and 
partnership business insurance... 


ALL IN ONE KIT! YOURS FREE! 


Concise and complete, MONY’s “Approaching the Business Man” 

gives you an indispensable addition to your professional library. It’s 

a superb selling tool . . . containing needs analyses, proposal forms, and 
promotional literature. Send for your FREE copy today ... write to: 
Mutual Of New York, Broadway at 55th St., New York 19, N. Y. 


The Mutual Life Insurance Company Of New York, New York, N.Y. 
Offices located throughout the United States and in Canada 





For Life, Accident & Sickness, 
Group Insurance and Pension Plans 
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Continental Assur. Expands 
Group Sales Facilities 


In a move to provide closer liaison 
between the home office and its growing 
number of Group field offices, Continen- 
tal Assurance, announces the appoint- 
ment of three veteran staff members 
to the newly established post of Group 
divisional manager. 

Sanford T. Hudson, formerly Group 
regional manager at Los Angeles, has 
been promoted to Group divisional men- 
ager for the Pacific Coast territory with 
headquarters in Los Angeles. 

Martin B. McCarthy has been ad- 
vanced from Group regional manager at 
Detroit to Group divisional manager for 
the Mid-America territory. He will make 
his headquarters in the home office in 
Chicago. 

Andrew M. Pane, formerly Group re- 
gional manager at Pittsburgh, ‘has been 
named Group divisional manager for the 
eastern department territory with head- 
quarters in the company’s New York 
office. 

Born in Omaha, Sanford T. Hudson 
now lives in Glendale, Cal. Before going 
to Continental Assurance in 1949 as a 
Group regional manager, Mr. Hudson 
first worked as an underwriter for Mas- 
sachusetts Mutual and later was asso- 
ciated with the Group department of that 
company. 

He is an officer of the Los Angeles 
Group Managers Association and a mem- 
ber of the Los Angeles Junior Cham- 
ber of Commerce. 

Martin B. McCarthy, born in Evans- 
ton, Ill., served as regional manager for 
Continental for six and one-half years 
prior to his new appointment. 

Andrew M. Pane, joined Continental 
Assurance’s Group department in July, 
1950 as supervisor of New York State 
Disability Benefits. In February, 1951 he 
was appointed a Group service represen- 
tative and in December, 1952, a Group 
supervisor. He was promoted to a re- 
gional manager of the Pittsburgh Group 
office in February, 1956. 





Aetna Life’s “App Scrap” 
Campaign Sets Record 


A record $186 million of new life insur- 
ance protection was written by Aetna 
Life last month during its traditional 
October “App Scrap” campaign. 

Ten of the company’s general agencies 
produced over $4 million during the cam- 
paign and 58 other agencies passed the 
$1 million mark. Edwards and 
Company, Chicago, led in volume with 
$9,285,339, followed by Philadelphia’s L. 
Kent Babcock Jr. agency with $7,729,325. 

Four division trophies were won by 
general agencies which produced the 
greatest percentage over their antici- 
pated volume. They were: Arthur H. 
Bikoff, New York; Earl D. Twyman, 
San Antonio; John D. Wagner, Okla- 
homa City, and A. H. Kalkbrenner, Jr., 
Tampa. 

Individual honors were earned by 1,299 
Aetna Life representatives who wrote 
more than $50,000 during the month-long 
campaign, another new “App Scrap” 
record. 





Great Southern Appoints 


Monroe Brokerage Manager 


Great Southern Life, Houston, an- 
nounces the appointment of Frank H. 
Monroe as manager, brokerage sales. Mr. 
Monroe, a native Houstonian, has been 
in life insurance sales and administra- 
tion since his discharge from the Air 
Force in 1945. Starting as an agent 
with Provident Life and Accident, Mr. 
Monroe, within three years, was named 
assistant manager in his agency. In 
1948 he was called to initiate an accident 
department for the Pioneer American, 
remaining as manager in the department 
for five years. He helped organize the 
Southwest American Life, serving that 
company as vice president and treasurer. 

The early part of this year Mr. Monroe 
rounded out his experience with Oil 
Industries Life, setting up their home 
office sytsems and procedures program. 





Guardian Sales Campaign 


Sets All-Time Record 


In the traditional October campaign 
honoring Chairman James A McLain, the 
field of Guardian Life submitted better 
than $41,000,000 of Ordinary life insur- 
ance, setting a new all-time record for 
Guardian campaigns. Submissions were 
nearly 25% higher than the October cam- 
paign a year ago. 

Submissions in accident and _ health 
during the campaign totaled more than 
$155,000 in annual premiums, up 7% over 
the previous October. 

A total of 54 Guardian agencies ex- 
ceeded their campaign quotas in life 
volume, led by the Munc Agency in 
Miami with 402.7%; the Hallett Agency 
in Wheeling with 337.5% and the O’Neill 
Agency in Richmond with 283.1%. The 
leading agencies in actual life volume 
were the Spaulder, Warshall and Schnur 
Agency in New York, Green Agency 
in Atlanta and Samons-Press Agency, 
New York. 

In Accident and Health, 36 Guardian 
agencies exceeded quota. The leaders 
were the Paskins Agency, Omaha, with 
313.2%, Quain Agency, Phoenix with 


241.1% and Merin Agency, Albany with 
203.8%. Leaders in actual A. & H. pre- 
miums submitted were Houseman Agen- 
cy, Los Angeles; Spaulder, Warshall and 


Announcing — 


2. 


$200 Million in Force in 5 Years of Active Operation. 


GENERAL AGENTS WANTED... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 





A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St... New York 36 
Chicago Office: 134 N. LaSalle St. 








O’TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











Schnur; and Brooks Agency, San Fran- 
cisco. 

Individual leaders in the campaign 
were: E. I. Taylor, Wheeling, Ivan 
Brown, Houston and Sam Baum, Denver 
in life volume; C. J. Weldon, St. Louis, 
Julius Ludwin, Los Angeles H and B. V. 
Curran, San Jose in A. & H. premiums; 
E. I. Taylor, J. P. Poole, CLU, Atlanta 
and L. V. Smith, Milwaukee in lives; 
Andrew Germond, Phoenix, B. V. Cur- 
ran and Arthur Heith, Hicksville, in 
A. & H. apps. 
















Mother Age 30-$1,000. 















































































































issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy | Benefit |Insurance] Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,300 5,000 
5 189,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 | 156,400 69,387 202,200 133,200 73,110 
18 279,300 | 224,300 | 111,006 244,200 191,900 | 116,002 
20 330,300 | 284,900 | 156,356 286,200 244,400 | 161,422 



























(a) Guaranteed Permanent Increasing 


Attractive 


Columbia — 


ALL GUARANTEES 


teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 


Also complete line of very competitive policies! 
in Illinois, New Jersey — Pennsylvania — Maryland — District of 
io — Missouri and 26 Other States 
Write or wire: LEO SEXTON, Senior Vice President 
AMERICAN BANKERS LIFE OF FLORIDA 


600 Brickell Ave., Miami 32, Fia. 
JAMES G. RANNI, PRESIDENT 






Protection for 20 Years; (b) Guaran- 








(3) Guaranteed Reduced Premium 
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A. 


For 
United Sieh Lif, 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 











Berkshire Life Improves 
Dividend Scale for 1959 


Berkshire Life has announced, effec- 
tive January 1, a new, liberalized scale 
of dividends on all policies issued under 
its insured pension system (including 
retirement plan annuities) used for pen- 
sion trusts. 

On insured pension contracts issued by 
the company since July 1, 1956, the new 
scale develops total dividend payments 
from issue to maturity greater than those 
currently being paid in all cases, such in- 
crease varying between 11% and 40%, 
depending on such factors as sex, plan, 
maturity date and age at issue. Dividends 
on all insured pension system _ policies 
issued prior to July 1, 1956 have also 
been increased, the increase in some 
cases being substantial. 

On September 1, 1956 Berkshire Life 
introduced a retirement plan annuity for 
use under the insured pension system. 
The 1959 dividend scale on all such re- 
tirement plan annuities has been im- 
proved at all durations and, in many 
instances, the improvement is quite 
marked. For example, under the 1959 
scale total dividends over the first 20 
years show an increase of 35% and over 
the first 40 years show an even greater 
increase of 38%. 





A. J. Blackmore To Retire 
From National Life of Vt. 


Andrew J. Blackmore, vice president 
and secretary, National Life of Vermont, 
will retire next January. Deane C. 
Davis, company president, said the board 
of directors has accepted “with the 
greatest regret” Mr. Blackmore’s deci- 
sion to retire. Next February he will 
become 65 years of age which is normally 
the age of retirement for company per- 
sonnel. f 

During his 37 years with National Life, 
Mr. Blackmore has served under four 
of the company’s nine presidents. He 
joined National’s actuarial department in 
1921, was elected assistant actuary 
1937, an assistant secretary in 1946 and 
secretary in 1949. He was advanced to 
a vice presidency in 1955. é 

He is an associate in the Society of 
Actuaries; a director of Capital Savings 
Bank & Trust Co., Vermont Mutual Fire, 
and Northern Security Ins. Co., all of 
Montpelier, and a trustee of Washing- 
ton County Grammar School Corp. 





Diesel Heads Agency Sales 


For Great Eastern Life 


William Kalker, president of Great 
Eastern Life, a newly chartered com 
pany of Providence, R. I., has announce 
the appointment of Thomas R. Diesel as 
director of agencies. 

Mr. Diesel is well known in the trade 
having previously been associated we 
Phoenix Mutual Life and, prior to tha 
with the Hartford Accident & Indem- 
nity. He likewise served as instruct 
in general insurance in the Universi! 


: : 4 ty 
of Connecticut, is a director, of 0 ; 
Underwriters an 





necticut State Life | Wind 
is organizer and president of the tel 
ham Association of Life Underwritel 


Mr. Diesel joined Great Eastern qi 
Providence headquarters in mid-Octobe 
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Brokers and agents who work with Provident 
Mutual know this Company’s attitude of full 
service and cooperation. 

They know the value of the prompt underwriting 
decisions they get ; of fast, customer-pleasing claims 


service; of up-to-the-minute sales aids (including 
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“T know you Provident Mutual men bend over backwards to help your agents, 
but frankly, Smithers, you’ve got to stop taking it so literally.” 


personal cooperation on sales calls and presenta- 
tions, if desired) ; of always-available technical 
consultation and assistance on any aspect of sales 
or service. 

If you don’t know about these things—shouldn’t 
you? 


Provident Mutual 


Life Insurance Company of Philadelphia 
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Listening Is Good Business 


Chicago—Dr. Ralph G. Nichols, pro- 
fessor of speech and chairman of the 
department of rhetoric at the University 
of Minnesota, was the principal speaker 
at the LIAMA session devoted to “Effec- 
tive Communications.” In a speech en- 
titled “Listening Is Good Business,” Dr. 
Nichols pointed out the importance of 
learning to listen as well as to read, 
write and speak. 

“There is a belated but very 
awakening in American education today 
to the fact that effective listening means 
learning economy, increased industrial 
efficiency, and better professional rela- 
tionships,” said Mr. Nichols. “Belated, 
because many years have passed since 
Dr. Paul Rankin’s research in which he 
reported that about 70% of our waking 
day is devoted to verbal communica- 
tion, and that 45% of that verbal com- 
munication is devoted to listening. Very 
more and more we are 
recognizing that reading and listening 
are our two great and basic media of 
learning, and that the latter as well as 
the former must be given direct atten- 
tion in school. 

“Perhaps the most dramatic recogni- 
tion of the importance of ability to listen 
has been by management personnel in 
American industry. A somewhat sudden 
realization a few years ago that there 
are clear-cut dollar values in having em- 
ployes who listen well ‘thas resulted in 
the institution of a number of training 
programs designed to achieve that end. 
As Frank E. Fischer, director of the 
Communications Course of the American 
Management Association, has put it: 
‘Efficient listening is of such critical 
importance to industry, that as research 
and methodology improve I feel that 


real 


real, because 





Great Southern Manager 

Great Southern Life, Houston, an- 
nounced the appointment of Hershell W. 
McNutt as manager of the company’s 
3irmingham, Ala. agency. 

Mr. McNutt is a native Alabaman. 
He is a graduate of Florence State 
Teachers College and holds a Master’s 
in Public School Administration from 
George Peabody College for Teachers. 
Following graduation he was employed 
as principal in the public schools, inter- 
rupting his teaching career to serve in 
the armed forces. Upon his return to 
civilian life, Mr. McNutt entered the 
field of life insurance as an agent for 
Pilot Life. He has been in life insurance 
continually since then, except for three 
years (1949-52) during which he served 
as administrative assistant to Congress- 
man Carl Elliott. For the past six years 
he has been with Jackson Life of Bir- 
mingham as Alabama state manager. 

Mr. McNutt is a graduate of the 
LIAMA Managers School and of the 
SMU School of Insurance Marketing, 
being presently chairman of the sales 
seminar committee for the latter insti- 
tution. Having completed Parts I and II 
of LUTC, he has served as moderator 
in this program for the University of 
Alabama Extension Center in Birming- 
ham. He is active in both the Birming- 
ham ALU and the GAMC. 





SHENANDOAH INCREASES 

Gains in sales and insurance in force 
were reported to the board of directors 
by Blake T. Newton, Jr., president of 
Shenandoah Life, at a regular meeting of 
the board held in the company’s home 
office in Roanoke, Va. 

Sales for the first three-quarters of 
1958 totalled $22,092,866, a 26% increase 
over the same period in 1957. Insurance 
in force is $524,792,871. The company 
sells both Ordinary life and Group life 
insurance. Ordinary insurance in force 
now is $202,736,300 and Group insurance 
in force is $322,056,571. 


training departments will have to offer 
courses in this field.’ 

“By far the most effective method by 
which executives can tap ideas of sub- 
ordinates is sympathetic listening in the 
many day-to-day informal contacts with- 
in and outside the work place. There is 
no full-bloom system that will do the 
job in an easier manner . Nothing 
can equal an executive’s willingness to 
hear. 

“It is no exaggeration to declare that 
the productivity of any organization is 
limited by the efficiency of its com- 
municative system. It is a cautious un- 
derstatement to point out that for most 
management personnel, between 70 and 
90% of every work day is devoted to 
the four verbal communicative skills 
of listening, reading, writing, and speak- 
ing. Increased proficiency in this area 
is a major factor in simplifying the 
work of management. 

“The dollar value of efficient listening 
in business and industry is steadily be- 
coming more apparent. Although 45% of 
all communication is devoted to listening 
the typical American listens to instruc- 
tive speech with but 25% efficiency. Yet 
recent research suggests that most of 
us are influenced even more by what 
we hear than by what we read! And 
under direct training, this efficiency level 
can be forced sharply upward!” 


Career Analysis 


(Continued from Page 19) 


they should take the initiative and make 
the offer themselves. But when the 
agent is unsuited for management, it 
takes a lot of fact to convince ‘him with- 


out upsetting his morale. This is espe- 
cially true if the competitor company 
is flattering him with an attractive offer. 

“Another advantage for the home of- 
fice is that we have an opportunity to 
become better acquainted with our field 
men and the salesman himself gets a 
better appreciation for the home office 
staff. He feels that they have taken 
an interest in him personally and _ his 
loyalty becomes stronger than ever be- 
fore. 

“In addition, we get a pretty accurate 
picture of how well or how poorly our 
managers are training their men. As 
you will agree, it is very difficult to find 
out what’s actually happening in an 
agency without asking embarrassing 
questions. As part of the Career Analy- 
sis Procedure, however, we get the real 
low-down in a natural unforced wav. 
Finally, we’re assured we’re on the right 
track because the CAP is becoming bet- 
ter known to our managers and fieldmen 
and they are calling upon us increasingly 
for its use. 

“We adopted the Career Analysis Pro- 
cedure after ‘having our superintendent 
of agenceis and director of training at- 
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Another Hot Prospect got away Baik ni = 

because this salesman didn’t ieee _ 

have a complete line of competitive ape ‘ 

plans (and at competitive | 

commission rates). If this n 

happens to you. . . ask ANICO X | 

about their Brokerage line of —" ! 

© Competitive Policies A -X 

* Special Plans Lg ‘4 Nidal 
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ANICO SALES LEADERS |; ™ 


Family Policy. 

$10,000 minimum special. 
$25,000 minimum special. 
Life with Family Income 

to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 

mortgage protection. 
Pre-Authorized Check plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 











Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


AMERICAN NATIONAL 


INSURANCE Co. 


GALVESTON, TEXAS 





OVER FOUR AND ONE THIRD BILLIONS IN FORCE 





ee 


THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, J.) 
Headquarters for top grade executive 
class business. 

Ideas! Ideas! Ideas! 

Ist Year Cash Values 
Extremely high early cash values! 
Dividends Ist Year (contingent on pay. 
ment of at least 4 of 2nd year premium}. 
One Year table—not two! 
Ideas! Ideas! Ideas! 

“We are easy to do business with." 


t 4, 











NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y. 
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tend the initial school on its use,” Mr. 
Anderson told the group on Career 
Anaylsis. “We did so primarily because 
we recognized in it immediately a tre- 
mendous scientific technique that would 
improve immeasurably our evaluation of 
men for management, something we have 
all been looking for for a long time, We 
have been increasingly aware year by 
year, as inconceivable as it is, that, not 
unlike a lot of other companies, we 
have been training our agents ahead of 
our management team. So has it been 
equally true that we have been able to 
more accurately select an agent, through 
the use of the Aptitude Index, Selection 
Interview Blueprint, acquaintance inven- 
tory and additional information, than 
we have a general agent. The Career 
Analysis Procedure is a long step toward 
correcting this problem.” 


MONY OPENS NEW AGENCY 


C. A. Wagner Appointed Manager in 
Albuquerque; W. A. Balfrey Ad- 
vanced to Manager in Pueblo 
Mutual Of New York will 
a new managing agency in Albuquerque, 
N.M., on January 1, it was announced 
by Stanton G. Hale, vice president for 
This is the first agency to be 
established in New Mexico by the com- 
pany, although MONY has been in busi- 

ness there since 1893. 

Charles A. Wagner, presently man- 
ager for MONY in Pueblo, Colo., has 
been named manager of the new Albu- 
querque agency. William A. Balfrey will 
become manager in Pueblo, Mr. Balfrey 
presently is a member of the sales staff 
at MONY’s home and _ formerly 
was an assistant manager in California. 

The new Albuquerque unit will give 
MONY a total of 142 agencies through- 
out the United States and Canada and is 
the 26th managing agency established by 
the company in the past 18 months. 

Mr. Wagner entered the personal inl- 
surance field as a field representative 
of the Pueblo agency. He was promoted 
to assistant manager, with headquarters 
in Albuquerque, in 1946. In 1951 he was 
advanced to the home office sales depatt- 
ment staff for a program of managerial 
training. In June, 1952, he was name 
Pueblo manager. 

Mr. Balfrey joined MONY’s Sacra- 
mento agency as a field representative 
following his graduation from Chico 
State College in 1947. A consistent quali- 
fier for company honor groups, Mr. Bal- 
trey was promoted to assistant manager 
in 1951. Last May he was advanced to 
the home office sales staff for managerial 
training. 


establish 


sales. 


office 








HOMESTEADERS GAINS 

New business of Homesteaders Life 
during, October showed an increase °! 
57.4% over October a year ago it was 
announced by Geo. L. Hamlin, CLU 
superintendent of agencies. The compatys 
gain for the first ten months of 19581 
23.1%. First among all agencies 10 
the month was the H. Baird Whitake 
agency, Denver. The leading personé 
producer for the month was Milto! 
Fodiman, Los Angeles. 
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LOSS PREVENTION IMPORTANCE 
It has long been recognized in insur- 
circles that to under- 
writing profit, for various branches of 
the industry, losses must be kept under 
Merely to increase 
rates as out of hand is no 
answer to an underwriting problem. In 


ance achieve an 


reasonable control. 


losses get 
fact, such merely creates a subsequent 
problem of tending to price policies out 
of the market. To wit: independent in- 
surers made little headway in automobile 
and dwelling fields when rates were so 
low that a 10% 
little saving to a policyholder. That was 
for him to switch his 


to 25% reduction meant 


small inducement 
insurance. It was only when rates be- 
came high that a percentage saving was 
sufficiently large to attract attention. 
Not only in the automobile and fire 
fields are strong efforts being made to 
reduce accidents and losses, but the in- 
marine field as well. There the 
National Board of Fire Underwriters is 
one organization among others striving 


land 


to curtail moral hazard claims and doing 
an excellent The marine 
the industry is also highly 


job. ocean 


branch of 


conscious, and long has been, of the 
value of loss prevention efforts. 
At the Hemispheric Insurance Con- 


ference this week at Caracas, Venezuela, 
John ‘i 
& Co., New York, and representative of 
the Association of Marine Underwriters 
of the United States, called for cooper- 
ative efforts to further cargo loss pre- 
vention. He said that while there have 
been improvements in some areas, such 
progress is offset by 
other places. He 
packers, 


3yrne, chairman of Talbot, Bird 


deterioration in 
that 
warehousemen, 


feels shippers, 


carriers, local 
authorities insurance leaders and others 
should combine to secure improvements 


in losses. 


These losses include not only those 
from theft and pilferage, but breakage, 
packing and other hazards. He states 
that an exchange of information between 
countries in North and South America, 
such as is already under way between 
members of the International Union of 
Marine Insurance, will be most valuable. 
Toward achieving that goal he sug- 


gested appointment of a committee of 
the Hemispheric Conference to 
forward an analysis of loss causes that 
could lead to recommendations for 
needed improvements. Such improve- 
ments, if material reduc- 
tion of cargo losses, could then be 
translated into lower premium 
which mean lower costs for insureds. 


successful in 
rates, 


Mr. Byrne is making an excellent pro- 
posal. No matter how discouraging and 
slow the progress toward loss reduction 
may be it must be pushed with vigor 
determination. With inflation a 
serious economic problem about which 
insurance can do little, that other phase 


and 


of insurance costs—losses—have some- 
how to be contained if insurance is to 


provide its highest services to the public. 


In automobile, fire, inland or ocean 
marine, or any other branch of the 
insurance industry, the leaders in loss 
prevention, who include agents, brokers 
and company representatives, together 
with the many thousands of persons out- 
side insurance who strive to gain greater 
safety to life and property, deserve far 
more commendation and encouragement, 
than they often receive. While their 
work is not spectacular, except in rare 
instances, it ranks among the top objec- 
tives of mankind. And upon their suc- 
cess depends in a large measure the solu- 
tion of insurance underwriting problems. 





William P. Dingman has been ap- 
pointed branch claims superintendent of 
the Oakland office of Fireman’s Fund 
Insurance Co. He entered the claims 
field in 1946 and joined The Fund in 
1956 as an outside adjuster. In May, 
1957, he was made claims supervisor. A 
native of Massachusetts, Mr. Dingman 
served with the Navy in World War 
II. After his separation from the serv- 
ice he moved to California and attended 
the San Francisco Law School. 


* * ce 


Carrol M. Shanks, president of The 
Prudential, will be the principal speaker 
at the fourth annual meeting of the 
Television Bureau of Advertising, No- 
vember 21, it was announced by Norman 
E. Cash, TvB president. Mr. Shanks will 
speak at the TvB luncheon at the Star- 
pa Roof, Waldorf-Astoria Hotel, New 

ork. 


a, New York City under act of 


carry 






































































W. PAUL STILLMAN 


W. Paul Stillman, chairman of the 
board of Mutual Benefit Life of Newark 
and of National State Bank of that city, 
has been elected a director of Food Fair 
Stores, Inc. On many boards of directors, 
including Niagara Fire Insurance Co. 
and a trustee of Franklin Savings Insti- 
tution, Mr. Stillman is treasurer and a 
director of New Jersey State Chamber 
of Commerce. He was one of those who 
launched the Greater Newark Develop- 
ment Council. The Advertising Club of 
New Jersey named him “The Outstand- 
ing Citizen of New Jersey for 1956.” He 
was formerly a senior national bank 
examiner and manager-examiner Newark 
Clearing House Association, At the age 
of 31 he was elected president of the 
National State Bank of Newark. 





Blackstone Studios 
JOHN K. HIGBIE 


John K. Higbie has been appointed 
treasurer of the Munich Management 
Corp., New York, it is announced by 
James Inzerillo, president of the corpora- 
tion. 

Mr. Higbie comes to Munich Manage- 
ment Corp. after many years of associa- 
tion with Joseph Froggatt & Co., Inc. 
where he served as supervising account- 
ant and manager of the Newark, N. J. 
branch office. 











PERCY CHUBB iI 


Percy Chubb II of Chubb & Son of 
New York has been named chairman of 
the general insurance committee of the 
United Hospital Fund’s 79th annual 
campaign. Contributions to the United 
Hospital Fund campaign are distributed 
to 81 member hospitals according to the 
free and below cost care each gives to 
the medically needy. Mr. Chubb, who 
has been a Fund volunteer for more 
than ten years, will direct the activities 
of volunteers seeking contributions from 
executives of insurance companies, agents 
and brokers. He is president and director 
of the Federal Insurance Co., and _ the 
Vigilant Insurance Co. He is a director 
of the American Bureau of Shipping, 
American Institute of Marine Under- 
writers, Colonial Life of America, First 
National City Bank of N. Y., Interna- 
tional Banking Corp. and National For- 
eign Trade Council. 

oe 

Victor C. d’Unger, reinsurance secre- 
tary of Lincoln National Life, has been 
named chairman of the Life Section ot 
the Hemispheric Insurance Conference 
to be held in Caracas, Venezuela, No- 
vember 8-14. He held this same post in 
1956 when the conference was held in 
Buenos Aires, Argentina and had previ- 
ously served the group as co-chairman 


in Rio de Janeiro, Brazil, in 1954 and] 


Santiago, Chile in 1950. He has been one 
of the advisors of the Hemispheric Con- 
ference Committee of the Chamber. 0! 
Commerce of the U.S.A. since the first 
meeting in 1946, In addition to his mem- 
bership in the United States delegation 
to Buenos Aires, Mr. d’Unger will serve 
for the second time as the official dele- 
gate of the Republic of Honduras. 
x * Ok 


Glenn C. Hutchinson has been 4p- 
pointed marine special agent for Reliance 
Insurance Company in New York State. 
He has ‘had experience on the company 
level in both underwriting and field ca- 
pacities and in addition was associated 
for some time with a general agency 
the Southwest. He will establish com- 
plete marine service office facilities 
the Syracuse branch for all of New York 
State. 

x «x 

Standard Accident has promoted Mrs. 
Verna Montgomery to senior bond un 
derwriter at its Phoenix, Arizona office. 
Mrs. Montgomery, who attended the 
University of Arizona, was with the 
Southwest General Agency of Pie 
from 1939 to 1950. In 1950 she joined 
the Long-Cleveland-Hayhurst Agency, 4 
bond department supervisor, the position 
she held until recently joining the 
Arizona service office in her present 
capacity. 
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Public Relations Conference at 
Waldorf-Astoria Hotel 


The Public Relations Society of Amer- 
ica held its annual convention at the 
Waldorf-Astoria Hotel from Monday 
through Friday of last week. The PR 
men don’t call their yearly get-together 
a “convention.” The designation they 
use is “conference.” And that’s exactly 
what it was—conferences and exchanges 
of opinion. 

In many respects it was an amazing 
affair. 

A superficial observer who has _ at- 
tended many public relations gatherings 
—and he was at the annual “conference” 
of Life Insurance Advertisers Associa- 
tio held in Montreal a few weeks ago, I 
might have thought that so many facets 
of PR have been discussed over the 
past few years that nothing much is left 
to say of interest. 

If that were the situation at the 
Waldorf it certainly was not the opinion 
of J. Raymond Bell, president of Allied 
Public Relations, Inc., New York City, 
who was general conference chairman 
of Waldorf meetings; or of Kalman B. 
Druck, vice president of Carl Byoir & 
Associates, Inc., New York; or of James 
W. Armsley, of Educational division, 
The Ford Foundation, New York, who 
Was associate program director of the 
conference, 

Nor of editors of the magazines Time, 
Life and Fortune who figured in a major 
way in last week’s programs and _ pro- 
cedures. The principal talker at the 
opening meeting was C. D. Jackson, vice 
president of Time, Inc. His keynote 
was that the public relations aspect of 
big business—of all phases of economics 
—is growing more important every day. 

Many people correctly believe that the 
great corporations and other private en- 
terprises are so dependent on lawyers 
that they would constantly be in hot 
water without the benefit of legal advice, 
but no one could sit through such a 
convention as met in the Waldorf last 
week and overlook the importance of 
PR men. Here’s an example of how PR 
Operates although I did not hear it 
discussed last week: 

Senator Kefauver of Tennessee spilled 
a story, throughout the front pages of 
the nation’s daily papers a few days ago, 
expressing his belief that the General 
Motors Corp. is a Trust and is, there- 
fore, operating in violation of the anti- 
trust laws. 

Well, is it? Opinion of the business 
World is an emphatic “No!” Whose word 
is the general public going to take about 
monopoly? That of a United States 
Senator looking for an issue which will 
elp the campaign on which he is em- 
arking which might lead to his being 
elected President of the U. S., or the 
pinion of the motor car industry that 

ey are confronted by a demagogue 
Who has the ear of a large block of 
Voters ? 

The motor car manufacturers must 
‘ventually present facts to the public 
which will demonstrate that their opera- 
on is in no sense monopolistic. Who 





is most able to do this job most effi- 
ciently? It will be done by public rela- 
tions men affiliated with General Motors 
and the auto industry as a whole. 

The program at Waldorf last week 
consisted of many people discussing top- 
ics either on the Waldorf’s stage or the 
Grand Ballroom; or at tables or on other 
panels. Leafing through the program I 


found dozens of names of speakers. 
Here are some of them with their 
topics: 


Roy E. Larsen, president. Time, Inc.. 
“The Proper Study of Mankind Is Man.” 

Adolph A. Berle, Jr., professor of 
corporate law, Columbia University, 
“Public Relations—An Explosive Phase 
Ahead.” 

Dr. Samuel N. Stevens, Chicago Man- 
agement Consultants, “The Emerging 
Role of PR.” 

Thomas J. Watson, Jr., president. In- 
ternational Business Machines Corp., 
“The Responsibilities of American Busi- 
ness in a Changing World.” 

George V. Allen, director, U. S. In- 
formation Agency, Washington, “Ameri- 
ca’s Public Relations Abroad.” 

Dr. Claude E. Robinson, president, 
Opinion Research Corp., Princeton, N. J.; 
Dr. Samuel A. Stouffer, Harvard Uni- 
versity; Harold Brayman, FE. |. duPont 
de Nemours & Co., Wilmington, Del. — 


“How PR is Formed, Changed, In- 
fluenced.” 
Chet Huntley, Merrill Mueller and 


Morgan Beatty, correspondents of NBC 
—‘Where the World Stands Today.” 

News editors, reporters and corres- 
pondents participated in a big way on 
a panel called “Shop Talk with Working 
Press.” The items for discussion on 
that panel, which had as its chairman 
Bernard Frazier, New York PR repre- 
sentative of the Firestone Tire and 
Rubber Co., attracted so much interest 
that there were three tables to accomo- 
date talkers and listeners at some of 
the panels, for instance, those discussing 
national magazines, growing relations of 
PR and Wall Street, and financial rela- 
tions, and working effectively with the 
wire services. 

The Wall Street forum had as it panel 
leaders Dave Mack of Forbes magazine; 
Bob Bleiberg, Barron’s magazine; and 
Thomas Mullaney, New York Times. 

The panel on business news releases 
was handled by Joseph D’Aleo, World 
Telegram Sun, and Niles Peebles, Herald 
Tribune. 

One panel had as its topic, “Trade 
Magazine News Becomes Big News.” 
Leading speakers on that subject were 
Bob Hotz of Aviation Week and Ralph 
Schultz of Chemical Week. 


Two tables in the working press sym- 
posium were devoted to topics of special 
interest to women. Chief speakers there 
were Trudy Dye of Ladies’ Home Journal 
and Guin Hall of Herald Tribune. 

Two moderators at forum commenting 
on how a public relations department 
should be set up were Peter Benton of 
John Hancock Mutual Life Insurance 
Co. and Davis Drummey of State Mu- 
tual Life Assurance Co. of America. 
Among other insurance speakers was 





Donald E. Lynch, Mutual Benefit Life of 
Newark, his topic being “More Efficient 
Communication Within the Company.” 

A considerable number of insurance 
PR men attended the conferences. They 
were from various parts of the country. 

The interest in the meetings was 
demonstrated by the consistently large 
attendance in the grand ball room. The 
annual dinner was attended by 1,600. 
One feature of the banquet was the 
presentation to Thomas J. Ross of the 
Society’s annual award “for distinguished 
service to the advancement of the public 
relations profession” and “his generous 
contribution of time and energy far 
beyond the course of his business activi- 
ties to the development of the public 
relations profession, and for his 40 years 
of wise and active leadership in creating 
high standards of professional conduct 
and competence.” 

Mr. Ross is senior partner of Ivy Lee 
and T. J. Ross, public relations con- 
sultants for many of the top corpora- 
tions of the United States. Among his 
directorates he is on board of Home 
Insurance Co. 

New president of Public Relations 
Society of America is Carroll R. West 
of Los Angeles. He is vice president of 
the Title Insurance and Trust Co. New 
vice president is Kenneth Youel, Gen- 
eral Motors Corp., Detroit. The new 
treasurer is with Eastman Kodak Co., 
and the new secretary is with Conti- 
nental Oil Co. 

A large exhibit of products of mem- 
bers was held in the Astor Gallery and 
the Jade Room of the Waldorf. One 
which attracted major attention was 
that of New York Life, a feature of 
which was a display of the career ads 
of that company which appear in maga- 
zines of national circulation. Each is 
based on a long description of a type 
of career demonstrating its attractions 
to young men on verge of selecting a 
protession or some other life work. 
Many tens of thousands of copies of 
these ads have been distributed after 
the appearances of the original ads in 
the magazines. 

Wives ot the registrants to the con- 
vention were shown considerable atten- 
tion. One atternoon they were taken in 
busses to International Airport. On arri- 
val at the airport they were given a 
close look at the interior ot the newest 
jet airliners, following which there was 
a luncheon and a fashion show. 

The panels, meetings, luncheons and 
dinners were all for members only of 
the Society and their guests, with ad- 
mittance by ticket. Ail doors to the 
principal meeting and dining or cock- 
iail places were guarded by _ special 
uniformed men. Chief objective: not that 
the PR men were unloading special 
classified information, but members of 
the Society, well informed about the 
gate crashers of New York through 
watching them in operation over the 
years, were determined to keep these 
“free loaders” out. 

In New York with its 
parties in hotels every day of busi- 
ness people an attractive young fel- 
low in a dinner coat can go to parties 
or dinners for months on end and never 
pay a cent to enter most of them. If 
held up, which rarely happens, he skips 
and goes down the corridor a few steps 
and crashes the gate of another affair 
with a smile and no ticket. 

All of the insurance men I saw at 
the Waldorf PR affairs thought they 
had gotten a lot out of the panels and 
meetings and social contacts. Typical 
comment: “It was well worth the trip,” 
said W. W. Cary, head of PR of North- 
western Mutual Life of Milwaukee and 
secretary to that company’s board of 
trustees. “I don’t see how I could have 
gotten more information in a few days 
relative to public relations, its corollary 
subjects and its practitioners than we 
heard in Waldorf last week,” he said. 


* * * 


hundreds’ of 


Insurance Service Assn. Names 
Schoelzel President 


The Insurance Service Association re- 
cently held its Annual Meeting at 
Rancho Santa Fe. Calif. The members 
elected Charles W. Schoelzel, Jr., Van 





Schaack & Co., Denver, Colo., as presi- 
dent; Donald B. Davidson, Robert N. 
Bowen & Associates, Inc., Indianapolis, 
vice president and treasurer, and Charles 
C. Counselman, Jr., Riggs - Warfield - 
Roloson, Inc., Baltimore, as secretary. 

Elected regional vice presidents in 
charge of production program were: 

Francis J. Ryan, Despard & Co., Inc., 
New York City, northeastern vice pres- 
ident. 

Jack E. Cay, Jr., Palmer & Cay, Inc., 
Savannah, Ga., southeastern vice presi- 
dent. 

Jack B. John, The W. F. Ryan Corp., 
Cleveland, north central vice president. 

W. F. Rector, Rector, Means and 
Rowland, Little Rock, Ark., south cen- 
tral vice president. 

Richard Wright, Trans-Western Bro- 
kers, Inc., San Francisco, western vice 
president. 

E. C. Ryan, Jr., Ryan Agency Limited, 
Winnipeg, Manitoba, Canada, Canadian 
vice president. 

Elected directors were: Mr. Ryan, Mr. 
Cay, Mr. Rector and Arthur Weaver, 
Weaver-Minier Co., Inc., Lincoln, Neb. 

The association awarded a plaque to 
the outgoing President, Patrick Fitzpat- 
rick, Boit, Dalton & Church, Boston. 
Joseph Parrett, insurance manager of 
the Carnation Co. and national president 
of the American Society of Insurance 
Management, was guest speaker. 

ee ee 


Watson Retires as Fieldman for 
Northern Assurance 

After 31 years of service J. Reyburn 
Watson, veteran fieldman in Kentucky 
and Tennessee for the Northern Assur- 
ance, retired recently. He was born in 
Louisville, Ky., educated in local schools 
there and started his insurance career 
with the Kentucky Insurance Bureau in 
1909, remaining in that office until 1916. 
As a fieldman and engineer he traveled 
in the Kentucky territory for a number 
of years, joining the Northern Assurance 
in 1927. 

Mr. Watson has been a member of 
the Kentucky Pond of the Blue Goose 
since November 15, 1911. He was a past 
president of the Kentucky Fire Preven- 
tion Association. He served on many 
committees of that association, the Ken- 
tucky Fire Underwriters Association and 
other insurance organizations in Ten- 
nessee. Mr. Watson is a life member 
of the Shawnee Masonic Lodge #830, 
and a member of the Audubon Country 
Club, Louisville, Ky. 

Mr. and Mrs. Watson spent several 
days visiting New York as guests of the 
Northern. At the New York office T. W. 
Haynes, general manager, here from 
London, made a formal presentation to 
Mr. Watson on behalf of the directors 
of the company of a gold wrist watch 
suitably inscribed on the occasion of his 
retirement. Mr. Watson plans to con- 
tinue to live in Louisville. 

ee 


Christmas Issue of 
Fireman’s Fund “Record” 

Nearly 1,000 producers representing 
Fireman’s Fund Insurance Company will 
send out “The Record” this year in lieu 
of Christmas cards. “The Record” is a 
handsomely printed, pocket-size maga- 
zine, printed by The Fund and subscribed 
to by agents and brokers in all parts of 
the country. Other than the agent’s 
imprint on the inside covers, together 
with “season’s greetings,” the December 
issue is non-commercial, being devoted 
entirely to the Christmas theme. The 
“oreetings,” however, do carry a strong 
argument for the American Agency 
System. 

Since 1954, when The Record became 
a general interest magazine, the Decem- 
ber issues have been “all Christmas.” 
The popularity of the magazine as a 
Christmas remembrance has grown con- 
sistently. At other times of the year 
The Record covers a wide variety of 
topics—human interest stories, animal 
stories, “how-to” articles, humor and 
pathos. On numerous occasions, its 
stories have been reprinted. 

“The Record has surpassed our wildest 
dreams as an effective selling tool for 
the producers,” says Edward O. 
Scharetg, editorial director and advertis- 
ing manager. 
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Home Announces New 
Premium Payment Plan 


MANY NEW FEATURES CITED 


Permanent Budget Agreements, Immedi- 
ate Availability of Full Commis- 
sions, Collection of All Payments 


The Home Insurance Co. of New York 
this week announces availability of the 
Thico Plan, a “completely new and 
unique type of premium payment facil- 
ity.” The new plan, for the exclusive use 
of producers and policyholders of The 
Home and its affiliates, has been de- 
signed to help Home agents and brokers 
sell a complete insurance program on a 
continuous payment basis. According to 
company officials it also helps minimize 
sales resistance while reducing collection 
and handling detail, loss of renewals and 
flat cancellations. 

Many features of the plan have not 
previously been available in a single plan. 
They inciude: permanent budget agree- 
ments which run indefinitely and are 
not limited to the term of the policy; 
addition of renewals, new policies and 


additional premiums to an agreement 
without the insured’s signature; con- 
tinuous equal monthly, quarterly or 


annual payments; building up of credits 
over the term of the policies to provide 
continuous level payments for policy- 
holders; collecuon of all payments, in- 
cluding down payments on_ renewals, 
new policies and additional premiums ; 
immediate availability of full commis- 
sions; eligibility of almost all personal 
and commercial risks regardless of type 
or term; full month’s grace period on 
installment payments. Budget rates are 
14% or less per month on unpaid bal- 
ances. 
Simplicity of Operation 

unique features and 
reasonable rates, Thico offers simplicity 
of operation, The Home states. The only 
initial requirement is completion of a 
simple premium payment agreement 
form. When renewals, new policies or 
additional premiums are to be added, 
the agent sends only a _ supplemental 
notice to Thico which will make all cal- 
culations for revised payments. Complex 
forms are eliminated and clerical detail 
minimized, 

In a special newsreel film launching 
the plan, several prominent Home pro- 
ducers called it “a significant advance 
in the property insurance business.” 

Highlights Are Explained 

Explaining features of the Thico Plan 
the Home states in a brochure for pro- 
ducers: 


Along with its 


“Permanent budget agreements: agree- 


ments run continuously and are not 
limited to the term of any policy. All 
eligible policies written in ‘(the Home 
Group, including life, may be incorpo- 
rated into the agreement. Renewals, 
new policies and additional premiums 
may be added to the same agreement. 
Payments are spread over the full term 
of each policy and credits are developed 
on ‘Home’ policies reducing the first 
payment on renewal to the same amount 
as subsequent payments, thereby creat- 
ing a continuous payment program. 

“Reasonable budget rates of %4% or 
less per month on ‘Home’ policies are 
comparable to or lower than those 
charged under other premium payment 
plans. Monthly premiums on ‘Peoples- 

Home Life’ policies may be included at 
no extra cost with monthly premium 
payments on ‘Home’ policies. 

“Equal continuous payments: unless 
premium changes have occurred, all sub- 
sequent payments on policies and their 
renewals are the same after the down 
payment under the agreement. 

“Month’s grace period: the plan pro- 
vides an extended grace period for 
making payments which offers the in- 
sured an additional measure of safety 
and convenience. 

“Insured signs only once: 
only the original agreement. Renewals, 
new policies, and additional premiums 
may be added to an agreement without 
the insured’s signature. 

“Minimize collection and handling de- 
tail: producers obtain only the down 
payments on initial agreements. Thico 
makes all subsequent collections on 
existing policies, additional policies, and 
additional premiums added to the agree- 
ment. Producers are kept informed of 
delinquencies and terminatons. 

“Special plans available: Thico will 
arrange monthly payments to coincide 
with peak income periods for farmers 
and others engaged in seasonal occupa- 
tions and will develop other plans to 
meet insured’s financial needs. 

Advantages to Producers 

“Protects renewals: credits developed 
under Thico’s continuous level payment 
plans will assist you in retention of re- 
newals and in reduction of flat cancella- 
tions. These credits reduce first pay- 
ment on renewal, bringing such pay- 
ment to the level of previous installment 
payments where no change in premium 
has occurred. You no longer need to 
advance premiums for your insureds, a 
down payment will place them under 
the plan. 

“Offers variety of plans: you are able 
to offer your insureds the type pay- 
ment plan best suited to their financial 
needs—monthly, quarterly, or annually. 

(Continued on Page 27) 
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Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co. Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstr. 1, Zurich, Switzerland 


Gerling International Compagnie d'Assurances 
et de Réassurance S.A. 


26 rue du Lombard, Bruxelles, Belgium 





Resigns as Michigan 


Insurance Commissioner 


JOSEPH A. NAVARRE 


Commissioner 
Navarre of Michigan is resigning his 
post as of December 31. Mr. mee 
who has held the office since July 4, 1951, 
said he withheld his letter of resignation 
to Gov. Mennen Williams until after 
election because he did not wish any po- 
litical implications he has entailed in 
holding a State post “read into it.” An 
appointee of the Democratic governor, 
who was just reelected to serve his sixth 
consecutive term, Mr. Navarre said he is 
quitting because of the “financial sacri- 
fice” of the job. His salary is $11, 500. 
The Commissioner : said he will resume 
practice of law in his home city, Jack- 
son, entering a partnership with Russell 


Insurance Joseph A. 


E. ‘Noble, Jackson County prosecutor, 
under the ‘firm name of Navarre & 
: - F : 

Noble. Mr. Navarre, immediate past 


president of the National Association of 
Insurance Commissioners and chairman 
of that group’s committee on preserva- 
tion of State regulation, recently has 
been involved in exch: inges with Sena- 
tor O’Mahoney over the issue of state 
vs. Federal regulation. 

Currently Mr. Navarre is vice chair- 
man of the American Bar Association’s 
committee on insurance company regu- 
lation and he also is a member of the 
committee on flood insurance of the 
Council of State Governments. He is 
ex-office manager of the Michigan State 
Accident Fund and the is a member of 
the State Emploves Retirement Fund 
Board and of the State Industrial Safety 





MERGER ACTION 


Informed counsel on insur- 
ance merger opportunities and 
procedure arrangements, in all 
lines of coverage. No obliga- 
tion for inquiry. 


CONSULTANTS 


1N MARKETING AND MANAGEMENT 
e INSURANCE BUSINESS 





CIA 
521 FIFTH ae 
NEW YORK 17,4. ¥, 





One NORTH LASAL 
CHICAGO 2, ILLINOIS 





Marsh & McLennan Names 


O’Brien Boston Manager 


Hermon Dunlap Smith, _ president, 
Marsh & McLennan, Inc., international 
insurance brokers, announces appoint- 
ment of Robert F. O’Brien as manager 
of the Boston office to succeed the late 
Michael T. Kelleher. 

Mr. O’Brien was graduated from Dart- 
mouth College in 1941 and after service 
in the United States Marine Corps in 
the Pacific area during World War II, 
he joined the Marsh & McLennan organ- 
ization in 1946. Mr. O’Brien holds the 
rank of lieutenant colonel U.S.M.C. Ret. 
Res. He was elected a vice president on 
August 30, 1955 and for the past two 
years has served as administrative head 
of the Boston office. 


Wohlreich & Anderson 
Moving to 55 John Street 


Wohlreich & Anderson, Ltd. will move 
to their new quarters on the 11th floor 
of 55 John Street on Monday, Novem- 
ber 17. “This new location” says Ber- 
nard J. Daenzer, president, “will give 
us the traditional space necessary to 
keep pace with the growth of our ex- 
panding organization.’ “Wanda,”  spe- 
cializing in handling unusual risks, will 
continue to maintain its office in East 
Orange, N. J., Philadelphia and Balti- 
more. 








ST. PAUL DIVIDEND 
Directors of the St. Paul Fire and 
Marine have declared a quarterly divi- 
dend of 30 cents a share on the capital 
stock, payable January 16, 1959, to stock- 
holders of record as of the close of busi- 
ness January 9. 





Commission, also serving on the Gover- 
nor’s atomic energy study committee, 
the workmen’s compensation rate study 
committee, and an interim legislative 
committee studying compulsory automo- 
bile insurance. 





ORTH AMERICA 


LEADS 
IN REINSURANCE, T00 


A stable market for you 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America, Philadelphia 
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Home Insurance Co. Holds First 


Sales Conference in New York City 





President Kenneth E. Black of the Home Insurance Co. addressing the first national 
sales conference of the Home Insurance Co. in New York at which time the Thico 
Plan was announced and explained. 


The Home Insurance Co. late in Octo- 
ber held its first national sales confer- 
ence at the home office in New York 
City, at which time the new Thico Plan 
for monthly premium payments was an- 
nounced and explained. This conference 
was under jurisdiction of the newly 
established sales division, headed by Vice 
President T. Morgan Williams, who is 
manager of sales. Subsequent confer- 
ences have been held in Atlanta, Chicago 
and Denver. 

President Black told this enthusiastic 
meeting that the Home could have had 
a pick of premium finance plans at a 
much earlier date but decided to wait 
until there could be made available “not 
just another payment plan but the best 
plan in our business.” He termed Thico 
a powerful sales weapon that will help 
Home producers sell all kinds of insur- 
ance while reducing agency office opera- 
tions. But he warned that while Thico 
should be a good sales weapon the busi- 
ness secured will still have to be under- 
written carefully so that it will be profit- 
able. 

An elaborate newspaper style report 
of the conference has a lead story by 
Richard L. Doyle, assistant manager, 
advertising and public relations depart- 
ment of the Home, of which department 
Malcolm B. Hicks, secretary, is manager. 


Formation of Sales Department 


At the sales conference Mr. Williams 
and Vice President Walter W. Allen 
spoke in addition to President Black on 
sales and the Thico Plan. In reviewing 
development of the new sales depart- 
ment Mr. Black said that the first step 
in this plan was to appoint a top man or 


office who 
the entire 


administrator in each 
would be responsible for 
operations in his office. 

The next step was to improve book- 
keeping and statistical operations in the 
field as well as in the home office. This 
was a major undertaking that is still 
being improved as the company adopts 
the latest in techniques and electronic 
data processing systems. Step four was 
the change in «nderwriting procedures 
from a territorial to a class basis, “an 
undertaking that called for great under- 
standing and cooperation on the part 
of many, many people.” 

The fifth step was the creation of an 
operating division, a specialized unit that 
would handle pure expenditure of money 
outside of insurance functions, helping 
eliminate bothersome and time-consum- 
ing details of office operation. Finally, 
came organization of a sales department 
and a hard-hitting, grass roots program. 

In explaining the premium payment 
agreement and supplemental premium 
payment agreement, Vice President Allen 
emphasized that the primary message to 
insureds when discussing Thico should 
be not the rate of interest but rather 
how easy and convenient it was to buy 
insurance on a monthly basis. It was 
also brought out that those agents sell- 
ing Thico should minimize the length of 
the contract (1-3 or 5 years) and em- 
phasize the method of getting complete 
protection on easy payment terms. 

Mr. Williams paid tribute to Arthur 
Roedel for his “18 months of dedicated 
effort” to Thico. He said that Mr. 
Roedel and his staff worked hand-in- 
hand with the control department with 
the support of President Black. 


field 








a Thico Plan of Home 


(Continued from Page 26) 


Custom-made plans will be developed to 
meet special requirements. 

“Full commissions available immedi- 
ately: you receive entire commissions 
on ‘Home’ policies upon acceptance 
of agreement. Increase sales: low cost 
budget plans providing small and con- 
venient payments will enable your in- 
sureds to purchase more insurance pro- 
tection. 

“Thico takes over collections. You are 
relieved of collection and bookkeeping 
detail after you collect the down pay- 
ment under the initial agreement. Thico 
collects all subsequent payments, in- 
cluding first payments on renewals, new 
Policies and additional premiums. 

“Simplicity of operation: a_ simple 
tfemium Payment Agreement form is 
all you are required to prepare initially. 

hen renewals, new policies, or addi- 
tional premiums are to be added, it is 
only necessary to send a supplemental 
notice to Thico which will make all 
Payment calculations and collect all pay- 
ments from your insureds. Complex 
forms are eliminated and clerical detail 


minimized. Easy-to-read rate tables pro- 
vide all payment information. The pre- 
mium amount is all you need. The 
tables do the rest. 


Ineligible “Home” Policies 


“1. Three and/or five year policies 
where the aggregate premiums produce 
individual installments (after first pay- 
ment) which total less than $6.00 on 
monthly plans, $10.00 on quarterly plans 
and $15.00 on annual plans. However, 
three and five year ‘Home’ policies are 
eligible, regardless of size premiums, 
when combined with ‘Peoples-Home Life’ 
policies in a monthly payment agree- 
ment providing each installment on all 
policies is $10.00 or more. 

2. One year policies on which the 
es One year premiums are less than 
$1,000 unless included in an agreement 
with eligible three and/or five year 
policies. 

“3. Policies which are non-cancellable. 

“4, Policies written for a term of less 
than one year. 

“5. Interim audit or 
policies. 

“6. Policies on which the premiums 
are being paid under a deferred pay- 
ment, installment or similar plan. In 


assigned risk 


David W. Cavert Dies; 
America Fore Fieldman 


David W. Cavert, 64, state agent at 
the White Plains, N. Y., office of the 
Niagara Fire, America Fore Loyalty 
Group, died November 10 at Delaware 
Hospital in Wilmington, Del. 

Born in Oswego, N. Y., Mr. Cavert 
began his insurance career in 1917 in 
the Syracuse office of the Underwriters 
Association of New York State. He 
joined America Fore in 1919 as an in- 
spector covering the eastern New York 
field. In 1920 he became a special agent 
at Albany. Mr. Cavert transferred to the 

3oston office in 1922 and three years 
later was assigned to the suburban New 
Vork territory. He was appointed state 
agent for the Niagara Fire in 1949, 

A veteran of World War I, Mr. Cavert 
was a past president of the Suburban 
New York Field Club. He is survived 
by his daughter, Mrs. Edward O’Hayer 
of Wilmington, Del., and three grand- 
children. 


Plan Pa. Hearings on 


Fire Rate Revisions 


Francis R. Smith, Insurance Commis- 
sioner of Pennsylvania, announced that 
public hearings will be held on the ap- 
plication of insurance companies for 
upward changes in fire insurance rates. 
He pointed out that since receiving such 
application, Philadelphia and Pittsburgh 
have requested that he hold public hear- 
ings upon the proposed clianges. 

Commissioner Smith stated that the 
formal filing of fire companies for 
changes in fire rates is now onen to 
public inspection and may he examined 
in the Harrisburg offices of the Insur 
ance Department. 

The Commissioner said that he would 
set the time and place for public hear- 
ings upon these proposed changes in fire 
insurance rates at the earliest practicable 
time. The effect of Mr. Smith’s action is 
to prevent any changes being made in 
existing fire rates until after there have 
been hearings. 





pacaibed CLU- CPCU Meeting tis Inflation Talk 





Presidents of CLU and CPCU chapters visit with Dr. C. Canby Balderston prior 

to all-industry conferment exercises held in Hartford. Left to right: Arthur S. 

Gay, Jr., president, Boston Chapter CPCU; Donald M. Witmeyer, president, Con- 

necticut Chapter CPCU; Dr. Balderston, vice chairman, Federal Reserve System, 
and Horace R. Smith, president, Hartford Chapter CLU. 


Over 450 property and life insurance 
men and women along with guests from 
the banking, accounting and the legal 
profession attended the all-industry con- 


ferment exercises sponsored by the 
Hartford Chapter of Chartered Life 
Underwriters and the Connecticut and 


Boston chapters of Chartered Property 
and Casualty Underwriters, and held in 
Hartford November 6. Twenty-three new 
CLU’s and CPCU’s received their desig- 
nations. They heard Dr. C. Canby Bal- 
derston, vice chairman of the Federal 
Reserve System, outline the things to do 
to bring inflation to a halt. 

“The number of savers is vast,” said 
Dr. Balderston. “There are some 75 mil- 
lion time and savings accounts in banks, 
and 22 million savings and loan share 
accounts. Also, about 120 million people 





order to become eligible, these policies 
should be cancelled and re-written on 
a prepaid basis and the full term pre- 
miums budgeted through Thico. 

“7. Audit or reporting form policies 
on which the deposit or provisional pre- 
miums are not at least equivalent to the 
estimated premiums to be earned for 
the full term of the policies. 

“8. Term policies which include both 
fixed and adjustable features unless the 
total premium is divisible by term of 
years and the applicable term premium 
is shown separately under the related 
one, three and five year sections of 
Schedule A of the agreement; for 
example, Comprehensive General Liabil- 
ity policies. 

“9. Massachusetts statutory automobile 
liability policies. 

“10. Policies issued through pools, syn- 
dicates or associations.” 


have life insurance; 40 million own U. S. 
Savings bonds; 10 million have shares 
in credit unions, and 2 million have 
postal savings accounts. Furthermore, 
about 20 million are in retirement plans, 
not to mention the almost universal 
coverage of social security. There should 
certainly be no lack of voices raised to 
defend the integrity of the dollar. 

“Inflation lowers the standard of liv- 
ing of those dependent upon savings; 
if continued, it tends to lower the stand- 
ard of living for wage earners as well. 
Over the long term the majority of peo- 
ple cannot outrun it by smart invest- 
ment; nor can so-called gradual inflation 
be kept gradual. But inflation can be 
stopped.” 

In pointing out the steps to bring 
inflation to a halt, Dr. Balderston said, 
“One is to keep monetary policy sound 
so that the money supply will match the 
needs of the economy. You may assume 
that the Federal Reserve will not ab- 
dicate its trust. The second is to bring 
the Federal budget into balance. To the 
extent that the deficit cannot be wiped 
out by the reduction of spending, Con- 
gress should provide promptly for addi- 
tional revenues. 

“The third is to keep business and 
governmental decisions prudent. If-they 
are imprudent, saving will not be en- 
couraged and savings, which are scarce 
in relation to the world’s needs, will be 
deflected from constructive uses into 
speculation. If decisions are imprudent, 
wage determinations will not be ham- 
mered out by realistic bargaining but will 
reflect collusion at the expense of the 
customer. If. decisions are imprudent, 
short-sighted price-setting will diminish 
the firm’s ability to compete at home 

(Continued on Page 30) 
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Federation Program 
For Meeting Nov. 20 


SENATOR BUTLER IS SPEAKER 


Maryland Statesman ” Talk on Private 
Enterprise; Business Session to Pre- 


cede Luncheon at Waldorf 


United States Senator John Marshall 
principal 





Butler of Maryland will be 
speaker at the 44th annual luncheon of 
Insurance Federation of New York, Inc. 
to be held in the grand ballroom of the 
Waldorf Astoria, next Thursday, Novem- 
ber 20. This annual luncheon, always an 
outstanding affair, is said to be the larg- 
est in the insurance world. 

Senator Butler, a noted speaker and 
staunch supporter of free enterprise, will 
outline his views and firm belief in pri- 
vate enterprise as the keystone of the 
of the American economic system. 


1,500 to Attend Luncheon 


The completed program announced by 
George F. Avery, vice president, United 
States Fidelity and Guaranty Co., and 
Federation’s executive committee chair- 
man, begins with a morning. session 
which includes submission of annual 
reports and election of directors, execu- 
tive committee, and officers. Robert B. 
Douglass of Potsdam, N. Y., president, 
will preside at the business meeting. 
At the annual luncheon, which follows, 
an attendance of 1,500 or more is ex- 
pected. 

In a letter to members urging attend- 
ance at both meeting and _ luncheon, 
Russell Edgett, executive secretary said: 
“By attending much can be learned about 
the active part taken by your Insurance 
Federation in resisting unfriendly or 
misguided legislation, as well as the 
active support given to those proposals 
that are in the public interest.” 

Edward W. McAndrews, partner, in- 
surance agency of Hall & Henshaw, is 
chairman of the luncheon committee, 
assisted by Joseph A. Neumann, presi- 
dent, Flynn-Neumann Agency, and past 


president of National Association of 
Insurance Agents. Mr. Neumann was 
the 1957 luncheon chairman. Mr. Mc- 


Andrews advises those making late re- 
quests for luncheon reservations to do so 
at once through the secretary’s office, 
116 Nassau Street, New York 38, N. Y., 
REctor 2-6570. Russell Edgett is secre- 
tary. 





Names Dallas Top Producing 
Office of Royal-Globe 


The Royal-Globe Insurance Group has 
named its Dallas regional office as its 
top profit-producing office in the country 
for the second successive year. Recogni- 
tion was made with the presentation of 
the sterling silver “President’s Cup” to 
Dallas Regional Manager George J. 
Henry on November 3 at a dinner at 
the Insurance Club in Dallas. 

Thirty-five members of the Dallas 
office attended the dinner. Presentation 
was made by Assistant U. S. Manager 
M. W. Slawson, Southern executive, 
who acted as personal representative for 
U. S. Manager and President Clarke 
Smith. 

Scoring for the competition among 
Royal-Globe’s 25 regions was based on 
three-year averages for increased pro- 
duction, increased profit and reduction 
of controllable expenses. Runners-up to 
Dallas were the Atlanta and Nashville 
regional offices. 

In addition to the President’s Cup, 
Royal-Globe has awarded _ territorial 
cups, smaller editions of the top award, 
to the leading region in each of its five 
geographical territories. Top _ profit- 
producing honors in the East went to 
the New Jersey regional office at East 
Orange; Omaha scored highest in the 
West and Oakland on the Pacific Coast. 
The Downtown New York office scored 
highest in the New York Metropolitan 
territory and Dallas, as leading office in 
the Southern territory, won the terri- 
torial award for the South, as well as the 
President’s Cup. 


PEERLESS ISSUES REPORT 





Company Reports Net Income for Nine 
Months, With Investment Results 
Offsetting Underwriting Loss 
The Peerless of Keene, N. H., had an 
underwriting loss of $543,540 at the end 
of the first nine months of 1958, Presi- 
dent Dudley W. Orr reported. Net writ- 
ten premiums were recorded at $13,917,- 
207, a 17.1% increase over net writings 


of the corresponding period of one year 
ago. Earned premiums for the third 
quarter were $13,366,184. 

Net investment income earned of 
$556,724 coupled with a net realized gain 
of $44,278 plus small adjustments for in- 
curred Federal income tax and an ad- 
justment for charging off agents’ bal- 
ances represent a total gain for the 
company of $607,188. This figure com- 
bined with the underwriting loss repre- 
sents a net income for the company of 
$63,120, Mr. Orr said. 


Surplus for the company increased to 
$8,430,357 at September 30, from $8,039. 
898 at year-end. This increase resulted 
from combining the net income for the 
period to September 30, with unrealized 
gains of $735,635 for the period and an 
adjustment for unadmitted assets of 
$7,775, capital paid in of $4,675 and 
surplus paid in of $13,090 and deducting 
dividends to stockholders of $412,733 and 
disbursements for retirement allowance 
of $21,102 during the first nine months 
of the year, according to Mr. Orr, 





NOW A CONTINUOU 
FOR YOU 


¢ Te A at .- sales-stumulator extraordina 
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The powerful selling force that has sky-rocketed the sales of every 
conceivable type of merchandise and service now enables you to write 
more and bigger policies...to cut your agency costs...to offer to your 
insureds worthwhile convenience they want! 


Complete insurance programs when written by The Home and its 
affiliates, may be combined into a single, continuous-payment plan. 
The Thico Plan provides for equal payments by month, by quarter, 
or year. And Thico budget rates—14% or less monthly —are lower 


than those generally charged elsewhere. 


THICO: Your answer to competition—Sales experience in business after 
business proves conclusively that most people—by far—buy more and 
buy better when they can pay on convenient terms. Now, with budgeting 
available through Thico, your Home Insurance “Quality” selling-story 
carries more weight than ever. 


THICO: Your answer to price-resistance — High initial-premium outlay has 
compelled many individuals and businesses to put limits on the insur- 
ance that they buy. Now, through Thico Plan, they can budget in- 
surance costs on a monthly basis. They can pay out of current income. 
They can afford more kinds of coverage, in the amounts they really need. 
Thico breaks through “‘initial cost” resistance, up-grades your unit sales. 


THICO: Your answer to rising costs of agency operation—You have less 
paperwork to do when you sell on the Thico Plan. No collection worries. 
More time to develop new business. Look over the many features out- 
lined here—and see how Thico Plan saves time, work, money for you 
and your insureds. USE Thico Plan. For additional details, please 
call your fieldman. 






















1 











}, 1958 


—— 
——— 


ased to 
$8,039,- 
‘esulted 
for the 
“‘ealized 
and an 
ets of 
75 and 
ducting 
733 and 
owance 
months 
rr, 





November 14, 1958 






seein 
Nate See way 





a _ 
THE EASTERN 
UNDERWRITER 












ire +l 









Page 29 











Flat Cancellation Bill 
Opposed in California 


Prducers and other organizations 
strongly oppose a move in California to 
eliminate flat cancellations by legislation 
requiring written orders before policies 
are issued. This suggestion failed to 
gain any support at a conference called 
by the California Insurance Department, 
states the National Association of In- 
surance Brokers. The association re- 
ports that “producers expressed the 


belief that the problem could not be 
solved by legislation but that -consider- 
able progress is being made towards the 
elimination of abuses as the result of 
voluntary activities by the industry. 

“A proposal to reduce the amount of 
controlled business which a broker or 
agent may write from a maximum of 
50% to a lesser maximum was approved 
in principle by broker representatives, 
but agent representatives stated they 
were not convinced that there was any 
need of changing the present percentage. 
One broker representative suggested a 


drastic reduction in the allowable figure 
to something akin to the 10% used in 
New York as a means of insuring pro- 
fessionalism in the industry. Another 
broker spokesman suggested a figure of 
25% and some sort of a moratorium to 
go along with any reduction in the 
amount of controlled business permitted. 

“The need to increase the licensing 
standards for surplus line brokers was 
agreed to in principle, but there was 
considerable questioning of the specific 
provisions incorporated in the legisla- 
tion proposed by the staff of the depart- 
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rotects Renewals — The credits developed under Thico’s continuous level-payment plans will 
assist you in the retention of renewals and in the reduction of flat cancellations. These credits 
are applied against the first payment on renewal, thereby providing continuous protection. 


educes Insureds’ Balances—You no longer need to advance premiums for your 
insureds, a down payment will place them under the plan. 


ffers Variety of Plans —You are able to offer your insureds the type payment plan 
best suited to their financial needs—monthly, quarterly, or annually. Custom-made plans 
will be developed to meet special requirements. 


ull Commissions Available — You receive entire commissions on “Home” policies upon 


acceptance of agreement. 


Sc Sales —Low-cost budget plans providing small and convenient payments will 
enable your insureds to purchase more insurance protection. 


after you collect the down payment under the initial agreeme 
payments, including first payments on renewals, new policies 


nt. Thico collects all subsequent 
and additional premiums. 


:.... Takes Over Collections—You are relieved of collection and bookkeeping detail 


implicity of Operation—A Pa 
required to prepare initially. Complex forms are elimina 
Easy-to-read rate tables provide all payment information. 


need. The tables do the rest. 








Thee HOME: 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


Property Protection since 1853 


Prdurance Company yy 
\ \ 


simple Premium Payment Agreement is all you are 
ted and clerical detail minimized. 


The premium amount is all you 





ment. A representative of the National 
Board of Fire Underwriters said that 
a proposed section requiring brokers to 
have a net worth of $10,000 would be 
difficult to enforce. A representative of 
the California Surplus Line Association 
questioned whether it would be practical 
to determine in advance that every in- 
surer would meet specific standards and 
noted the broker would be likely to 
change his carriers so often that he 
could not predict with whom he would 
be doing business. 

“A bill designed to increase the capital 
and surplus requirements of carriers, 
including reciprocals, was proposed by 
an insurer representative on the grounds 
that it would put California into a posi- 
tion comparable to New York State 
where the requirements are so high that 
it is virtually impossible to start a new 
life insurance company.” 





EXCELSIOR REPORTS GAINS 





Realized Earnings Higher in Nine 
Months; Underwriting Profit; Pre- 
miums, Assets, Surplus Increase 
In his report to directors of Excelsior 
Insurance Co. at their quarterly meeting 
in Syracuse, N. Y., President Forrest H. 
Witmeyer disclosed realized earnings for 
the first nine months, before reserve for 
income tax, of $150,328 or 83.5 cents a 
share on 180,115 shares of stock outstand- 
ing. This compares with $92,169 or 51.2 
cents per share during the same period 

of last year. 

Contributing to the earnings record 
was an underwriting gain of $62,547 
compared with $32,900 a year ago; net 
investment income of $66,493, an in- 
crease equity in unearned premium re- 
serve of $20,151. 

Although incurred losses and loss ex- 
pense was 3.3 points higher than a year 
ago, expenses incurred were 12 points 
lower so that the combined ratio was 
92.1% compared with 100.8% last year. 
During the third quarter there was a 
continuing loss trend improvement in 
all classes of business written by Excel- 
sior except inland marine. 

During the nine month gross pre- 
miums were 13.2% and net premiums 
written increased 21%. Earned pre- 
miums were up 9.7%. Net assets of the 
company increased 6.87% to $3,444,144 
and surplus was up 23.1% to $654,144. 
Policyholders’ surplus increased 7.63% to 
$1,734,834. 





Northern of New York 


Plans Capital Increases 
Directors of the Northern . Insurance 
Co. of New York, at their regular quar- 
terly meeting November 6, declared a 
quarterly dividend of 70¢ a share on the 
capital stock, payable November 21, to 
stockholders of record November 7. 

The directors also tentatively approved 
a proposal to issue shares of capital 
stock of the company to stockholders as 
a distribution, on a share for share basis, 
and simultaneously to offer to the stock- 
holders rights to subscribe for additional 
capital stock on the basis of one share 
for each two shares held on the record 
date for the stock distribution. The 
terms of the offer will be determined 
later by the directors. 

It is contemplated that the offering 
will be underwritten and that the stock 
distribution and issue of subscription 
rights will be made late in December, 
or early in January, 1959. A_ special 
meeting of the stockholders has been 
called for December 10, to authorize the 
necessary increase in the authorized 
capital of the company. 





FURKEY IN N. H. FIELD 
Transfer of Special Agent John D. 
Furkey from the Wilkes-Barre, Pa., 
office of the Aetna Insurance Co. to 
Manchester, N. H., is announced, Mr. 
Furkey will replace H. Richard Spur- 
way, who has resigned to join another 
insurance company. Mr. Furkey, a native 
of Vermont, joined the Aetna in 1953. 
After completing the company’s Multiple 
Line Training School, he was assigned to 
the Newark, N. J. office. He was subse- 
quently transferred to the Aetna’s Balti 
more office and then to Wilkes-Barre 
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L. & L. CHANGES IN NEW YORK 





Vice President Green Transferred to 
Pacific Coast; Bantel and Mainzer to 
Manage Metropolitan Branch Jointly 
H. K. Green, vice president-manager 

of the metropolitan New York office of 
the London & Lancashire Group, has 
been transferred to the Pacific depart- 

ment of the Group as of November 1. 
Messrs. J. A. Bantel and J. R. Main- 

zer, formerly assistant secretaries, have 
been appointed to the office of secretary 
with joint supervision over the opera- 
tions of the New York branch. 

_Mr. Mainzer joined the London & 
Lancashire Group in 1919 and has served 
at the New York office in various ca- 
pacities ever since. Mr. Bantel started 
with the company in 1929. 





North Back From Europe; 
Reported Much Improved 


John A. North, president of the 
Phoenix of Hartford Companies, and 
Mrs. North, returned to the United 


States last Saturday from Monte Carlo 
aboard the “Independence.” He was 
stricken with a heart attack there sev- 
eral weeks ago and had remained in his 
hotel until boarding the vessel for New 
York. Mr. North is now resting at his 
home and is reported “very much im- 
proved.” 





ALEX B. YOUNG RETIRES 
Alexander B. Young, special agent for 
the Hartford Fire’s Western department, 
retired November 1 after nearly 40 years 
of service. A graduate of Colgate Uni- 
versity, he attended the School of Mines, 
Chemistry and Engineering at Columbia 
University. He joined Hartford Fire on 
February 1, 1919 in the home office engi- 
neering department at Hartford. He 
later transferred to Chicago and also 
served at Columbus, Ohio. Mr. Young 
has been special agent and engineer 

at Kansas City, Mo. since 1928. 





CORROON REQUIEM MASS 

A solemn requiem mass for Richard 
A. Corroon will be celebrated today, 
Friday, November 14, at 11 a.m., at the 
Church of Our Lady of Victory, at 
William and Pine Streets, New York 
City. The Right Reverend Monsignor 
Richard J. Pigott will be the celebrant. 
Mr. Corroon, who was president of the 
Corroon & Reynolds Group, died No- 
vember 14, 1946. 





EATON-HOWARD STOCK FUND 

The Eaton’and Howard Stock Fund 
in the third quarter of 1958 increased 
its investment in Boston Insurance Co. 
shares by 5,000. bringing the total to 
20,000 shares. The Fund sold its entire 
holding of 4,100 shares of Continental 
Assurance, and purchased 1,000 addi- 
tional shares of Hartford Fire, new to- 


tal being 4,000. 


Hartford CLU-CPCU 


(Continued from Page 27) 





and abroad, and to contribute toward 
providing employment.” 

Dr. Balderston stated “this nation 
cannot violate with safety the old- 
fashioned maxim about living within 
one’s income. It is my firm conviction 
that, once American citizens understand 
what is at stake, they will meet the 
threat of inflation as they have met 
other challenges in the past.” 

Co-chairmen of the event were Rich- 
ard S. Stewart of the Phoenix Fire and 
Edwin H. Snow of the Aetna Life. Les- 
ter F. Beck, Connecticut General, who 
is both a CPCU and a CLU, presided. 
The presentation of candidates and the 
conferment charge was made by the 
presidents of the three participating 
chapters: Donald M. Witmeyer, Secur- 
ity-Connecticut Cos., president of the 
Connecticut Chapter CPCU; Arthur S. 
Gay, Jr., Central Mutual Insurance Co., 
president of the Boston Chapter CPCU. 
and Horace R. Smith, Connecticut Mu- 
tual Life. president of the Hartford 


Chapter CLU. 


Independent Adjusters 


Name Committee Members 

Sydney Stratton, president of the New 
York Association of Independent Insur- 
ance Adjusters, which now numbers 300 
members, announces that the association 
would intensify its current drive to im- 
prove the quality of members and the 
standard of their service for the insur- 
ance companies. The association is now 
in the process of rewriting its rules with 
special attention being given to ethics. 

The. following appointments to the 
executive committee and to the regular 


standing committees are made: 
Executive committee: Paul S. Dreux, 
automobile; Vincent Scully, casualty; 
Anthony C. Gibbs, inland marine; Sher- 
man Thursby, aviation; John J. McAn- 
drews, fire; Walter Towe, ocean marine. 
Advisory counsel: George I. Gross; 
liaison committee: L. B. Hazzard; mem- 
bership, Harold Nagelsmith; education, 
Harold Daynard; legislation, Charles R. 
Mead; grievance, George Alexander; 
publicity, Harold J. Smith; catastrophe, 
Felix J. McAndrews; roster, Edward R. 
Reilly, Jr.; | nominating, Reinhold L. 
Hoercher; regional, B. L. Jones, Joseph 
Robillard and C. F. Regan, Jr. 








Shortest route to Korea 


“Losing my best account, I guess,” 
the out-of-town agent answered when 
his friend, the AIU man, asked what 
he was doing in New York. 


“It’s a construction firm,” he went on. 
“They want to bid on some work in 
Korea but I can’t get them any insur- 
ance. Even here in New York I get the 
same answers: ‘currency problems,’ 
‘claims problems,’ ‘service problems,’ 
and ‘thanks, but we don’t want it.’ 
Korea is a long way from home, and I 
guess I just can’t handle anything that 
far away.” 


“Well, why not?” the AIU man de- 
manded. “It’s as easy as handling your 
client’s domestic risks.” 


Agents and brokers who bring foreign 
risk problems to AIU know that state- 
ment applies for many countries. But 
it may not be well known that AIU is 
the only American insurance organi- 
zation offering total service in Korea. 


“There’s no currency problem,” the 
AIU man went on. “American com- 
pany policies, written for American 


dollar premiums, guarantee payment 
of American dollar losses. The AIU 
office in Korea is your guarantee of 
prompt claims or loss settlements. And 
as far as service goes—we’ve had nearly 
40 years of giving real ‘on-the-spot’ 
American-type service.” 


That agent’s income was increased 
some $2700 because he found the 
“shortest route to Korea.’ Besides 
that, he found he hadn’t really needed 
to go to N. Y. — there’s an AIU office 
in his own city. He’s out looking for 
more foreign risk business right now. 


You, too, are invited to call AIU — 
the office nearest you. In New York, 
it’s DIgby 4-9200. Ask for Dept. F. 
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Adjustment Bureau 


Management Changes 

J. George Wills has been appointed 
branch manager of the Brooklyn office 
of the General Adjustment Bureau fe. 
placing W. A. Stetter, Jr., resigned. Mr 
Wills will be succeeded as branch man. 
ager in the Bronx by Harry G. Marks. 
Mr. Wills joined the bureau in February 
1946, at Brooklyn. He served in the 
Hartford metropolitan New York and 
Bronx offices. In April, 1956, he was 
appointed branch manager of the Bronx 
office. 

Mr. Marks, before joining the bureay 
at Hempstead, N. Y., in February, 1949, 
had nine years experience with the Pear! 
Assurance Co. He has served in several 
GAB offices on Long Island, and since 
1953 has been a senior adjuster at 
Jamaica. 





NATIONAL UNION DIVIDEND 

Directors of National Union Fire have 
declared a cash dividend of 50 cents a 
share, payable December 22 to stock- 
holders of record December 1. National 
Union Fire is the parent company of 
National Union Indemnity and Birming- 
ham Fire. 





Foreign Reinsurance 


(Continued from Page 1) 


from abroad by U. S. insurance compa- 
nies although much smaller in amount 
than that ceded abroad has nevertheless 
been growing since 1950. Net premiums 
of $48.0 million received by U. S. insur- 
ance companies in 1957 on reinsurance 
they assumed from abroad were 2.7 times 
the premiums of $17.5 million received in 
1950. 
Losses Recovered 

Losses recovered by American insurers 
from abroad were up to $179,500,000 in 
1957 compared with $146,300,000 in 1956 
and $160,000,000 in 1955. In 1952 losses 
recovered were only $100,700,000. Recov- 
eries from the United Kingdom alone in 
1957 totaled $153,000,000, against $124,- 
200,000 in 1956 and $140,400,000 in 1955. 

In 1957 ceded net premiums to compa- 
nies in Canada amounted to about 
$3,000,000 and the same to Latin Amer- 
ican insurers. These amounts were higher 
then in 1956 when Canada received 
$2,400,000 and Latin American countries 
$1.900,000. Whereas the European coun- 
tries receive far more in reinsurance 
premiums than they cede to this country 
the opposite is true in the Western 
Hemisphere. Net reinsurance premiums 
of $9,400,000 were received from Canada 
in 1957 and $8,300,000 from Latin Amer- 
ica. In 1956 these figures were $8,800,000 
and $7,000,000 respectively, revealing 
growth of insurance exchange in those 
areas. In 1950 net premiums of $3,000,000 
were received from Canada and the same 
amount from Latin American companies. 

“The Department’s concern is with 
the effect on the current balance of 
payments of these international reinsut- 
ance transactions and not with the type 
of considerations which are taken into 
account by insurance companies when 
computing their underwriting results, 
says Mr. Sachs. “Therefore, the rein- 
surance surveys are not intended as 4 
measurement of the net profit or loss 0 
international reinsurance operations i 
any given year as measured by insur- 
ance companies, but rather as an attempt 
to measure the actual movement 0 
funds from and to the United States in 
connection with reinsurance. i 

“Finally, because of the accounting 
framework with which the entire balance 
of payments is connected, the accumula- 
tion of required reserve funds in, the 
United States by foreign nonadmitted 
companies, even though not in their en- 
tirety at the disposal of foreign coun- 
tries, is considered to be an accumula- 
tion of foreign-owned dollar assets in the 
United States. For balance of payments 
purposes, therefore, the excess of pre- 
miums ceded over losses recovered 1S 
regarded as essentially a cash transfer to 
foreign countries since the accumulating 
cash balances in the United States are 
regarded as foreign funds.” 
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Expense Portion of Premium Dollar 
Analyzed by Isaacs, Atlantic Cos. 


the state motor. vehicle department 
financial responsibility section, and for 
board and rating bureau support. This 
leaves 16.5% at a company’s disposal 
for total expenses including claims ad- 
justment, and for possible underwriting 
profit. 


Edgar E. Isaacs, vice president of the 
Atlantic Companies of New York, pre- 
sented an analysis of the expense portion 
of the premium dollar at the recent annual 
meeting of the Chartered Property Cas- 
ualty Underwriters association in New 
Orleans. Findings are based on replies 
received from more than 80 agency com- 


of the melon than does the company. 
Of course, if the company is fortunate 
enough or selective enough in its under- 
writing to beat the averages on which 
the rates are made, it does not fare as 
badly as might at first appear. But 
stock insurers as a group have only 
been in the black during four of the 
last ten years on their automobile bodily 
injury portfolios and their underwriting 
losses posted in the six unfavorable 
years were so big as to show an under- 
writing loss for the last decade on auto- 
mobile bodily injury coverage alone of 


(Continued on Page 36) 


While it does not appear in the cost 
accounting as an expense item, it may 
be said that an additional one cent to 
four cents of each automobile insurance 
dollar is passed along for reinsurance— 
the exact cost depending upon the level 
where the reinsurance is set, the limits 
of protection purchased, and the previous 
experience of the reinsured. However, 
reinsurance also affects ultimate loss 
ratio and so we should not further pur- 
sue this point. 

It is self-evident from the figures cited 
that where 25% commission is paid the 
producer has a great deal bigger slice 





panies. Extracts from this report follow 
in two installments, with Part 1 herewith: 


Part I 


We see that 54.5% of the premium 
dollar on automobile bodily injury rate 
making is earmarked for losses leaving 
45.5% to be distributed between company 
and agency functions. Of this 45.5%, 
25% is intended to cover all production 
costs. Production costs are defined as 
company production, sales management, 
advertising, policywriting and premium 
collection functions, and also commission 
to the man who generates the business. 

It was never intended that the full gen- 
eral agency scale of commission—25%— 
accrue to the person who produced the 
business unless he also discharged sub- 
stantial company production and admin- 
istration functions, but competitive pres- 
sures and some elasticity in the whole 
rate promulgation process combined in 
the past to cause many stock insurers 
to offer to their agents the total produc- 
tion cost allowance without requiring 
a concomitant increase in work from 
these agents. 








Analysis of Company Expense 


If commission paid is 25% then the 
balance for the company’s expenses is 
20.5%. Of this the insurer is purely a 
transfer agent for four points which go 
for state premium tax, maintenance of 
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“ OnE 814" x 11” format for all these 
lines—AUTOMOBILE * BURGLARY * COM- 
PREHENSIVE DWELLING * HOMEOWNERS 
* INLAND MARINE ° LIABILITY—Sstandard- 
ized, yet individuality and identification 





SHORT WRITE® POLICIES are 


engineered for both* 


@ Easy Preparation @ Simplified Data Processing 


“e NY 
eAcrive INS ANCE com 


DECLARATIONS in Reddi-Snap sets, clear copies for home 
Office, agent, certificates of insurance—all in one typing. 
Tab positions for typing clearly printed—set them once— 
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ing, born of our more than 50 
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Commission Cuts Could Threaten 


Solvency of Agencies Survey Reveals 


Nelson I. Beers of Old Greenwich was 
elected president of the Connecticut 
Association of Insurance Agents at the 
annual meeting in Hartford. Also elected 
were Stetson Ward of New Haven, 
president, and Rutherford G. Huizinga 
of Stamford, secretary-treasurer. Val- 


more H. Forcier of Danielson continues 
as state national director. 

Lawrence F. Smith, educational direc- 
tor of the National Association, pre- 
sented results of the agency cost survey 
conducted in Connecticut. The agencies 
studied had an average income of $110,- 
000 in 1957, of which gross commissions 
constituted $21,641, he said. Agency ex- 
penses averaged $63 a month “for heat, 
light, and power, $606 a year for taxes, 
$325 a year for insurance, $584 a year 
for. postage, printing, stationery and 
office supplies, $34.50 per month for 
telephone and telegraph, $2,914 per year 
per office worker, $281 a year for bad 
debts, $18 a month for dues and sub- 
scriptions, and $519 a year for miscel- 
laneous expenses. 

Total general expense was $8,178 for 
the year. Agents spent $49 a month for 
advertising, automobile took $50.50 per 
month, travel $389 a year, entertainment 
$238 a year, selling salaries $671 per 
year—al!l of which added up to $2,488 for 
sales and service expense. 


vice 


_Contributions cost $7 a month. Prin- 
cipals earned $7,574 for management 
salary. There was $411 spent during 


the year for miscellaneous administrative 
expenses. Total administrative expenses 
ran $8,743, and total expenses $19,409. 
This left $2,323 net profit, or 2% of net 
premiums. 

Agents had $1,124 of other income 
from life commissions and real estate. 

The average agency has one and one- 
half principals and one and_ one-half 
clerks, with the top girl being paid 
about $69 a week. 


Commissions 
Fire insurance accounts for 24% of 
commissions. The report stated that: 


“1. Commissions on dwelling package 
policies which were non-existent at the 
time of the last national agency cost 
survey in the year 1953 comprised 10.3% 
of the average agency ’s total net com- 
mission income in 1957 

“2. Commissions on automobile liability 
and physical damage coverages consti- 
tuted 41. 6% of the average agency’s total 
net commission income in 1957. 

“3. Automobile insurance commissions 
(liability and physical damage combined) 


averaged 20.5% of automobile insurance 
net premiums. 

“An extremely ominous threat affect- 
ing every agent in Connecticut is brought 
to the surface by the above information: 
namely, the effect that reduced automo- 
bile insurance commissions would have 
on the financial stability of the agency. 

“This is a very real threat since the 
National Bureau of Casualty: Under- 
writers has already revealed that there 
is a very distinct possibility that auto- 
mobile liability insurance commissions 
will be reduced by 5% of net premiums. 
A similar threat has also been advanced 
by the National Automobile Under- 
writers Association in its efforts to re- 
duce acquisition costs on a countrywide 
basis by a similar amount of 5% of net 
premiums. 

“Tf both of these bureaus were success- 
ful, this would mean that the 20.5% 
derived. by the average Connecticut 
agency .from automobile insurance in 
1957 would be reduced to 15.5%. In 
other words, the $9,003 derived from 
automobile insurance would be reduced 
to $6,752, a sacrifice of $2,250. 

“The seriousness of the situation is 
magnified when it is recalled that the 
average Connecticut insurance agency 
only derived $2,232 net profit from all 
operations last year. Thus, a loss of 
$2,250 would not only completely eradi- 
cate last year’s profit of $2,232, but the 
average agency would actually end up 
with a net loss to the tune of $18! The 
catastrophic effects that such a reduction 
in automobile commissions would have 
on the over-all financial stability of the 
average Connecticut agency is, therefore, 
clearly visible.” 





Whitehill Agency Moves 


To Improve Auto Writings 


The Whitehill Agency, Inc, of New 
York City announces that effective 
November 15, as respects new business 
covering automobiles garaged in New 
York State and on all such renewals on 
and after January 1, 1959, where the 
comprehensive premium per car is $10 
or less it will write such policies only 
on a $50 deductible basis for compre- 
hensive coverage. 

The agency states that ‘ ‘continuing ad- 
verse experience in automobile physical 
damage underwriting has forced many 
companies to limit their writings in 
this class, while others have adopted 
more rigid underwriting rules or prac- 
tices in an attempt to reduce their under- 


Honored by Brooklyn 


Brokers at Annual Dinner 





ARTHUR L. SCHWAB 


Arthur L. Schwab, Staten Island, a 
past president of the New York State 
Association, national director from this 
state to the National Association of In- 
surance Agents and otherwise active in 
NAIA affairs, was honored by the 
Brooklyn Insurance Brokers Association 
at its 46th annual dinner-dance last eve- 
ning, November 13, at the Hotel St. 
George in Brooklyn. He was presented 
with a plaque for his “outstanding con- 
tributions” to insurance in 1958. 

Presentation to Mr. Schwab was made 
by Joseph A. Neumann, Jamaica, Long 
Island, a past president of NAIA. Presi- 
dent Frank L. Schiraldi of the Brooklyn 
Insurance Brokers Association, also was 
honored. He retires at the end of the 
year. President-elect Peter A. Locke was 
toastmaster last evening. 

In addition to his other work Mr. 
Schwab is now second vice chairman of 
the Eastern Agents Conference and in 
line for election as chairman in 1960. 
For the NAIA Mr. Schwab was a mem- 
ber of the agency management commit- 
tee from 1950 to 1952, chairman of that 
committee for the next two years in 
which it prepared the well known agency 
cost study of 1953, and recipient in that 


year of a Presidential Citation from 
President Walter Sheldon. 
A tireless worker, Mr. Schwab has 


shown intense interest in agents’ activi- 
ties beyond the duties of the various 
high offices he has held. At the present 
time he is chairman of the public rela- 
tions committee of the New York State 
Association and was constantly in Al- 





writing loss. We, too, are now obliged 
to take certain measures which we 
believe will have a beneficial effect on 
our underwriting results in this field. 

“Tt is also our intention’ effective 
November as respects new business and 
January 1, as respects renewals, to auto- 
matically include towing and labor costs 
coverage on every automobile physical 
damage policy issued through our office. 
This coverage has been broadened so 
that it now provides a limit of $25 per 
disablement, and we feel confident that 
extending our policies to include the 
coverage will be acceptable to and ap- 
preciated by insureds. 
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bany during the legislative session this 
year, and in past years. During the years 
he has been PR chairman, the New York 
Association has received more wide- 
spread publicity in newspapers through- 
out the state than at any time in the 
past. 

Mr. Schwab is a director of the New 
York State Insurance Speakers Bureau. 
His civic activities have included division 
chairman of Community Chest drive 
some years ago, member of the advisory 
board of Salvation Army, member 0 
boarl of directors of the Visiting Nurse 
Association, treasurer and at present 
director of the Cerebral Palsy Treat- 
ment Center and finance committee of 
Republic County Organization. 


N. Y. Brokers Luncheon 
At Waldorf on May 12 


The sixty-first anniversary luncheon 
of the Insurance Brokers Association of 
the State of New York will be held May 
12, 1959, at the Waldorf-Astoria. The 
date has been established to concur wit 
the annual meeting of the board of di- 
rectors of the National Insurance Bro- 
kers Association which will oe held that 
week in New York City, The New York 
Association is the host member group 
to the meeting of the national delegates. 
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Reduction In Company Expenses 


Various Ways in Which Company May Effect Lowering of 
Operating Costs; Mail Dept. Set-Up; Loss Dept. Pro- 
cedures; Daily Reports, Fieldmen’s Expenses 


By WituraM A. F. SmirH 
Joseph Froggatt & Co., Inc. 


A broad picture of some avenues of 
approach to the problem of reduction of 
company expenses was presented by 
William A. F. Smith, manager of the 
Philadelphia office of Joseph Froggatt & 
Co., Inc., in a talk he gave before the an- 
nual conference of the Insurance Account- 
ants Association at Bedford Springs, Pa. 
With the title of “Cost Reduction, Central- 
ization vs. Decentralization,’ Mr. Smith 
discussed expense reduction and clarifica- 
tion of responsibilities of fieldmen. 

Jvseph Froggatt & Co. is one of the 
nation’s leading accounting and auditing 
firms, and also consulting actuaries. This 
tale is of wide interest because reduction 
of operating expenses by companies is one 
of the leading objectives in underwriting 
operations today. Mr. Smith’s talk is pre- 
sentcd in two parts, with Pari IT herewith: 


Part II 


For receipt and dispatch of mail, it 
has often been found advisable to have 
a mail department whose function it is 
to open all mail, other than that marked 
“Personal,” and to sort and distribute 
incoming mail to each department. Use 
of this method makes possible estab- 
lishment of a very effective control device 
over incoming checks by requirement 
that the mail department list all incom- 
ing checks, which listing can later be 
compared with deposits to insure the 
proper and current disposition of re- 
ceipts. 

By having the mail department process 
all out-going mail, it will be handled in 
the most efficient manner, postage in 
the office will be reduced to a minimum, 
and postage expenditures can be con- 
trolled by the use of metered postage. 
Where the company has branch, service 
or a claims office, the mail for these 
offices from all departments should be 
assembled in the mail room, and a single 
mailing made daily to each individual 
office. 

_ Ineffective time in the various depart- 
ments can be reduced by having mail 
room employes report for work suffi- 
ciently early to permit mail to be deliv- 
ered to the departments at the opening 
hour rather than later in the morning. 


Mail Distribution Delayed 


_In some companies, it is still the prac- 
tice to have all mail delivered to one 
officer of the company who reviews the 
contents before the mail is distributed 
to the departments in which it will be 
processed. This practice can only result 
in delaying the various departments from 
commencing their daily work and can 
provide little advantage that could not 
be obtained by the spot-testing of files 
in the various departments or test- 
review of outgoing mail. 

Retention of records has posed a prob- 
lem both in the home office of companies 
and in the field offices. Each company 
should develop a schedule for retention 
of records based on insurance regulations 
and other legal requirements and the 
accumulation of old records limited to 
the specifications of such a_ schedule. 
Savings will be realized in both the home 
and field offices in valuable floor space 
and file cabinets as well as in salary 
expense for personnel engaged in the 
filing and storage of valueless records. 

ome organizations have further re- 
duced their volume of stored records 

y the use of microfilming. There are 
arguments both for and against micro- 
Iming and, again, a thorough study of 
the individual company’s problem should 
e made to determine whether or not 
determinable savings and other possible 
advantages will offset and warrant the 
Cost of the necessary equipment and the 
Personnel for its operation. 

Methods of filing daily reports vary 
Widely throughout the industry. In some 


companies, daily reports are filed in 
each underwriting department, and in 
others the daily reports are concentrated 
in a central filing unit. In some com- 
panies, filing is by policy number or by 
prefix and then by policy number, in 
others variations of the terminal digit 
filing system are used, and there are 
still cases where daily reports are filed 
alphabetically by insurers. Many com- 
panies have decided upon the central 
filing unit as the most efficiént and 
economical and enjoy the personnel ad- 
vantages mentioned in connection with 
the centralization of other activities. 

Additionally, it is probable that better 
control of daily reports through a uni- 
form charge-out system and elimination 
of general access to the. files is attained 
with a central unit and, by instituting 
a prefile check of all premium items 
on daily reports for evidence of registra- 
tion, missed registration of premiums 
can be greatly reduced. A difference of 
opinion also exists as to whether live 
and expired daily reports should be 
filed together or in separate files. Survey 
of the company’s particular situation 
should result in determination of the 
best and most economical method in the 
circumstances. Open shelf filing, as op- 
posed to drawer filing, is also worthy of 
consideration. Filing cabinets are ex- 
pensive and space consuming. 


Policy Supply Retained by Supplier 


Companies have realized savings and 
have improved control by having their 
policy supply retained by the supplier 
who is responsibile for the maintenance 
of the inventory and the shipping of 
policy supplies to branch offices or pro- 
ducers on the basis of instructions 
received from the home office. This 
has resulted in the elimination of the 
need for storeroom space and personnel, 
and has been said to reduce loss to the 
companies through obsolescence of policy 
forms in some instances. On the basis 
of this experience enjoyed by some 
companies, this possibility appears to 
merit investigation. 

Procedures in the loss department 
should be carefully analyzed to determine 
if improvements are possible. For ex- 
ample, in some loss departments the 
daily report is called for and referred 
to both at the time of preparing the loss 
pocket file, and again when the loss is 
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paid. This second reference to the daily 
report should be eliminated with few 
exceptions. In some instances, daily 
reports are retained in the open loss 
files until the adjustment is completed. 
This practice obviously increases the 
cost of handling daily reports as a re- 
sult of the searching necessary to obtain 
the dailies for the use of other depart- 
ments, delays the operations of other 
departments and can serve no useful 
purpose to the loss department if the 
loss face sheet or similar document is 
adequate and properly prepared initially. 

Many companies are reducing the 
operations involved in the handling of 
losses by providing for average reserves 
on certain lines of business, and 
treating certain claims as “fast track” or 
“one shot” claims, meaning roughly that 
nothing goes forward from the _ loss 
department to the statistical department 
concerning certain claims until the ad- 
justment has been completed, at which 
time one advice to the statistical de- 
partment suffices. 

Claims are made that increased econ- 
omy, efficiency and facility in claims 
handling is anticipated by wide industry 
use of recently standardized casualty 
claim forms. Re-design of the forms in 
use within many individual claims de- 
partments can result in similar benefits. 
Loss adjustment expenses should be ana- 
lyzed to determine if losses can be 
adjusted less expensively by the use of 
the various bureaus on assessment plans, 
as opposed to the use of company or 
other independent adjusters, or vice 
versa. 

Salvage and Subrogation 


While salvage and subrogation receipts 
result in a reduction of the amount paid 
for losses, in a sense the company has 
suffered an expense if salvage and 
subrogation potential is overlooked, or 
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if proper follow-up is not exercised to 
effect recoveries. Analysis should be 
made of the methods in practice for 
controlling salvage and subrogation files, 
and such procedures agreed upon as 
will give the best assurance that re- 
coveries through these sources wil! be 
realized where possible. 

Many premiums receivable accounting 
units are incurring avoidable expense 
due to differences between agents’ and 
company accounts, Apart from the ex- 
pense incurred in identifying, bookkeep- 
ing and clearing these differences, the 
factor of a degree of impairment of re- 
lations with the agents merits considera- 
tion. In the case of agents who pay 
their balances on the basis of accounts 
current rendered to the company, pre- 
mium differences do not present a serious 
problem and, in fact, the accounts cur- 
rent provide a measure of control over 
the company’s premium processing. 

However, if agents pay their balances 
on the basis of accounts rendered by 
the company, it is necessary for the 
company’s processing of premium items 
to be on a current basis with emphasis 
on assurance that credit items received 
during the last week of the month are 
reflected in the agents’ accounts. One 
of the widely adopted and best regarded 
methods of establishing such a degree 
of currency in billing has been to have 
premium items coded and processed for 
accounting and statistical purposes im- 
mediately upon their recipt in the office, 
before review in the underwriting de- 
partments. 

Premium Items and Fieldmen’s Expenses 

Controls should be so devised to in- 
sure reflection in the agents’ accounts 
of all premium items. Particular atten- 
tion to installment premiums is some- 
times necessary. Audit premiums and 
the premiums depeloped by value re- 
ports are oft-times subject to being 
overlooked or delayed in establishment 
because of weaknesses in the system 
providing for following up such items. 
It is particularly important that pre- 

(Continued on Page 34) 
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miums developed by final audits be billed 
without undue delay. 

Fieldmen’s expenses have sometimes 
been found to be excessive from the 
standpoint of office and secretarial ex- 
pense. It will often be found that 
secretarial expense can be eliminated by 
the use of hand-written forms for intra- 
company communication, and by the 
home office stenographic pool handling 
correspondence of a more formal nature 
for the fieldman. 

It would be well for companies to 
periodically review the responsibilities of 
their fieldmen. The fieldman is funda- 
mentally a producer and the company’s 
representative to the agent. In years gone 
by, principally because of communication 
and transportation difficulties, the field- 
man to all intents and purposes was the 
company as far as the agent was con- 
cerned. He performed many services in- 
cluding the adjusting of losses, super- 
vision of collections and many other 
services now otherwise provided for. 

There are still fieldmen performing 
practically these same duties, with the 
result it is necessary for him to have 
an office and stenographic assistance, 
greatly increasing his expense of opera- 
tion, while at the same time his value 
to the company as a producer is seriously 
impaired. Loss adjustment should not 
be a responsibility of the fieldman nor 
should the processing of unpaid losses; 
collection responsibility of the fieldman 
should be limited to items on which 
normal collection effort by the account- 
ing department or collection department 
has been unsuccessful. 

The fieldman’s responsibility should. 
in the main, be limited to production and 
agency service and if this be so, in the 
majority of instances, there will be no 
necessity for the expense of an office 
or secretarial assistance. A greater bene- 
fit that will be derived is the increased 
time given the fieldman for production, 
coupled with improved relationships with 
the agents. 

The use of company-owned cars, as 
opposed to rented vehicles, has been the 
subject of a number of studies, with the 
result that one method or the other has 
been found advantageous. Here again, 
of course, there are many factors pecu- 
liar to the company’s particular situation 
that will govern the decision. 

Reducing Renewal Costs 

The company’s policy as regards re- 
newals may be resulting in expense that, 
if recognized, would be a factor in dic- 
tating a change in policy. For instance, 
the initial savings effected by automatic 
renewals may be more than offset by 
flat cancellations. Reversal of the original 
entries through statistical, accounting 
and billing and the handling of daily 
reports, coupled with typing costs and 
form stock waste, in connection with 
flat cancellations, represent substantial 
expense that might be largely avoidable. 

Special committees of the Board of 
Fire Underwriters of the Pacific and the 
California Association of Insurance 
Agents have been working on the prob- 
lem of flat cancellations. They estimate 
that these may run as high as one out 
of every eight policies. The committees 
feel that the major cause is the lack 
of pre-renewal solicitation, and suggest 
a renewal notice system designed to 
improve the efficiency of producers’ op- 
erations and which they feel will cut 
expenses substantially for both producers 
and companies. 

Some rather startling figures were de- 
veloped by a recent study of cancalla- 
tions. It was found in one instance that 
20% of all policies written were can- 
celled before expiration, and that 37% 
of this 20% had been cancelled flat. 
The point is also made that a policy can- 
celled flat that ‘has been in force for a 
period of time, has provided free insur- 
ance. This, of course, is expense in the 
sense that this earned premium was not 
received by the company to apply against 
its expenses of operation. 

Avoid Unprofitable Business 

I think it is pertinent to mention that 
it must be remembered that after all 
the work of streamlining and improving 
procedures has been completed, and the 
expense of processing an individual item 
brought as close as possible to the irre- 
ducible minimum, there still remains an 


expense for processing each item. This 
expense is an unfortunate outlay for the 
company if it is the result of processing 
predictably unprofitable business. It fol- 
lows that regardless of anything that is 
done to reduce the expense of item 
processing, paramount in importance is 
the production of business that can rea- 
sonably be expected to be profitable from 
an underwriting standpoint. 

To this end, management and all of 
those intimately concerned with produc- 
tion, should be supplied with accurate 
and current agency or producer experi- 
ence, expanded to give such detail as 
regards line and territory as is of value. 


Therefore, any study made with the ob- 
jective of reducing expenses while im- 
proving control and efficiency of opera- 
tion, should be extended to include 
assurance that this vitally necessary 
information is made available without 
delay, on a monthly or quarterly basis. 

If management and the producing staff 
are armed with this information, the 
agents with small volume and small po- 
tential will be eliminated, as will those 
agents not producing an over-all profit 
to the company. The proper underwrit- 
ing of the agency plant supplemented 
by the underwriting of the individual 
risk, where warranted, combine to effect 


expense control at its most effective 
point. Forgive me for harping on the 
fact that there is nothing that can jn- 
ure to the good of the company jn 
unprofitable business, however efficiently 
and economically it is processed. 

I have deliberately refrained from 
comment on the subject of commissions 
But as further evidence of the pressing 
need for recognition of the urgency of 
cost reduction, I quote a comment made 
earlier this year by the president of one 
of the representative associations of in- 
surance brokers, that “closer control of 
internal costs should precede commission 
reductions by the companies.” 
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thankful that ours is a land of 
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Asst. Marine Manager of 


Royal-Globe Ins. Group 


GEORGE H. BUNYAN 


Royal-Globe Insurance Group an- 
nounces transfer of George H. Bunyan 
to its marine operations, and his appoint- 
ment as an assistant marine manager. 
In his new capacity, Mr. Bunyan will 
have executive duties in association with 
Deputy Marine Manager W. H. Curwen, 
Marine Secretary G. A. Bernard, and 
Assistant Marine Managers C. H. Peder- 
sen and J. G. Romans. 

A graduate of Wesleyan University, 
Mr. Bunyan joined the group in San 
Francisco in 1934 He served as inland 
marine representative in Los Angeles 
and assistant inland marine superin- 
tendent in San Francisco, and in 1945 
was manager of the marine department 
in San Francisco. 

He served as agency secretary in the 
Pacific department with general execu- 
tive duties including assisting in the 
supervising of the marine department. 
For the past year and a half he has 
had administrative charge of production 
planning and research in New York as 
secretary of all of the companies of 
the group. 


Charles William Benfield, president of 
Charles W. Benfield, Inc, New York 
City insurance firm, who celebrated his 
65th birthday November 12, was honored 
at a luncheon at the Drug & Chemical 
Club in New York City on November 7. 
Forty persons attended. Mr. Benfield 
began his insurance career in 1916 with 
Frank B. Hall and Co. and was associ- 
ated with Fox and Pier from 1931 to 
1936 as manager of the marine depart- 
a before forming his own corpora- 
ion. 

Mr. Benfield has served on the insur- 
ance committee of the American Truck- 
ing Association and is a member and 
past president af the Maplewood, N. J., 
Country Club. He is also a member of 
the Down Town Athletic Club, Traffic 
Club of New York and the New Jersey 
State Senior’s Golf Assn. 

The luncheon was arranged by a com- 
mittee comprising Gilbert L. Kerr, vice 
President, Recording and_ Statistical 
Corp. ; Thomas J. Lynch, vice president, 
Marine Office of America; Joseph G. 
Sullivan, America Fore Loyalty Group, 
and J. L. Kinzinger, executive vice presi- 
dent of Charles W. Benfield, Inc. 





J. HERBERT CRAFTS DIES 
‘ Herbert Crafts, 62, a general insur- 
ince producer in Buffalo, N. Y., the 
a Six years, died of a heart attack 
Perma’ 6. He had been superintend- 
Bonds claims for the Massachusetts 
the fr & Insurance Co. of Boston at 

tm's offices in Buffalo for 31 years 
‘tore starting his own business. 
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There is a fire protection represent- 
ative on your local Royal-Globe mo- 
bile production team. His advice is 
proof to your clients that they are 
in competent hands. He is one more 
reason why Royal-Globe is 
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Charlotte Twins “Newsboys” 
At NAMIA Convention 





Alvin (left) and Allison W. Hyatt, Twin 
Sons of A. A. Hyatt, Receive Electric 
Wristwatches from Fred M. Ludwig, 


Pennsylvania Lumbermens 


Mutual. 


President, 


Alvin and Allison Hyatt, 14-year-old 
twin Mr. and Mrs. A. Allison 
Hyatt of Charlotte, N. C., served credit- 
ably as official newsboys at the recent 
27th annual convention of the National 
Association of Mutual Insurance Agents 
(NAMIA), held at the Commodore 
Hotel, New York. 

The boys, wearing caps and newsboy 
aprons, distributed copies of the daily 
“Agent News,” published for the con- 
vention by the Pennsylvania Lumber- 


sons of 


mens Mutual Insurance Co., (PLM) 
Philadelphia, which has a. branch in 
Charlotte. 


The lads accompanied their parents to 
the convention. Their father, a delegate 
to the conclave, heads the Hyatt Insur- 
ance Agency, Charlotte. Frank A. White, 
Jr., resident vice president of PLM in 
Charlotte, made the arrangements. 

It was their first trip to New York 
and after their first glimpse of the Man- 
hattan skyline, Allison described the 
city as “awful big.” Alvin termed it, 
“all right.” 

The twins were presented with identi- 
cal Hamilton electric wristwatches by 
Fred M. Ludwig, president of PLM, for 
their efforts in behalf of Agent News. 

In addition to the twins, the Hyatts 
have a daughter, Cynthia, 19, a sopho- 
more at Salem College, Winston-Salem, 
N. C., who was unable to get away from 
her studies to come to New York with 
the family. 





GAB Closes 80% of Losses 


On Hurricane Helene 


General Adjustment Bureau, Inc., 
closed approximately 80% of its Hurri- 
cane Helene loss assignments as of Octo- 
ber 25. This was announced by R. G. 
Bachman, president, who _ stated that 
exactly four weeks following the date 
the hurricane struck the bureau had re- 
ceived approximately 13,000 assignments 
and had adjusted slightly over 10,000. 

Hurricane Helene, the eighth of the 
1958 season, battered the coast of the 
Carolinas on September 27. Even before 
the storm had fully subsided, adjusters 
were enroute to the area. A total of 189 
adjusters were dispatched by all depart- 
ments of the bureau to the Wilmington, 
Morehead City, Myrtle Beach, New 
Bern, Hatteras, and Greenville areas. 

Hurricane Helene -was_ designated 
Catastrophe No. 97 by the National 
Board. Since the localities it lashed had 
been mauled by other storms in past 
years, bureau adjusters found insureds 
fully cooperative. This, in substantial 
measure, accounted for the speed with 
which the unusually large staff of ad- 
justers were able to close the excep- 
tionally large number of losses in so 
short a time. 
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Expense Portion Analysis 


(Continued from Page 31) 


almost 425 million dollars. Percentage- 
wise the underwriting loss for 1957 is 
shown as 16.2%. 

Substantially increased rates would 
provide a quick remedy to this situation 
but unforunately higher rates seem to 
accelerate the movement of business to 
the non-agency companies. 


Expenses of Direct Writers 


Last spring a prominent certified pub- 
lic accqunting firm in the mid-West re- 
leased to its clients a comprehensive 
analysis of the underwriting results and 
expense performance for the past five 
years of four principal independent di- 
rect automobile writers—Allstate, Farm- 
ers Insurance Exchange, Nationwide 
Mutual, and State Farm Mutual Auto- 
mobile. Net premiums written in 1953 
by these four companies totaled $546,- 
343,522 and at year end 1957 their 
writings had grown to $848,646,096 — 
55.3% increase. 

While agency stock companies and 
their producers were struggling valiantly 
to live within their 45.5% portion of the 
premium dollar allocated to all expenses, 
these four companies posted an expense 
ratio of just under 33% on the basis 
of adjusting their premiums to manual 
rate levels. 

It is small wonder that company man- 
agements, after a searching re-examina- 
tion of each factor comprising the pre- 
mium dollar, have decided that this 25% 
for total production expense should be 
pared to 20%. I have heard the question 
ava as to why the entire 5% reduc- 
tion must come out of the agent’s 
pocket—why doesn’t the company share 
it? The truth is that the company does 
participate because the moving up of the 
permissible loss ratio from 54.5% to 
59.5% results in the final premium that 
the customer will pay for his coverage 
being 8.4% less than would have been 
produced under the old formula. 

Thus while some companies are asking 
producers to take a 5% reduction in 
automobile commissions, they are con- 
fronted with an additional shrinkage in 
premium of 3.4 points plus incurring 
more claims adjustment expense in con- 
nection with the five point increase in 
allowable claims that they must handle. 


Preserving “Take Home” Pay 


While reductions in income are pain- 
ful and certainly to be avoided if at all 
possible, I do not think that a change 
in a gross commission rate necessarily 
nor automatically denotes a reduction in 
an agent’s net income. Perhaps a re- 
assignment of functions between insurer 
and producer and the elimination of 
duplicate handling will free him to 
devote more time in his primary role as 
a salesman. Thus while his gross income 
per item may shrink, it is conceivable 
that his net income may in fact increase. 
It is in this vein of preserving the 
agents’ present “take home” pay that 
I suggest we all think of possible econ- 
omies in handling costs as we review 
the answers supplied. 

The 82 companies contributing report 
total production sources of 323,443. (If 
an assumption is made that the average 
independent producer represents eight 
companies, or groups, there are upwards 
of 40,000 distinct agency or brokerage 
sources represented in these figures.) 
Of these brokers and agents 34.8%, or 
112,558, accounted for 75% to 80% of 
these insurers’ aggregate premium vol- 
umes. Translated into dollars, this means 
that approximately 35% of the produc- 
tion force accounted for approximately 
$2,625,000,000 in premiums. The remain- 
ing 65.2% of the producers accounted for 
only 20% to 25% of their companies’ 
volume of approximately $875,000,000. 

If we assume an average annual cost 
of $200 for maintaining and servicing an 
agency, then 112,558 agents cost their 
companies in production overhead for 
direct servicing expense (i.e., not includ- 
ing company supervisory production per- 
sonnel) about = $22,511,600. Ratioed 
against premiums produced by this group 
this is only 86%. Employing this same 
yardstick, the other 210,886 producers 


cost $42,177,000 to service which ra- 
tioed against a volume of $875,000,000, 
results in a ratio of 4.82%. 


Improving Premium Volume Per Agency 


It is indicated that only 11 companies 
averaged a premium volume per account 
in excess of $20,000. My conclusion is 
that the best interests of our industry 
and the insuring public would both be 
served by companies pruning their agen- 
cy plants and eliminating the part- 
timers, the non- -professionals, and fringe 
operators. For an agent’s part, he should 
have the forthrightness to surrender his 
connection with any company that he 
does not plan to build to a respectable 
volume. A minimum of $20,000 to $25,- 
000 for a multiple line connection occurs 
to me as bespeaking mutual confidence. 

My personal conviction is that pro- 
ducers who maintain accounts with vol- 
umes of $3,000, $4,000, or $5,000 and have 
no honest intention of increasing their 
activity with that company are doing the 
entire insurance community, as well as 
themselves and the company, a grave 
disservice. In furtherance of this trend 
of thought, the 82 companies report their 
total number of special agents as 6,219. 
How many of these men could be trans- 
ferred to other duties and how many 
points drop would we see in the “other 
acquisition expense” column of company 
statements if we could eliminate the 
costs attendant to agency servicing, poli- 
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cywriting, and premium collection fune- 
tions in connection with these non-pro- 
ductive sources ? 

As to agency qualification standards of 
various companies the gist of replies 
were along the line that more and more 
companies are moving towards require- 
ment of their agents working full-time 
in the insurnace business and related 
lines such as real estate, accounting or 
banking. The wide range of answers 
support the thought that plenty of room 
still exists for upgrading agency plants 
and the establishment of more _ rigid 
qualification standards in new appoint- 
ments. 
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Certain agency spokesmen in the hope 
of effect-ng some expense saving have 
exhorted their organization members not 
to reverse telephone calls or ask com- 
panies for stationery or other similar 
zratuities. While every little bit helps, 
it does not appear that this is a problem 
of great magnitude. 

We had heard the opinion expressed 
that safety engineering iS now so in- 
tegral a part of the thinking and plan- 
ning of industrial management that per- 
haps the allowable in rate making for 
accident prevention activities by the 
companies might safely be reduced. The 


50 “nos” that were received belie that 
theory. 
The point is made that indirect ex- 


pense connected with maintaining each 
employe is quite substantial and _ there- 
fore the more work that can be mecha- 
nized or the more efficient a staff is, the 
greater will be the savings, not only in 
direct salaries; but also in rent, office 
equipment, employe benefits, et cetera. 
Employe Turnover 

We were searching for a correlation 
between lack of formal training or edu- 
cational program and a higher employe 
turnover rate. Replies leave this point 
inconclusive, but they do clearly show 
a fertile field for formal education ef- 
fort. The economic waste inherent (lost 
efficiency and outright mistakes during 
the training period for new employes, 
plus the time invested by those serving 
as instructors) in high employe turnover 
can readily be visualized by us all. The 
same broad agreement may not prevail 
as to the wisdom of paying salaries that 
are competitive with those in general 
industry. 

A survey of starting salaries for male 
college gr: aduates reported in the Journal 
of College Placement discloses _ that 
banking, insurance and investments ex- 
pected to offer the 1958 graduate holding 
a BA. or B.S. degree a starting salary 
of $376 while most other major indus- 
tries offered wages 12%% to 16%% 
higher than that figure. The highest 
starting rate reported was in the aircraft 
industry at $444. 

In this same vein another survey 
reports that the average 1949 graduate 
working in general business was earning 
$650 per month eight years later at the 
end of 1957. This compares with an 
average in the insurance business for 
the 1949 graduate of, as nearly as I can 
determine, around $550 to $575. We sim- 
ply cannot afford to be penny-wise ant 
pound foolish in this matter of salary 
administration either at the clerical oF 
career employe level. 


(To Be Concluded) 





Patterson Special For 


Reliance in N. Y. Field 
Raymond G. Shepard, vice president- 
manager of the New York department 
of Reliance Insurance Co., announces 
appointment of Oliver F, Patterson 4s 
special agent. He will assist Production 
Superintendent Joseph H. Kiefer in the 


New York suburban territory. , F 
Mr. Patterson has had fire and inlan¢ 
marine underwriting experience an as 
travelled the New York suburban tertr 
tory for nearly seven years. In addition, 
he has taken various insurance course 
and is familiar with loss adjustment an 
rate schedule work. 
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John T. Byrne of Talbot, Bird & Co., 
New York, and representing the Asso- 
ciation of Marine Underwriters of the 
United States at the Hemispheric In- 
surance Conference at Caracas, Venezu- 
ela, this week, spoke highly of “Tables 
of Practical Equivalents.” This booklet, 
he said, compares the principal terms, 
clauses and covers used in various coun- 
tries for the insurance of cargo against 
transport risks. It is published jointly 
by the International Union of Marine 
Insurance and the International Chamber 
of Commerce, and is available in Span- 
ish, French, German, Italian and English. 

“IT am encouraged to remind members 
of this Conference of the ‘Tabies’ and to 
urge the broadest possible distribution 
of this fine technical publication,” Mr. 
Byrne said. “I am so encouraged by 
our experience in the United States in 
distributing the second English edition. 

“However, I must admit to disappoint- 
ment regarding the number of copies of 
the Spanish-language edition which have 
been sold in Latin America. I am in- 
formed by the International Union of 
Marin Insurance that only 432 copies 
have been distributed, and these orders 
have been confined to Brazil, Chile, Co- 
lombia, Cuba, Mexico and Venezuela. 

“The revised English edition, avail- 
able in May of this year, compares the 
terms, expressions and clauses currently 
in use in 13 countries. By consulting the 
‘Tables’ traders can give precise instruc- 
tions on insurance coverage to their 
foreign suppliers and customers. At 
the same time bankers and forwarders 
find it possible to determine the precise 
intentions of the parties involved in a 
shipment. 

“The ‘Tables’ handbook has become 
established quickly as a standard refer- 
ence work for banks, insurance compa- 
nies, exporters, importers, and forward- 
ing and shipping agents. It has inter- 
ested me a great deal to note the brord 
basis of distribution of the English edi- 
tion in the United States. Requests for 
copies have flowed from all over the 
country and from all types of business 
firms into the offices of the American 
Institute of Marine Underwriters and 
the United States Council of the 1.C.C. 

The experience in the United States 
seems to indicate that extensive pub- 
licity of the ‘Tables’ by a central dis- 
tribution agency or agencies will arouse 
considerable interest among those com- 
mercial groups who can benefit by the 
Tables.’ In the United States the Insti- 
tute and the Council, worked closely to- 
gether in preparing publicity, announce- 
ments, special artciles for trade journals 
and so forth. The results appear to indi- 


fate, considerable success from this ef- 
ort. 





Cooperative Efforts to Reduce 
Cargo Losses 


Mr. Byrne also asked for cooperative 
efforts to further cargo loss prevention. 
re Suggested that the Hemispheric Con- 
frence consider naming a special com- 
mittee or subcommittee to carry for- 
Ward an analysis of the problems and the 
solutions needed. 

_ 4 wish it were possible to report to 
a that there has been improvement 
4 the causes for loss and damage to 
argo,” Mr. Byrne said. “However, 
measurements are intangible; and when 
mprovement can be shown in one area, 
‘re appears simultaneously to be de- 
oration in another area. 

sttn i: important thing, of course, is to 
ae ate continuing efforts to isolate the 
‘ of of trouble, to analyze them and 
ane ist the efforts of shippers, pack- 

» Catriers, warehousemen, and others, 


te 





Byrne on Cargo Losses and Use of 
Tables of Practical Equivalents” 


including port and civic authorities, to 
make improvements. It is most heart- 
ening to read such reports as the follow- 
ing received recently from a port on 
the East Coast of South America: 

“‘A group of importers met with the 
local Chamber of Commerce and munici- 
pal authorities in an effort to formalize 
a program to curtail pilferage on the 
piers. This is the type of direct ap- 
proach which focuses attention on the 
situation and leads to collective action. 
While the example applies to pilferage, 
the same collective action can be directed 
to other sources of difficulty. 


Collective Action Helpful 


“Results of such work will indicate 
one or more solutions to be tried. They 
may lead to improvements in methods of 
discharging cargo, in facilities for receiv- 
ing and storing cargo, in methods of su- 
pervision and protection of the goods 
while in the custody of customs or ware- 
housemen, in types of packing of goods, 
in delivery facilities between point of 
discharge and consignee, and so forth. 

“The International Union of Marine 
Insurance is continuing its program of 
loss prevention. The objective continues 
to be the stimulating of national associa- 
tions to throw light on troublesome com- 
modities, port areas and trade routes. 
By so doing, interested, parties are able 
to trace the source, route, and destina- 
tion of particularly difficult items. This 
can be especially important when it 
is useful to enlist the cooperative ef- 
forts of underwriters, carriers or others 
at the point of origin or port of dis- 
charge. 

Two Successful Examples 


“An example of cooperative effort at 
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the moment is a research study by Stan- 
ford Research Institute, in California, 
on sweat damage to canned goods. The 
first year’s analysis has been completed. 
It has revealed additional matters that 
require evaluation, and as this is written 
the producers, carriers and others who 
sponsor the project are considering ex- 
tending the research work for a second 
year. 

“A second example is that of damage 
to cargo by carbon black. This fine 
powdery substance happens to be shipped 
through the same American ports that 
handle cotton. Over the years it appears 
that seepage of carbon black from torn 
bags has so stained the floor of some 
piers and sheds that cotton becomes con- 
taminated when dragged over the floor. 
There is much controversy over the situ- 
ation. 

“The Southwest Research Institute has 
been called in by the water carriers to 
analyze the problem. They have made 
it clear that only a cooperative effort 
by producers, exporters, terminal opera- 
tors, carriers, and others can lead to a 
reduction in loss experience on cargo 
contaminated by carbon black. I do 
not pass judgment on the problem; it is 
my purpose only to illustrate how co- 
operative efforts will serve to prevent 
economic waste for everyone involved. 

“Therefore, it is strongly recommended 
that marine underwriters in every coun- 
try should initiate these cooperative ef- 
forts. There are chambers of commerce, 
boards of trade, associations of other 
types, municipal authorities, cargo sur- 
veyors and other specialists, all of whom 
are competent to assist. An exchange 
of information between countries, such 
as the exchange accomplished by mem- 
ber associations of the International 
Union of Marine Insurance, will also be 


helpful. It is suggested that the Con- 
ference should consider appointing a spe- 
cial committee or subcommittee to carry 
forward this type of analysis.” 





Edward Greenbaum Dies 


Edward Greenbaum, president of 
Maritime Service Corp., general insur- 
ance brokers at 90 John Street, New 
York City, died November 2 after a short 
illness. He was born in Hungary in 1883 
and had been engaged in insurance as 
a broker in this country since 1902. He 
was widely known in the fur industry 
and was a developer of the furriers’ block 
policy with conversion coverage. 

His sons, Edward, Jr., and William, 
were associated with him in the broker- 
age business and are officers of the 
Maritime Service Corp. 





N. J. Insurance Women 


Hear R. O. Arther Speak 


The Insurance Women of New Jersey 
at their dinner meeting in Newark had 
as guest speaker Richard O. Arther, 
well known expert in the field of scienti- 
fic lie detection and author of many 
articles on that subject. 

President of the Insurance Women 
of New Jersey is Margaret E. Strasser, 
personnel supervisor, Home Insurance 
Co., East Orange, N. J. First vice presi- 
dent and program chairman is Margaret 
M. Keegan, supervising underwriter, 
American Insurance Co., Newark. 
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Wallace Falvey, Mass. 
Bonding Leader, Dies 


SUCCUMBS TO HEART ATTACK 





Elected President in 1947; 41 Years With 
Company; Interest in Accident Pre- 
vention Will Be Long Remembered 





Wallace Falvey, president of Massa- 
chusetts Bonding & Insurance Co. of 
3oston, died November 7 in the Mary 
A. Alley Hospital, Marblehead, Mass., 





WALLACE FALVEY 


following a heart attack. He was 64 
years of age. His insurance career ex- 
tended over 41 years, all with the Massa- 
chusetts Bonding. 

A prominent figure in the casualty 
and surety executive ranks, Mr. Falvey 
had been president of his company since 
December, 1947. He succeeded his father, 
T. J. Falvey, founder and president of 
Massachusetts Bonding, following his 
death. 

A graduate of Boston Latin School and 
Harvard University, Mr. Falvey studied 
law at night in Northeastern University, 
Boston, following graduation from Har- 
vard. To provide money for his legal 
education he got a job with Jackson & 
Curtis, Boston, as a bond salesman. 
However, when World War I started he 
enlisted in the U. S. Navy as an aviator, 
and upon this discharge he was a test 
pilot. 

His initial job with Massachusetts 
Bonding was in its home office surety 
claim department. In 1921 he was as- 
signed to the New York branch office, 
was elected vice president in 1926 and 


served creditably as manager of the 
branch until his transfer to the home 
office. 


His Accident Prevention Activities 


Mr. Falvey will long be remembered 
for his keen interest in accident pre- 
vention. For many years he served as 
chairman, advisory committee of the 
accident prevention department, Associa- 
tion of Casualty & Surety Companies. 
He was also president of American 
Museum of Safety; on the directorate 
of National Safety Council, and past 
president of National Association of 
Casualty & Surety Executives. 

His civic duties included serving as 
manager of the Massachusetts Eye 
Ear Infirmary of Boston and as a mem- 
ber of the Corporation of Northeastern 
University. He was also a director of 
Rockland-Atlas National Bank of Boston 
and member of the Corporation of the 


(Continued on Page 44) 


NBCU Reply to Slawsby on 
Auto Rate Classifications 


William Leslie, general manager of the 
National Bureau of Casualty Under- 
writers, has written Archie M. Slawsby, 
Nashua, N. H., president, National Asso- 
ciation of Insurance Agents, contradict- 
ing a statement by the latter concerning 
the keeping by NBCU of records of 
auto premiums by class and losses by 
classification. 

Mr. Slawsby was quoted as follows 
San Francisco to the 
California Agents: “. . . few companies 
and certainly no bureau .. . keep records 
of auto premiums by class and _ losses 
by classification. The premiums are 
accounted for and the losses are too, 
but divisions of premiums and losses by 
classification are non-existent.” 

The National Bureau received many 
inquiries concerning the matter, causing 
Mr. Leslie to write Mr. Slawsby and at 
the same time to release the text of 
the letter for publication by the press; 
believing also that Mr. Slawsby “will 
welcome the facts in the matter : 
(and that) they should be known and 
understood by the producers.” 

Mr. Leslie’s letter said in part: “The 
National Bureau of Casualty Under- 
writers does compile premiums and losses 
by classification by state as well as on 
a consolidated basis. The fact, there- 
fore, is that the Bureau’s present classi- 
fication plan and differences in rates 


in a speech in 
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N. J. Bennett Actuary for 
America Fore Companies 





NORMAN J. BENNETT 


J. Victor Herd, chairman and president 
of the America Fore companies of the 
America Fore Loyalty Group, announces 
appointment of Norman J. Bennett as 
actuary for the Group. Mr. Bennett has 
been actuary and Deputy Commissioner 
of the Florida Insurance Department 
since 1956, 

3orn in Boston, Mr. Bennett received 
his A.B. degree from Harvard University 
in 1948. He also attended State Univer- 
sity of Iowa in the Actuarial Science 
Department. He entered the insurance 
field in 1948 as an actuarial student with 
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Program for Mutuals’ 
Technical Conference 

NOVEMBER 17-20 IN BOSTON 

Speakers Include Dr. Ralph H. Blan. 


chard, S. Bruce Black, Paul S. Wise, 
J. M. Muir; Session Topics 











The future of the property-casualty 
insurance business, developments in the 
automobile liability insurance situation, 
and problems raised by the spread of 
multiple-line underwriting will be major 
topics engaging the attention of over 
500 underwriters and engineers who will 
meet November 17-20 at Boston’s Hotel 
Somerset for the annual Mutual Insur- 
ance Technical Conference. 

It is sponsored by the Federation of 
Mutual Fire Insurance Companies, the 
Mutual Insurance Advisory Association, 
the Mutual Insurance Rating Bureau, 
and the Transportation Insurance Rat- 
ing Bureau. There will be joint sessions 
of representatives of all four organiza- 
tions on the first three mornings of the 
conference, with other separate sessions 
devoted to property and casualty insur- 
ance subjects. 

Luncheon speaker on November 17 
will be Dr. Ralph H. Blanchard, Colum- 
bia University emeritus professor of 
insurance. 

Future prospects in the property-cas- 
ualty insurance field will be analyzed at 
the opening joint session by S. Bruce 
Black, chairman of the boards of the 
Liberty Mutual Insurance Cos. 

Speakers on the automobile liability 
situation, November 18, will be Paul S$. 
Wise, Chicago, legislative department 
manager American Mutual Insurance 
Alliance. Dr. Hans Zeisel, of the Univer- 
sity of Chicago’s law school, and Joseph 
M. Muir, New York City, general man- 
ager, Mutual Insurance Rating Bureau. 

Mr. Wise will view the outlook for 
legislative activity dealing with the prob- 
lem of the financially irresponsible 
motorist during 1959. Dr. Zeisel will 
present pertinent findings of the nation- 
wide survey of the workings of the jury 
system which the University of Chicago 
has been conducting for several years, 
and which now is nearing completion. 

fr. Muir’s subject will be automobile 
rate making and rate approval. 


Speakers Subjects For Joint Session 


Speakers at the Wednesday joint ses- 
sion will be: R. K. Fowler, Indianapolis, 
assistant vice president Indiana Lumber- 
mens Mutual, on “Developments in the 
Package Policy Field”; J. A. Babb, De- 
troit, assistant vice president Michigan 
Mutual Liability, on “New Techniques 
in Policy Writing”; and R. M. Dough- 
erty, Owatonna, Minn., vice president 
Federated Mutual Implement & Hard- 
ware, and Kermit Hill, Chicago, vit 
president American Manufacturers Mt 
tual Insurance Co., on “Effect of Mul 
tiple-line Operations on Internal Orga" 
ization of Insurance Companies.” , 

Topics to be considered at session 
sponsored by the Federation of Mutua 
Fire Insurance Companies anc the 
Transportation Insurance Rating Bu- 
reau are: management and the under 
writer; underwriting management tec 
niques—selection and training, followup 
of engineering recommendations, proper 
use of investigation reports; underwrit 
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Wm. Buckman Talks on 
Casualty Trends in U. S. 


AT HEMISPHERIC MEETING 





C. & S. Assn. Research Manager Points 
to Continued Intense Competition in 
Liability Ins. Marketing Methods 





William Buckman, manager, depart- 
ment of research of Association of Cas- 
ualty & Surety Companies, prepared a 
paper on “Developments in Casualty In- 
surance in the United States—1956-58” 
which was presented this week by the 
United States delegation to the seventh 
Hemispheric Insurance Conference at 
Caracas, Venezuela. Mr. Buckman gave 
a clear-cut picture of the major casu- 
alty insurance developments since 1956, 
dwelling in particular on the adverse ex- 
perience in the automobile lines which 


accounted for sizable underwriting 
losses. 

In the development of his paper he 
centered attention on those’ events 


which have a strong existing and poten- 
tial impact on the casualty business. 
These include underwriting problems and 
results, changing patterns in casualty in- 
surance, atomic hazards insurance, legis- 
lation, public relations and traffic safety 
activities and the trend toward govern- 
ment encroachment. 
Changing Patterns 

Of particular interest to the Hemi- 
spheric Insurance Conference was the 
reference to the changing patterns in 
casualty insurance which follow: 

“The past several years have seen a 
continuation of the intense competition 


between various insurance marketing 
methods in the liability as well as the 
property insurance field. Particularly 


significant is the competition between 
so-called direct writers and agency com- 
panies. 

“Symptomatic of the intense compe- 
tition between insurers is the increase 
in advertising campaigns through nearly 
every type of media including television. 
Many old line companies ‘have changed 
from institutional type advertising to 
product selling. 

“Many new marketing innovations re- 
cently introduced are designed not only 
to meet increased competition but to re- 
duce administrative and selling expenses 
incident to the business. 

“To better serve the needs of insur- 
ance buyers and to increase sales ap- 
peal, insurance contracts are continuely 
being redesigned and contract wording 
has been vastly simplified. All risks con- 
tracts are being written more frequent- 
ly; unusual coverages are being tailored 
to meet the needs of those exposed to 
uncommon risks and catastrophic and 
excess coverages. Also, the expanded use 
of deductibles have appeared in response 
to buyers demands. 

Package Policy Trends 

“New combination and package poli- 
ties in the automobile and home-owners 
field and commercial property coverages 
have opened the door to account selling, 
which has automatically reduced admin- 
istrative and sales overhead expense be- 
sides saving time and expense on renewal 
business. The combining of several cov- 
trages both property and liability in a 
Single contract makes small accounts 
now worth soliciting and servicing. 

Companies are pushing account selling 
on the installment and budget plan, gen- 
trally on a monthly basis. Under these 
Plans all kinds of insurance are, in a 
sense, wrapped up in a single package 
Va single agent in a single group 
companies with the total insurance 
‘ost paid monthly by one check. Two 
age company groups (The Travelers 
and Insurance Co. of North America, Ed.) 
embracing property, liability and life in- 
surance are vigorously pushing this plan. 
. Removal of legal barriers to multiple 
me underwriting after World War IT 
womoted fire companies to acquire go- 
ng casualty companies and vice versa. 
gee events have witnessed prop- 
a y-lability groups merging with or 
ating life companies which apart from 
Widening sales and services has enabled 
More fully integrated corporate struc- 
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AIU Presents Closeup 
Of Auto Ins. Rating 

TO HEMISPHERIC CONFERENCE 

In Case of Rate Inadequacy Annual 


Review of Cumulated Experience and 
Immediate Rate Adjustment Advisable 








Caracas, Venezuela—In the discussion 
group VI on automobile insurance at 
the seventh Hemispheric Insurance Con- 
ference held here this week the Ameri- 
can International Underwriters Corp. 
presented an informative paper on 
“Automobile Insurance Ratings.” 

Delegates to this gathering were ad- 
vised of reasons for the unsatisfactory 
loss trend in the automobile insurance 
line in the United States. Admittedly 
the remedy is adequate rates but that 
is difficult to attain, said the AIU. 

The opinion was expressed by the AIU 
representative that rate inadequacy “calls 
for immediate action by insurers and 
regulatory bodies for at least annual re- 
view of cumulated experience and im- 
mediate rate adjustment rather than at- 
tempts to arrest the trend three or five 
years after overwhelmingly large under- 
writing losses have occurred. 

“Not infrequently insurers may have 
recognized the need for increased rates 
but have been reluctant either to pro- 
mulgate any increase at all or to en- 
force an adequate increase in rates. 
Usually, such reluctance stems from fear 
of the state or from fear of adverse pub- 
lic reaction.” 

Further along ft was noted that when 
a class of business is unprofitable as a 
whole the insurer, to maintain solvency, 
resorts either to extremely rigid selection 
and tough claim settlements, or estab- 
lishes a quota beyond which he will ac- 
cept no more business of that class. This 
is what has occurred in the automobile 
line in the United States in recent years. 


An Unsound Policy 


As to adoption of a deliberate policy 
of writing auto business at a loss to be 
made good out of profits from other 
classes, the AIU considers such policy as 
“unsound” and said: “If auto insurance 
rates are such that inevitable losses oc- 
cur over a period, such has to be made 
good, to repeat, out of abnormal profits 
on other classes such as fire business. 
Thus inadequate automobile insurance 
rates Over a period of years are nothing 
more or less than an outright subsidy 
to car owners. This subsidy is paid by 
the insuring public on other classes of 
business. . . No reason exists that car 
owners receive a subsidy at the expense 
of owners of other forms of property 
who may be less able to afford the 
burden.” 

Attention was then called to the fact 
that many companies reduced commis- 
sions last year on classes of business 
producing poor results, but in spite of 
this the unfavorable loss trend continues. 
“Assuming the insurers’ expense is no 
more than necessary to perform his 
function and assuming commissions paid 
are no higher than agents are prepared 
to justify to their clients by the serv- 
ice they render, insurers must not hesi- 
tate to obtain rates insuring that car 
owners will carry the full cost of the 
claims they generate,” the AIU stated. 

“While it may be argued that such a 
policy would result in the insurers pric- 
ing themselves out of the market, there 
is very little evidence of actual inability 
of owners to pay the increased premiums 
when in the recent past automobile rates 
were sharply advanced under impact of 
adverse experience.” 





A. R. HENRY’S NEW POST 

The Zurich-American Insurance Com- 
panies has promoted Allison R. Henry to 
superintendent of claims for their New 
Haven branch office. He joined Zurich 
at its New York office in 1951 after five 
years with The Travelers. Transferred 
to the New Haven office in 1954, he has 
served as assistant claims superintend- 
ent since 1955. 


Wm. H. Seymour’s Talk 
On Human Maintenance 


BENEFIT TO MANUFACTURERS 


Indicated Equal on Upkeep of Manpower 
as on Machinery; On-the-Job 
Medical Facilities 








Caracas, Venezuela—William H. Sey- 
mour, senior vice president, Liberty 
Mutual of Boston, discussed “Effects 
of Human Maintenance on Industrial 
Costs and Production” for the VII Hemi- 
spheric Insurance Conference here. 
Liberty Mutual is one of the foremost 
companies in the world as regards its 
interest and activity in rehabilitation of 
disabled workers. 

However, Mr. Seymour displayed his 
interest in more than rehabilitation of 
the disabled. Attention to the over-all 
welfare of the worker in his 40 hours 
of work and also 128 hours spent other- 
wise in the week suggests improved in- 
dustrial operation all around. 

The speaker recommended that manu- 
facturers install a doctor or a nurse in 
the factory to take care of the medical 
needs of the workers there. The labor 
force, he indicated, benefits personally 
and in increased working efficiencv 
through having medical attention avail- 
able at the plant. 

Mr. Seymour made a further point: 
“Tt seems to me,” he said, “that perhaps 
the best solution is not to act solely 
as a nurse for these people but rather 
to acquaint yourself with the various 
facilities, various community facilities 
available, for taking care of some of 
these personal problems and let the 
people in the plant also be acquainted 
with them. Some of these problems vary 
all the way from the man worrying about 
how he is going to pay his rent, to a 
fight with his wife. Now. most com- 
munities have facilities for adinsting and 
helping in these difficulties. Sometimes 
plants have facilities for lending peonle 
money; sometimes most of these facili- 
ties must be found on the outside. But 
if your people know there are such 
facilities, where they are located and 
what they do, it will pass quickly by 
word of mouth from one to the other 
and people will not, to the same degree, 
feel they are facing an _ impossible 
problem.” 


More From The Older Worker 


Another problem for general industry 
concerns the older worker. Mr. Seymour 
explained it: “That is the man you have 
had for years; he has heen a good 
operator: he has been well trained hut 
he is getting older. ... If it were possible 
to extend the production value of these 
neople for another 10 vears before thev 
had to be put on the shelf, there would 
be a great gain to industry—production- 
wise, cost-wise, etc. And the best way 
to do it is through a human maintenance 
program.” os 

He explained that it is not an out- 
right attempt to stop heart disease, 
kidney disease or some of the other 
ravages on older people, but it has be- 
come necessary to know how to hold 
them in check, and he commented “we 
do need to know how to continue the 
man’s effectiveness wav heyond such 
time as he would be effective if everv- 
thing was left to nature. This is not 
invading the privacy of the individual: 
this. again. is making use of known 
skills which can produce known values. 

“To sum up what we gathered down 
through the years in over 2,000 industries 
having approximately 500 employes per 
plant, as a result of proper industrial 
medical programs, their accident fre- 
quency has been reduced 44.9%: occu- 
national disease, 62.8: labor turn-over, 
27.3 and absenteeism, 29.7. Although we 
cannot get exact statistics we feel that 
the effectiveness of the entire employe 
population has been increased from 1 
to 5% which is all in addition to the 
other gains. In other words. the direct 
savings will pay for the investment of a 
medical program and actually the direct 
savings that are easily measurable are 
but a fraction of the indirect savings.” 

Mr. Sevmour described the work of 

(Continued on Page 44) 


Administration Of 
Multiple-Line Cos. 


DISCUSSED BY MICHELBACHER 





Advises Cautious Development; Shows 
Differences Between Fire-Marine 
and Casualty-Surety 





Caracas, Venezuela—Gustav F. Michel- 
bacher, retired president of Great Ameri- 
can Indemnity of New York, delivered 
an interesting paper on company admin- 
istration for multiple-line (fire and cas- 
ualty) underwriting here. Those attend- 
ing the VII Hemispheric Insurance 


Conference heard Mr. Michelbacher, an 





G. F. MICHELBACHER 
official member of the United States 
Delegation, describe many aspects of 
non-life insurance operations. 

- The elimination during the past decade 
of the final legal barriers bi-secting the 
field of non-life insurance into distinct 
divisions for (1) fire and marine insur- 
ance and (2) casualty and surety insur- 
ance has produced complex problems of 
administration. As a result of the com- 
ing together in the industry brings up 
some points where past diversity of 
thought and conduct must now be recon- 
ciled. 

Mr. Michelbacher dealt with the major 
problems, discussing the differing opera- 
tions in fire-marine and casualty-surety 
fields in such matters as Underwriting, 
Rating, Service and Paper Work. 

The speaker pointed out that the 
diversity of covers embraced by cas- 
ualty and surety insurance was probably 
the prime reason for specialization in 
underwriting and for the organization 
within each insurer of numerous indivi- 
dual underwriting departments for such 
lines as auto liability, workmen’s com- 
pensation and miscellaneous (other than 
auto) liability insurance, burglary and 
plate glass, A. & H. boiler and machinery, 
suretyship and credit insurance. The 
chief administrative problems, he pointed 
out, was to “coordinate the separate 
departments so as to assure consistency 
of treatment of individual producers. 
Situations in Underwriting & Production 

“In fire and marine,” on the other hand 
Mr. Michelbacher explained, “while there 
was some specialization, and separate 
underwriting departments might be 
maintained for such covers as automo- 
bile P. D., inland marine, and ocean 
marine insurance, the home office under- 
writing organization, generally speaking, 
was divided geographically with a junior 
executive in charge of all the insurer’s 
activities in each designated territory. 
Obviously,” he remarked, “there was no 
problem of coordination in this arrange- 
ment since a single staff representative 
supervised the insurer’s entire relation- 
ship with each individual producer. 

“The outlook and attitude of the junior 
executives in the two separate fields were 
quite different.. The casualty and surety 
man’s attention was concentrated on 
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underwriting; the fire and marine man, 
by virtue of a long indoctrination, was 
interested in both underwriting and pro- 
duction. Pure underwriting, therefore, 
was achieved in greater degree in the 
first case than in the other. 

“In recent months we have heard a 
great deal about the necessity for de- 
veloping career underwriters who will 
employ a scientific approach to fire and 
marine underwriting. Lack of such un- 
derwriters has caused this function to 
become so automatic that personal 
judgment and initiative have, to a large 
extent, disappeared. ‘We must train men 
who will make a career of fire and 
marine underwriting’ is the cry. No need 
to promote any such innovation in the 
field of casualty and surety insurance 
where underwriters always have been 
developed as specialized career men!” 
he exclaimed. 

Set-up For Rate Making 

After describing the set-up for pro- 
ducers of various rank and task in both 
fields, Mr. Michelbacher discussed the 
important matter of rating. He con- 
tinued: 

“The actuarial influence has been par- 
ticularly strong in  rate-making for 
casualty insurance first, because many 
of the pioneers in this field had had 
previous contacts with the problems of 
life insurance and second, because rates 
for such prominent covers as workmen’s 
compensation and automobile liability 
insurance always have been subject to 
the strictest supervision by state regu- 
latory authorities. For the most part, 
the nature of the problem is such that 
more refined methods of treatment can 
be employed. By that is meant that the 
frequency of losses is high enough so 
that loss experience is meaningful not 
only as a guide for the establishment 
of prospective rates but also as a basis 
for retrospective adjustment of rates 
for the larger individual risks. 

“The rate-making process begins with 
the establishment of a system of classi- 
fications of risk by form of cover, terri- 
torial distinctions and other hazard and, 
because rates are constantly under 
review, corrective measures can be ap- 
plied promptly when the actual under- 
writing results deviate in either direction 
from the conventional norm. And these 
necessary adjustments are facilitated 
because most casualty insurance business 
is written on an annual basis. 

“In fairness, it must be admitted that 
the refinements just described are not 
found in the fields of accident and sick- 
ness insurance and suretyship. A. & S. 
is written also by life insurers and the 
business always has been highly com- 
petitive. Suretyship differs, fundamen- 
tally, from insurance and, therefore, 
requires a distinctive conception of rate- 
making. 

More Personal Judgment Applied 

“Fire and marine rating is not sus- 
ceptible, to the same extent, to the 
application of actuarial principles nor is 
it supported by the same liberal! use of 
detailed statistical data. Rates are in- 
tended to meet the recognized criteria 
of adequacy, reasonableness and non- 
discrimination; but while some empirical 
formulas are employed as a framework 
for rate-making, a great deal more 
personal judgment is exercised in pro- 
ducing base and individual risk rates. 
In fact, there are some areas (marine 
insurance and some phases of inland 
marine insurance) where almost com- 
plete discretion is permitted in rating 
individual risks. Nor, until quite recently, 
has the system been as responsive to 
necessary changes required by fluctua- 
tions in underlying conditions. A com- 
bination of low frequency and occasional 
high severity of losses requires the use 
of experience for longer periods of 
time to develop a stable basis for pros- 
pective rate determination. Much busi- 
ness is written for terms of three or 
five years which delays the realization 
of needed rate increases. 

“The rate-making machinery, itself, 
also presents differences,” he further 
pointed out. 

“Casualty and surety rating organiza- 
tions exercise jurisdiction, nationally, on 
the theory that the problems of rating 
are essentially the same throughout the 


United States. Thus, the National Bu- 
reau of Casualty Underwriters and the 
Surety Association of America function 
as rate-making bodies in all the states. 
Fire rating organizations on the other 
hand always have been organized ona 
territorial basis in recognition of the 
possibility that the problems of rating 
may not be quite the same in different 
sections of the country. This has en- 
abled local representatives of insurers 
to exercise a large measure of influence 
which has tended to produce a lack of 
countrywide uniformity in rates and 
rating practices. To counter this chaotic 
condition, it has been necessary for 
stock 


insurers to erect a national ad- 


® Our Mr. Za makes his own rules of mathematics. 


He also makes money. 


His text—our new concept of insurance selling— 


Insuremanship* 


Mr. Za puts this basic idea to work on 


every call. He makes more sales— 


has more income. 


Naturally, Zurich-American service 


facilities are made to order for In- 


suremanship. Or vice versa. 


visory rating organization (Inter-regional 
Insurance Conference) and there is pres- 
ently a movement on foot to equip the 
National Board of Fire Underwriters 
with national rating functions. 


Cites All-Industry Coop2ration 


“The business of casualty insurance 
also has had the distinction of demon- 
strating that it is possible, under certain 
circumstances, for all interested insurers, 
non-stock as well as stock, to cooperate 


in rate-making activities on a non- 
partisan basis. This never would have 
been possible without a completely 


analytical approach to the problems of 
rating,” he declared. 


The matter of paper work which has 
become such a_ consideration in the 
operation caused Mr. Michelbacher to 
make these comments: “A determined 
effort to appraise the costs of each form 


of cover for each classification, each 
territory, each producer and even for 
each individual risk has created the 


necessity for a complicated organization 
whose output of data of all kinds js 
tremendous. Whether some of this jn- 
formation might properly be dispensed 
with is an open question ; it is far more 
likely that the requirements of state 
super rvision, coupled with the necessity 
of reorganizing the rating structure will 
(Continued on Page 41) 





On the chance you might be interested, we wrote a 


booklet about Insuremanship. Tells how to make more 
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sales per call. Just ask for one. We'll gladly oblige. 


ZURICH INSURANCE COMPANY 

ZURICH LIFE INSURANCE COMPANY 

AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 
135 South LaSalle Street, Chicago 3, Illinois 

HEAD OFFICE and MIDWEST DEPARTMENT: Chicago. EASTERN 
DEPARTMENT: New York. BRANCH OFFICES: Buffalo, New 
Haven, Philadelphia, Pittsburgh, Atlanta, 
Grand Rapids, Mi Hl 
Kansas City, Denver, Los Angeles, San Francisco, Seattle. SERVICE 
OFFICES: Boston, Providence, Albany, Amsterdam, Tarrytown, 
Orange, Baltimore, Charleston, Savannah, Canton, Traverse City, 
St. Louis, Phoenix, Fresno, Sacramento, Portland. 


Cleveland, Detroit, 
Jackson, Dallas, 





St. Paul, 
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C. P. Daniel, St. Louis, Dies 
After Over 40-Year Career 


Carl P. Daniel, president and treasurer 
of the Daniel and Henry Co. of St. 
Louis, died November 9 of cancer after 
an insurance career of over 40 years. His 
passing removes from the agency ranks 


CARL P. DANIEL 


one of the foremost champions of the 
American Agency System. His agency, 
37 years old, is one of the largest in the 
midwest. 

Mr. Daniel was missed at the recent 
White Sulphur annual meeting of Na- 
tional Association of Casualty & Surety 
Agents of which he was a past presi- 
dent. He had been one of the spark- 
plugs of NACSA for many years. 

A native of Virginia, his insurance 
career began in Greensboro, N. C., in 
the Merrimon agency. Some years later 
he was hired by the National Surety as 
assistant manager in that city. World 


War I interrupted his career but follow- 
ing Overseas service as an Army sergeant 
major he was reassigned by the National 








to its Newark, N. J., branch as assistant 
Manager. Later he was sent to St. Louis 
a surety and burglary manager in the 
company’s general agency there. 

In 1921 he formed an agency partner- 
ship with Jesse P. Henry. It was a suc- 
céss trom the start. Mr. Henry died in 
94. Currently the agency has five vice 
Presidents, all active producers. 

Mr. Daniel is survived by his wife and 
son, C. Peyton Daniel, a member of the 


firm. 
Michelbacher’s Talk 


(Continued from Page 40) 





Concluding his address, Mr. Michel- 
acher remarked: 

With this diversity of principles and 
Practices confronting them, and with 
0 established blueprint to rely upon 
lor guidance, multiple-line executives 
have had to experiment in order to 
devise adequate methods of integrating 
the broadened operations now under 
their supervision, Steady progress has 
en made in this direction but nothing 
Ke uniformity of thought and action 
‘as emerged so far. This calls for neither 
‘pprehension nor criticism when the 
Po a nature of the task is fully 
cod stood. Intelligent management will 
Pec to move carefully and will re- 
P rom forcing issues as they are 
uountered, Easy does it!” he advised. 
thie, ae more careful the planning at 
will f ane, the sounder in conception 
when it le final administrative structure 
‘ ‘le ao completed and the better 
ily oe business will have to meet, 
line’ 'e future challenges of multiple- 

€ underwriting.” 







Fleischhauer Settled in New 
Post with General Accident 


Arthur T. Fleischhauer is now settled 
in his new post as assistant general 
manager of the General Accident and 
secretary of its affiliates, the Potomac 
and the Pennsylvania General. Serving 
under the general direction of Deputy 


General Managers Clarence L. Brearly 
and John T. Orr, Mr. Fleischhauer has 


executive responsibility for the produc- 
tion activities of the Group. Specifically 
he will supervise the home office agency 
department and direct activities of 
branch offices and general agencies. 
Well known in the casualty insurance 
field, Mr. Fleischhauer thas served since 
1939 in a succession of field positions 
of the Fireman’s Fund. His most recent 
post was that of vice president for the 
Fund companies in charge of their east- 
ern department. In this post he brought 


HARRISON GETS MD. POST 
Robert S. Harrison has been appointed 
special agent in Maryland for Hartford 
Accident & Indemnity. He will cover 
the entire state of Maryiand, except 
Queen Ann and Prince George Counties. 





together fire, marine, casualty and sure- 
ty operations of the Fund and the Na- 
tional Surety Corp. which had previously 
been managed independently. 





make sure 
your clients 
and prospects 
budget for bonds 
on employees- 


ba 


only 1 out of 10 has w%t— 
yet American Surety 
makes it so simple for 
agents to sell! 


Right now, all over America, businessmen are budgeting 
for expenditures in 1959, But how much for bonds on 
employees? In 9 out of 10 cases the answer is zero... 
nothing budgeted for the serious danger of employee dis- 
hone.ty. Yet employee dishonesty totaled over $500,000,000 


last year! 


Here’s a wide open sales field for you. And American 
Surety makes fidelity bonds easy to handle—because fi- 


delity bonds have few exclusions and are simple to explain! 


With our convenient Bianket Crime Policy, your clients 
and prospects get five-way coverage, including employee 
dishonesty, for one modest, easi:y-budgeted premium. 


AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 


Please send me copies of “MarLroap to Prorits” featuring Em- 
ployee Dishonesty Ins1rance and the Blanket Crime Policy. 










The information and assistance you need to sell fidelity 
bonds are always available. Send today for two issues of 
our MarLroap to Prorits—“Em- 
ployee Dishonesty Insurance” and 
“The Blanket Crime Policy”. Both 
are easy to understand and filled 
with salespoints to help you work 
ih’s ready market. 








FIRE e FIDELITY AND SURETY BONDS 


COMPANY CASUALTY « INLAND MARINE 


Affiliate: The American Life Insurance Compony of New York 


422 Main Street, Buffalo 2 e 
100 State Street, a 7 ® 
e 6 
e 50 


Main Street East, Rochester 14 
Washington Street, East Orange, N. J. 


Name 
Agency 
Street 
224 Harrison Street, Syracuse 2 ; 
111 John Street, New York 38 City 


AMERICAN SURETY | 











Zone State 
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DITC Board Reports 
More Classes Set 


PREPARE APPROACH TO NAIA 





E. H. Magnuson, L. H. McKinnon to 
See NAIA Promotion on DITC; 
Appeal to IAAHU Zone Chairmen 





Prospects for a total of 20 DITC 
classes in A. & S. including those al- 
ready running, were reported recently 
to the board of the Disability Insurance 
Training Council meeting in Chicago by 
W. Harold Petersen, superintendent of 
agencies, A. & S., American United Life. 
Indianapolis, new managing d'‘rector of 
DITC. Mr. Petersen attributed the fall 
upsurge of courses to a seminar in organ- 
izing and handling DITC courses, held in 
Indianapolis last July. He urged the 
holding of similar seminars in other 
geographical areas. 

Three members of the board were 
attending their first meeting: Rex 
Anderson, vice president, Life of North 
America, Philadelphia; Lyle B. Pelton, 
LIAMA, Hartford; and William North, 
general manager, northern _ Illinois 
agency of New York Life, Evanston. 
Mr. North is also newly-elected secre- 
tary of NALU. 

Mr. Pelton recommended that com- 
panies new to the A .& S. field should 
encourage their established agents to 
enroll in DITC as soon as possible and 
that all companies see that men new to 
insurance take the course. LIAMA 
studies, he reported, prove clearly that 
A. & S. training increases life production 
as well. 

Mr. Anderson recommended making 
DITC’s present slide film presenting the 
course into strip film and was appointed 
chairman of a promotion committee to 
explore the possibilities and costs. 

Pointing out that the International 
A. & H. Association, parent body of 
DITC, has 24 zone chairmen, Mr. North 
recommended that each of them be 
charged with “the responsibility of es- 
tablishing at least one more DITC class 
in their territories yet this fall. “Since 
DITC is the training arm of the Inter- 
national,” he pointed out, “each officer 
and zone chairman should recognize it 
as his active duty to sponsor classes in 
his area.” 

Acting on the recommendation, EH. 
Magnuson, assistant vice president, Fed- 
eral Life & Casualty, Battle Creek. presi- 
dent of DITC, asked Leonard McKinnon, 
McKinnon-Mooney agency, Flint, past 
president of IAAHU, to contact Gail L. 
Shoup, IAAHU’s president, who is gen- 
eral agent of Lincoln National in Grand 
Rapids, to work out a statement of the 
responsibilities of zone chairman in the 
activity. 

Mr. Anderson pointed out that one 
of the strongest points DITC has is 
that it may be taken by the new man 
immediately upon entrance into the busi- 
ness without experience requirement for 
enrollment. Further, DITC is run on a 
year-around basis. He also urged that 
liaison be established with the National 
Association of Insurance Agents which 
would result in that organization pro- 
moting enrollment among its members. 
Messrs. Magnuson and McKinnon agreed 
to constitute a committee to approach 
NAIA. 

A resolution recommending to LUTC 
that there be an inter-organization joint 
committee between DITC and LUTC was 
presented by Mr. Magnuson and unani- 
mously passed. William North was ap- 
pointed to draft the resolution. 

In a final decision, the board requested 
that William Highfield, CLU, director 
of A. & S. sales, Western & Southern 
Life, Cincinnati, secretary-treasurer of 


DITC, draw up a final examination to be 


REPORT HAVING RECORD YEAR 





Combined Group’s Premium Volume Tops 
$20 Million to Sept. 30; All Companies 
Increased Production 

The four companies of the Combined 
Group, which is headed by W. Clement 
Stone, has reported increases of 27.91% 
to 41.59% in premium volume for the 
nine months ended September 30 com- 
pared to the same period last year. 

Mr. Stone reported premium volume 
for the four companies totaled $20,118,- 
043 in the first nine months of this year. 
This represented an increase of 31.10% 
over $15,343,933 in 1957. The individual 
reports of the four companies were: 

The Combined Insurance Co. of Amer- 
ica, with headquarters in Chicago, had 
a premium volume increase of 30.65%. 
The volume amounted to $14,913,316 in 
the first nine months of this year, against 
$11,415,009 in the comparable 1957 period. 

There was an increase of 27.91% in the 
premium volume of the Hearthstone In- 
surance Co, of Massachusetts. The nine 


months total was $2,570,367 compared 
with the like period of $2,009,516 in 
1957. 


The premium volume of the Combined 
American Insurance ‘Co., Dallas, in- 
creased 34.98% to $1,758,850 in the first 
nine months of this year from $1,303,- 
055 in the comparable 1957 period. 

The First National Casualty Co., of 
Fond du Lac, Wis., reported an increase 
of 41.59%. For the first nine months of 
this year, the premium volume amounted 
to $875,510 compared with $618,353 dur- 
ing the same period last year. 





given DITC enrollees by the class in- 
structor,and forwarded to the managing 
director for approval before the issuance 
of the certificate of course completion 
by the Council. The action came as a 
result of a suggestion for such an exam- 
ination made at the Indianapolis seminar 
last July by Pasquale Quarto, formerly 
of LUTC, now with the R. & R. Service. 


IAAHU Pick Milwaukee 
For 1960 Convention 


EXEC. BOARD’S CHICAGO MEET 





Wm. Selden Steiger, Field Director for 
New York; Changes in 
Board Personne] 





At its recent meeting in Chicago, the 


executive board of the International 
Association of A. & H. Underwriters 
chose Milwaukee as the site for the 
1960 annual convention of _T[AAHU. 


The Chicago meeting also named two 
new members to the International execu- 
tive board. They are: Fred Van Urk, 
United Benefit Life, Philadelphia, re- 
placing Webster Hurley, Bankers Life 
& Casualty, Manhattan and Ernest E. 
Craig, CLU, Washington National, 
Washington, D. C., replacing St. George 
Grinnan, Grinnan Agency, Richmond, 
Va. Web Hurley retains his position 
as IAAHU vice president. 

Other action by the executive board 
included: Retention of William Selden 
Steiger as TAAHU field director; grant- 
ing of two new association charters in 
Tallahassee, Fla., and Columbia, S. C., 
and approval of rechartering activities in 


Atlanta, Ga. 

Mr. Steiger’s appointment as _ field 
director will be effective November 15 
when he will assume his responsibilities 
in New York. He recently concluded 
activities of initiating and reorganizing 
associations in Ohio. 

Charter New Associations 

Officers of the new Tallahassee asso- 
ciation are: President, George Palmer, 
Wilson National; vice president, Bob 
Rush, American Heritage, and secretary- 
treasurer, Byron M. Kelley, Business 
Men’s Assurace. 

Heading the new Columbia association 
are: President, C. D. Meyers, Mutual of 
Omaha; vice president, J. W. Foster, 
Provident Life & Accident; secretary, 
A. C. Heyward Jr., and treasurer, Rich- 
ard K. Ambrose, W. Dixon Foster & Co. 

The next executive board meeting will 
be held February 16-18 in New York 
City. 





YOUR ANSWER TO 
A UNIVERSAL PROBLEM 
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a series of profitable sales. 


PROVIDENT 








EMPLOYERS 





This brochure will help you sell one of 

the most highly successful merchandising plans 
in the field of income protection insurance. Every 
employer faces the problem of financial security for key 
employees. Provident offers an exclusive plan of financial 
protection against loss of earnings through disability, utiliz- 
ing the best of long term non-cancellable and guaranteed 
renewable coyerage. These illustrated pages present the 
problem and the solution in simple, effective language. 


Write for your copy of Brochure E-10— your first step to 
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A. & H. EXECUTIVE AVAILABLE 


Years of experience in underwriting all 
forms of Accident and Health, drafting 
policies, developing rates, Insurance De. 
partment requirements. Capable of or. 
ganizing new department, rejuvenating old 
cone or operating large A. & H. branch 
office or agency operation. 


Presentiy employed. Well regarded in 
industry by Company men and agents, 
Eastern connection preferred. Address Box 
2660, The Eastern Underwriter, 93 Nassau 


Street, New York 38. 


Guide to Use of HIC 
Uniform Claims Forms 


WILL BE HELP TO PHYSICIANS 

Ralph T. Heller, Second V.P., The 

Prudential, Reports More Companies 
Are Using The New Forms 














iets 











A guide for physicians on the use of 
the new simplified claim forms for ace- 




































































dent and health insurance _ policies 
issued by insurance companies has been 
published by the Health Insurance Coun- 
cil. Entitled “Simplified Claim Forms 
for Accident and Health Insurance—A 
Report to the Physician,” the manual § oram 
describes the principles of the Counel § cepta 
program to reduce paper work forf\r | 
doctors and at the same time provide § Jerse 
insurance companies with the medical B [ysur 
information they need to process and pay § }yotyy¢ 
claims. The claim forms— “Standard- § healt! 
ized Attending Physician’s Statements’ § propo 
—were developed by the HIC’s uniform 
forms committee in cooperation with the f jary | 
American Medical Association. : 2 Cos 

Ralph T. Heller, second vice president  trolle, 
of The Prudential, and chairman of the Fhe ju 
committee, described the report as 49 ships 
supplement to a booklet distributed § of he, 
among insurance companies last  yeat Bthe n 
urging their adoption of the new forms J The p 

“The response of the insurance bust- f advan 
ness to the report to companies has i the dz 
been most gratifying,” declared Mr. B tional 
Heller. “A steadily growing number of (Com 
ilisurance companies across the country care 
have adopted the simplified claim forms § “We | 
and others have made definite plans tof in its 
do so. Now we want to tell our story B take 1] 
to the nation’s doctors, so that they Bany pr 
may be better aware of what is being Beventy 
done to reduce the burden of their papel Bor pul 
work, and, thereby, better serve thell § form.” 
insured patients.” 

Mr. Heller stressed the need for K 
cooperation by all physicians in their # Neen 
acceptance and use of the simplified $1, 
claim forms, noting that these forms ’ 
have been approved by the Americal Kean 
Medical Association’s Council on Medi. @ for A. 
cal Service upon the recommendation 0! § exceed 
its Committee on Prepayment Medical mum | 
and Hospital Service. In addition, he jf ¢nded 
emphasized that the Uniform Forms § tow ph 
Committee is “continuing to study ways § ourth - 
and means to further implement the been D 
program.” Kean 

“Whenever modification of the preset Octobe: 
forms becomes desirable as a result o! ff Neuben 
expanding health insurance coverage produce 
added the HIC spokesman, “such changes Was [ 
will be made in a manner compatible agency 
with the needs of the public, the medical compan. 
profession and the insurance companies. the oo 

sti 
To Replace Many Forms deal on 

Replacing a great variety of claim both lar 
forms from hundreds of companies. th¢g™ Sew Y; 
Health Insurance Council forms consis! 
of two basic attending physician's state RY 
ments—one for Group A. & H. insuranc6# The 7 










and the other for individual and family 


Panies | 









health policies. They are to_be oo district 
solely in connection with A. & H. claims partm 

The forms comprise a standard se office, | 
of questions, in a standard sequene tral Raj 
which are the minimum required to Mee 1932 aft 
the provisions of most insurance COME ot that 





panies. Some questions and phrases are 
(Continued on Page 46) 
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DOCTORS HEAR HIC SPEAKER 


Everett's Speech to Minneapolis Gath- 
ering Proposes Four-Point Action 
Against Socialization 
Ardell T. Everett, second vice presi- 
dent, The Prudential, speaking last month 
to the North Central Medical Conference 
in Minneapolis outlined a four-point pro- 


ARDEGL T. EVEREL 


gram aimed at increasing public ac- 
ceptance of voluntary health insurance. 
Mr. Everett, who is chairman of the New 
Jersey State committee of the Health 
Insurance Council, called for cooperation 
between the medical profession and 
health insurance industry. His program 
proposed that: 

1. Benefits and availability. of volun- 
tary health insurance must be expanded; 
2. Costs of health care must be con- 
trolled to the point that any increase can 
be justified to the public; 3. Relation- 
ships between insurers and the providers 
of health services must be improved in 
the many areas of mutual interest; 4. 
The public must be informed as to the 
advantages of voluntary health care and 
the dangers and cost of compulsory na- 
tional health insurance. 

Commenting on the control of health 
care the spokesman declared: 
“We believe that the medical profession 
in its organized bodies should and. will 
take the full actions necessary to correct 
ay practices within the profession that 
eventually would lead to lav domination 
or public regulation of medicine in any 
form, 
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Keene & Warner, Inc. Tops 
$1,000,000 in Prem. Income 


Keane & Warner, Inc., general agents 
lor A. & H. at 150 Broadway, New York, 
exceeded the million dollar mark in pre- 
mum income for its fiscal year which 
ended September 30. The agency has 
now begun its 12th year. Since its 
lourth year underwriting operations have 
been profitable, 

eane & Warner, Inc. was established 
October 1, 1947 by Robert J. Keane and 
Reuben Warner, both seasoned A. & H. 
Producers, First company represented 
was United States Life. Today the 
w’ency represents five of the leading 
‘ompanies in the country for A. & H. 
\o direct business is written as it is 
the established policy of K. & W. to 
deal only through brokers and agents, 
oth large and small, in the metropolitan 
New York area. 





r L. H. HOWARD PROMOTED 

: he Zurich-American Insurance Com- 
Faas have promoted L. H. Howard to 
istrict Group manager of the A. & H. 
“partment for their Atlanta branch 
. 5 He joined Zurich’s Illinois Cen- 
al Railroad Group insurance bureau in 
of theter leaving the claims department 
i at railroad. Since 1952 he has been 
ministrative assistant to the Group de- 
partment in Detroit. 


Danielson in New Post 

Peter A. Danielson has been appointed 
accident and health branch manager of 
Continental’s Casualty’s Los Angeles 
branch office. He had formerly been 
supervisor of the company’s diversified 
risks section in the home office Special 
Risks Division. 

A native of Norway, Mich. Mr. 
Danielson joined Continental in 1952. He 
served in the Atlanta, Ga., branch office 
for five years before returning to Chi- 
cago in 1957. 


Franklin Dew Addresses 
Richmond Health Assn. 


J. Franklin Dew, president of the 
North American Assurance Society of 
Virginia, recently addressed a meeting 
of the Richmond, Va., Health Under- 
writers Assn. Mr. Dew, civicly promi- 
nent in Richmond, started with the 
North American Assurance in 1938 as 
an agent. 














So New—So Different 
You've NEVER Seen a 
Hospital Policy Like This One! 


American Casualty’s NEW 
PROTECTOR HOSPITAL POLICY 


@ WILL NOT BE CANCELLED because of de- 
~ terioration of health! 


(2) NO LIMIT to the number of days of hospital 
confinement! 


© 90-DAY NURSING HOME benefit! 


4) GREATLY IMPROVED SURGICAL SCHED- 
ULE that includes Dental Coverage! 


@ OUT-PATIENT TREATMENT benefit includes 
not only first aid but other costly out-patient 
services not previously covered! 


PLUS these maximum benefits: 


$25 Daily Hospital Room and board 
500 Hospital General Expense 
$500 Surgical Schedule 


Check the list again. Don't you agree that you have 
NEVER seen so many new and unusual features 
combined in one Hospital Policy? It's the finest 
Hospitalization program ever offered by the Amer- 
ican Casualty Company... quality from start to 
finish ... with the realistic limits your policyholders 
need today. May we send complete information? 
Just fill in and mail the coupon. 








AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 
HOME OFFICE: READING, PENNSYLVANIA 





Nome 


AMERICAN CASUALTY CO., Reading, Pa. 
Please send information kit on the NEW PROTECTOR HOSPITAL POLICY. 





Addr 





City and State. 














Agency Superintendent for 
United Life & Accident 





WALTER O. COREY 


Douglas B. Whiting, president of 
United Life and Accident, Concord, 
N. H., has announced appointment of 
Walter O. Corey as superintendent of 
agencies. 

Rapid growth of United Life during 
the past two years with its field force 
doubling in size, and an increasing accent 
on the company’s recruiting program 
has made necessary this assignment in 
the Agency field operation, according to 
President Whiting. Mr. Corey will re- 
port directly to H. V. Staehle, CLU, 
field management vice president. 

Prior to joining the home office agency 
department as assistant to the field man- 
agement vice president in April of this 
year, Mr. Corey had spent two years as 
traveling field supervisor for United Life. 
He isa graduate of Life Insurance Mar- 
keting Institute of Purdue University 
and attended Northeastern University. 
He has also served as an agent for the 
company in Rhode Island. 





FTC Charges Against 


Seven Companies Dismissed 

The Federal Trade Commission has 
dismissed, for lack of jurisdiction, its 
false advertising charges against seven 
companies selling A. & H. insurance. 
They are: Guarantee Trust Life, Chi- 
cago; Professional of Jacksonville; 
Fla.; Inter-Ocean of Cincinnati; Wash- 
ington National, Evanston; Massachu- 
setts Bonding & Insurance, Boston; 
American Casualty of Reading; and 
World of Omaha. 

Cited as authority for the separate 
dismissal orders was the per curiam 
opinion handed down by the U. S. 
Supreme Court last June 30 in the 
National Casualty and American Hospi- 
tal Life cases, holding FTC to be 
without jurisdiction over the practices 
there involved. 

In the Guarantee Trust and World 
Insurance proceedings, the Commission 
vacated initial decisions by its hearing 
examiners containing orders to cease and 
desist which were issued before the U. S. 
Supreme Court ruling. 

Also set aside were examiners’ deci- 
sions which would have dismissed the 
complaint against the Professional for 
lack of jurisdiction as well as discontin- 
uance of the challenged practices, and 
the Inter-Ocean’s complaint on the 
ground of a lack of public interest. 
Both cases, the Commission held, should 
be dismissed solely on jurisdictional 
grounds. 

In the other three cases, the FTC 
adopted an examiner’s dismissals based 
on the Supreme Court decision. 
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Wallace Falvey Dies 


(Continued from Page 38) 


Provident Institution for Savings, also 
Boston. He belonged to many clubs. 

At the funeral services, held Monday, 
November 10, in St. John’s Roman 
Catholic Church, Swampscott, Mass., the 
C. & S. Association was represented by 
Edward A. Larner, head of the Employ- 
ers Group; Guy E. Mann, vice president, 
Aetna Casualty & Surety; Charles J. 
Haugh, vice president, The Travelers; 
Wilson C. Jainsen, president, Hartford 
Accident, and General Manager J. 
Dewey Dorsett, all of whom served as 
honorary pall bearers. Top officers of 
the- Massachusetts Bonding also were 
pall bearers. The Surety Association of 
America was represented by Elmer C. 
Anderson, assistant secretary. 

Mr. Falvey is survived by his wife, 
Ruth Harlan Falvey; his _ brother, 
Donald, who is secretary-treasurer of 
the company; a nephew, Lieut. Donald 
Falvey of Loring Air Force, Limestone, 
Me.; two nieces, Mrs. John McCoy, An- 





dover, Mass., and Mrs. Joseph W. 
Parker, Marblehead. 
+] 
Mutuals’ Conference 
(Continued from Page 38) 
ing new types of construction; the 


changing occupancy hazard; transit ex- 
posure in commercial package policies; 


the dwelling loss situation; inland 
marine case histories; personal lines 
underwriting problems—inland marine, 


homeowners form 5, comprehensive per- 
sonal liability; and boats and outboard 
motors. 


MIAA and MIRB Sessions 


Topics at sessions sponsored by the 
Mutual Insurance Advisory Association 
and the Mutual Insurance Rating Bu- 
reau are: Insurance of non-owned equip- 
ment in trucking and non-trucking fields; 
surplus lines insurance—Lloyds umbrella 
policy, excess coverage; the payroll 
limitation rule in workmen’s compensa- 
tion and general liability insurance; new 
developments in comprehensive liability 
coverage; automobile assigned _ risk 
plans; family automobile policy revisions ; 
the new service station policy; railroad 
protective under the new Federal road 
building program; contractual liability— 
free incidental agreements, automatic 
coverage for certain types of agreements, 
blanket contractual coverage, contractual 
coverage, protective coverage, additional 
interest coverage, liability of others 
assumed, and responsibility for indem- 
nity loss. An open forum will be con- 
ducted on the last morning of the con- 
ference for discussion of liability ques- 
tions not treated at earlier formal 
sessions. 





Bond Supt. in Bridgeport 

Joseph L. Malsick, Jr. has been ap- 
pointed fidelity and surety bond superin- 
tendent at the Hartford Accident and 
Indemnity’s Bridgeport (Conn.) office. 

He joined the company in 1949 as a 
claims trainee at the home office and 
later served as claims adjuster in New 
Haven. In 1956 he returned to the home 
office for training in the bond depart- 
ment and in 1957 was named bond spe- 
cial agent at Bridgeport. 





Wm. Buckman Address 


(Continued from Page 39) 


tures to take advantage of controlling 
costs. Should this movement continue, 
a truly multiple line status for the in- 
surance industry may well be established 
in the future. 

“Primarily as a result of recent compe- 
tition from so-called direct writer com- 
panies, the American Agency System 
of property-casualty insurance marketing 
has been under close self-analysis. In 
the past year, modification of the agency 
system of operation has continued. These 
changes relate mainly to methods of 
policy writing, billing and collections.” 


Wm. H. Seymour Talk 


(Continued from Page 39) 


his company’s rehabilitation center, its 
thinking on occupational and recreational 
therapy, handling of amputee cases and 
so on. Through April 1957 Liberty Mu- 
tual treated 400 amputees and of those 
90.1% have returned to work. 

For years, he said, the opportunity for 
casualty insurance was limited to ma- 
chine guarding and methods, now the 


new frontier is working on the individual 
himself, and it is from the individual 
that industry obtains its production. 

_ “So if you improve the individual for 
insurance company purposes,” Mr. Sey- 
mour concluded, “you cannot help but 
improve the individual for production 
purposes. This is the type of effort that 
is relatively new and is paying off in 
handsome dividends for all those that 
make use of it. Besides all this, it is 
good industrial relations, it is good 
statesmanship and at the same time you 
make money on it,—so, how can you 
ask for more ?” 


—<——— 


Travelers Promotes Three 


The Travelers has promoted Richard 

. Kammann, William G. Hull and 
Everett S. Gledhill. 

Mr. Kammann was named secretary 
of the Travelers Indemnity casualty un- 
derwriting department; Mr. Hull, assist. 
ant secretary of that department. \; 
Gledhill advances to assistant secretary 
of the compensation and liability depart. 
ment, The Travelers Insurance Co, and 
assistant secretary of casualty under. 
writing department of Travelers Indem- 
nity. 








The fellow who doesn’t want an average job. 

The man who thinks chicken feed is for the birds. 
The man who has the know-what-I-want-out-of-life 
initiative to get there, too, if given the opportunity. 


If you have : A Successful sales record of five years or longer. Can fur- 


nish proof of sales management of at least 5 men for two years or more... 


we want to hear fr om YyOUuU. If you are this un-average man 


we will outline for you specific steps that will lead you straight to the top. You 
can look forward to a business of your own... A Mutual of Omaha contract that 


can net you as much as seven cents per person in your assigned territory. Terri- 


WANTED 


We’re looking for an Un-average man 


tories vary in size from 250,000 to 1,000,000 people. 


write today to: 


MUTUAL OF OMAHA HAS PAID MORE THAN 900 MILLION DOLLARS IN BENEFITS 


Largest Company in the World Specializing in Health & Accident Insurance Protection 





HOWARD DEWEY 
MUTUAL OF OMAHA 
OMAHA, NEBRASKA 


He'll tell you why young men who are going 
places, GO WITH MUTUAL OF OMAHA. 
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At a recent meeting of the Cleveland 
Life General Agents and Managers As- 
sociation and the A.&H. Association, 
members were urged “to become political- 
ly-minded” and actively combat the great 
threat to voluntary health insurance. The 
speaker, E. H. O’Connor, managing di- 
rector. Insurance Economics Society, in- 
dicated that early action is necessary 
to beat back attempts to pass the Forand 
hill in Congress this session. He also 
described the cost to the tax payer and 
the insurance industry if the legislation 
is passed. 

Mr. O’Connor declared: “The time has 
come for all of us to insist that our 
Social Security program cease to be a 
political football, and that any further 
expansion of benefits be determined 
after a study now being made by an 
Advisory Council on the financing of the 
system with particular reference to the 
‘Trust Fund’ past, present and future. 

“All of us desire to provide for our 
older citizens. In the process, however, 
Congress must weigh their claims against 
those of the rest of the country. Only 
by seeking to strike a proper balance 
can the Social Security program serve 
the public interest.” 

The record of expansion by the volun- 
tary health insurance industry, he said, 
shows the American public’s desire to 
foot its own health bill. Indeed, he indi- 
cated the public, generally, is disin- 
terested in socialization schemes. Yet 
Mr. O’Connor pointed out the industry 
must continue to face the issue of pri- 
vate enterprise versus government: 

“In the 85th Congress which adjourned 
last August, of the many bills intro- 
duced proposing to amend the Social 
Security Act, and there were over 300 
such bills, was one which received con- 
siderable attention by the members of 
the Lower House. In fact this proposal 
known as the ‘Forand’ bill was_ the 
subject of hearings before the House 
Ways and Means Committee. Unfortu- 
nately, it did not receive proper pub- 
licity in the press and consequently its 
Provisions are little known to the public. 

This bill is expected to be reintro- 
duced in the next Congress and no doubt 
will again receive much attention. Since 
it will add additional taxes for the work- 
ers and employers of the country it 
should be thoroughly discussed while 
time tor action is available,” he stressed. 
_ “This proposal, which no doubt will be 
introduced again by Congressman 
Forand, and will carry his name on the 
bill, would increase the taxable wage 
base, which will then be $4,800 of annual 
wages to $6,000 and provide hospitaliza- 
lion, surgical and medical care benefits 
lor all Social Security beneficiaries and 





their dependents.” 
AFL-CIO and Forand Bills 


Mr. O'Connor referred to the famous 
; agner-Murray-Dingell bills of the 
40's which were defeated because their 
proposals were too broad to be digested 
y the American people. The proponents, 
Owever, have never given up their 
fagerness to develop such a scheme. 
abor, he said has been one of its 
Bteatest advocates, and Mr. O’Connor 
ia that a recent booklet issued by the 
AtL-CIO lists the Forand bill fourth of 
legislative objectives in the next ses- 
‘ton of Congress. 
r an agreeing that it is a step in the 
Re .“irection to provide old people with 
: Pitalization and medical care, the 
Speaker advised people not to be naive. 
“ao Past experiences with govern- 
he social welfare programs we know 
Such a step would be only the door- 














“Write Your Congressman” on Forand 


Bill Threat, Industry People Urged 


opener to eventually extend the same 
benefits to all covered workers under 
the Social Security system irrespective of 
age. It would be the beginning of a 
Government plan of compulsory medical 
care which to this day has engendered 
little interest on the part of the Ameri- 
can people. 

“Irrespective of what is advertised by 
the proponents as non-interference by 
government in such a personal field we 
know that such care cannot be provided 
unless there are controls established over 
the purveyors of the services—the hos- 
pitals and the doctors. There would be 
no ‘freedom of choice’ by the recipient. 
These freedoms of the medical profes- 
sion, the hospitals and the patient are 
the basis of sound medicine produced 
through generations of experience in 
providing the best possible medical care 
for the most people. Legislation of this 
tvpe opens avenues which lead in one 
direction only—away from the enterprise 
system and toward the welfare state. 


Would Cost $2 Billion at Outset 


“As to the cost of such a program it 
has been estimated the first year as $2 
billion, approximately 3% of payroll. 
The level premium cost of presently pro- 
vided Social Security benefits is 84% 
of taxable payroll. The additional medi- 
cal care benefits would push the total 
necessary payroll tax on a level premium 
basis to 11% — a 37% increase. This 
would just be the beginning because 
there would be continuing proposals for 
expansion of health care benefits culmi- 
nating, probably, in an all inclusive 
health insurance system. 


“This could easily .mean that the 
American worker and his emplover 
would be taxed to the extent of 20% 


of payroll for social benefits. Such a tax 
load,” he remarked, “could well grind 
down our wage-earners and crush the 
American private enterprise economy. 

“No one will quarrel with the objective 
health care for our aged citizens,” Mr. 
O’Connor said. “However, one can ques- 
tion whether the solution lies at the 
Federal or State and local level. Recent 
Federal legislation has aided the states in 
meeting the responsibilities of medical 
care for those needing it. Why should 
the Federal Government go any further 
and cover everyone, without regard to 
need. 

“In this last fiscal year 1958 it is esti- 
mated that $380,000,000 of Federal, state 
and local funds were paid for medical 
and health needs under public assistance. 
It would appear from these statistics 
that the question of medical care for the 
needy oldsters is being answered on the 
state and local basis, where the tradi- 
tional local autonomy of the hospital and 
the free exercise of professional judg- 
ment of the physician can be preserved. 

“At the present time we have no 
actuarial statstics as to the medical needs 
of our aged. The Advisory Council on 
Social Security financing is now studying 
some of the problems of retirement and 
disability insurance financing. This sur- 
vey will determine how well OAST nay- 
ments are meeting the needs of retired 
people. Furthermore, a long and _ thor- 
ough look at the over-all picture of 
our Social Security program is needed 
now rather than a precipitous enactment 
of new liberalizations.” 

Concluding his address, Mr. O’Connor 
advised that there is too much at stake 
for people merely to be political specta- 
tors. Good government, he said, requires 
constant attention. “To be forewarned is 
to be forearmed. . . . It is time for us 
to stand up and be counted. Remember 
the only voice your Representative in 
Congress recognizes ‘is the voice from 
back home’—your opinions. Therefore, 
make your views known to your Repre- 
sentative now—either by letter or a per- 
sonal visit. He will be home in his 
district until the end of December. Also 
discuss the subject among your friends. 
Arouse public attention to this issue.” 


Experience of Over-65, 
Tuberculosis Risks 


MEDICAL DIRECTORS’ 


Dr. Hauge, New York Life Gives Hospi- 
tal Admission Ratios on Over 65’s; 
TB Outlook Improved 


An optimistic look at underwriting 
practices in relation to senior citizens 
and persons with a history of tuberculo 
sis was taken by two insurance company 
medical officials during the recent annual 
Individual Insurance Forum of the 
Health Insurance Association of America 
at the Drake Hotel, Chicago. 

Dr. Howard L. Hauge, medical direc- 
tor, New York Life, was moderator of 
a panel which focused its attention on 
the topic, “Significance of Medical Im- 
pairments in A. & S. Underwriting.” 

In addition to Dr. Hauge, panel mem- 
bers included: Dr. Joseph C. Horan, 
associate medical director, Metropolitan 
Life; Dr. Howard McCue, assistant med- 
ical director, Life of Virginia; and Dr. 
F. Hartley Smith, associate medical 
director, Great-West Life. 

Dr. Horan, speaking on “Complaints 
of the Senior Citizens,” said his com- 
pany’s experience has been “quite satis- 
factory” in the field of individual and 
family hospital and surgical benefit cov- 
erage of persons 65 years of age and 
over, which amounts to some _ 11,000 
persons. 


Hospital Admission Rate Estimates 


“Looking at the hospital admission 
rate for the year 1957,” Dr. Horan re- 
ported, “we had a rate per 1,000 ex- 
posed of 125 in the standard hospital 
and surgical. It is quite likely that the 
population rate might be as high as 
250 admissions per 1,000 and in this ex- 
perience the rate is about half of the 
normal experience.” 

In medically selected cases, Dr. Horan 
declared, the rate for males was 132 ad- 
missions per 1,000 exposed and the rate 
for females was 120 per 1,000. 

“The effect of underwiting can be 
measured,” Dr. Horan explained, “by 
the hospitalization rates as they occur 
in the non-medical Group conversions. 
The male rate was 176 and the female 
rate was 198 and the total rate was 184. 
Even these figures are below compar- 
able ones, in other experiences.” 

Dr. Horan then declared, “There is 
no longer any doubt, on the basis of 
our experience, that the older age insur- 
ance can be underwritten with proper 
safeguards.” 


TOPIC 





Progress in Control of TB 


Discussing the underwriting of tuber- 
culosis, Dr. Hauge said “we have more 
reason for optimism in our approach to 
this disease than we ever had before.” 

After tracing the recent progress ‘in 
TB control, the New York Life medical 
officer suggested that a person who has 
a reactivation of tuberculosis “is not 
likely to present as large a claim as he 
has in the past” because of improved 
methods of treating the disease. 

“T believe,” Dr. Hauge stated, “that 
those cases that have been thoroughly 
studied and whose current X-rays show 
no residual evidence of the disease can 
be considered with a rider or an extra 
premium two or three vears after the 
disease has been arrested, and that such 
cases with minimum X-ray residual can 
be considered four or five years after 
arrest. 

“T also feel that all cases in the mini- 
mal category can be considered without 
restrictions or any riders after ten 
years. Those cases whose X-rays show 
moderately advanced residuals or more 
will, of course, have to be treated more 
conservative, but even these can be 
considered with riders or substantial 
extra premiums after five or ten years.” 

In more serious cases of turberculosis, 
Dr. Hauge suggested, additional under- 
writing safeguards should be provided. 

Dr. McCue discussed the underwriting 
of persons with high blood pressure*and 
Dr. Smith spoke on underwriting per- 
sons with heart abnormalities. 


APPEAL BY NATIONWIDE MAN 





Earle B. Tilton Urges Company Repre- 
sentatives to Support Projects of 
HIAA, HIC, and HII 


In his opening remarks to the HIAA 
Individual Insurance Forum held in 
Chicago last month, Earle B. Tilton, 
director of underwriting, personal lines, 
Nationwide Mutual, observed that health 
insurance business is “experiencing great 
shocks” but that it must insist on sound 
growth being achieved “after the pattern 
of our democratic traditions.” 

Mr. Tilton, who is also chairman of 
HIAA’s Individual insurance committee, 
stated that the industry should rest on 


its accomplishments but must keep alive 
its “awareness that we are not alone in 
our quest to serve the public because 
when we err or are lethargic, the law- 
maker takes over. 


“I perceive.” said Mr. Tilton, “that 
what we face now and in perpetuity 
is a gauntlet that seems to say one 


thing: Let us try to do a job that will 
not find us wishing we had done bet- 
ter.” 

The insurance official pinpointed two 
of the shocks experienced by the health 
insurance business. 

“First,” he said, “was the New York 
law prohibiting non-renewal of commer- 
cial policies solely because of deteriora- 
tion of health. Secondly, over 300 bills 
were introduced in the last Congress 
seeking to amend the Social Security 
Act. 

“Several of these, of which the most 
important perhaps was a measure intro- 
duced by Representative Forand, would 
put the Federal Government squarely in 
the health insurance business. The 
Forand Bill had strong support from 
several groups and that type of legisla- 
tion being politically popular may be 
expected to assert itself strongly in 
19350.” 

Mr. Tilton said there are few Ameri- 
cans who do not accept social growth but 
that the insurance business must be 
alert to see “that it is not imposed by 
misguided zeal and ignorance when our 
verv liberty is challenged.” 

Mr. Tilton called on his audience to 
support the leadership of the Associa-~ 
tion, declaring, “Support means continu- 
ing interest in frequent studies which 
require questionnaires to be completed 
(yes, they take time), to answer Health 
Insurance Institute and Health Insur- 
ance Council calls for cooperation or to 
accept as a personal duty the indus- 
try’s effort to understand, and to be 
understood by, our medical and hospital 
administration public. There may be 
others you think of, because support of 
the Association should be a_ baker’s 
dozen and not less,” he declared. 





Group Health’s Awards 


Two awards of excellence were won 
by Group Health Mutual, Inc. of St. 
Paul at the recent annual meeting of 
the Life Insurance Advertisers’ Associa- 
tion. The awards were for the com- 
pany’s 1957 annual report and the sales 
promotion kit called Freedom-for-Adven- 
ture. In charge of both projects was 
Irving Davis, Group Health’s director of 
enrollment promotion. 





Norman J. Bennett 


(Continued from Page 33) 


Columbian National Life in Boston. In 
1952 he went with the Massachusetts 
Insurance Department as assistant actu- 
ary. He joined the American Mutual 
Liability in Boston as senior actuarial 
assistant in 1955 and was appointed actu- 
ary and chief rating deputy for the 
Florida Insurance Department the fol- 
lowing year. 

An Army Air Corps veteran of World 
War II, Mr. Bennett is a Fellow of the 
Casualty Actuarial Society and chairman 
of the Fellowship Examination Com- 
mittee. 





































































Page 46 









Cc 





Ear We Wek Eee] 
ASO RS ERS 


S$ 








November 14, 195 









— 








Provident Life & Accident has an- 
nounced the selection of Turner Con- 
struction Co., New York City, as gen- 
eral contractor for the company’s new 
home office building in Chattanooga. 

Excavation is expected to begin this 
month. The building probably will be 
completed by the spring of 1960, ac- 
cording to present company plans. The 
building, to be erected on an entire 
block site in the downtown area of 
Chattanooga, will have a gross floor area 
of 270,000 square feet. The site also will 
include a large landscaped plaza in front 
of the building, together with additional 
landscaping and parking facilities in 
back of the structure. 

Provident Life & Accident’s board of 








and 
proved the general contractor. Turner’s 


directors met last month ap- 
work includes a number of insurance 
company home office buildings, large 
office buildings in New York and other 
major cities, and collaboration with three 
other firms on the United Nations head- 
quarters buildings in New York. 

R. L. Maclellan, president, stated that 
the Provident Life & Accident has ac- 
quired a large amount of property near 
the building site for development as 
public and employe parking facilities. 
Provident now is constructing two public 
lots to replace the 300-car lot which 
Provident will use as a building site. 
Additional parking lots will be con- 
structed as the need develops, he said. 





Reply to Slawsby 


(Continued from Page 38) 


by classification are supported by a large 
volume of experience by class.” 

Mr. Leslie pointed to a speech made 
by James M. Cahill, secretary of NBCU 
made at the NAIA annual meeting in 
Chicago September 11, 1957 in which 
Mr. Cahill discussed the classification 
plan and the propriety of rate relation- 
ships. A report of this speech was 
carried in The Eastern Underwriter on 
page 34 of the issue of September 13, 
1957. 





Uniform Claims Forms 


(Continued from Page 42) 


optional and in many instances will not 
be required or used by companies. The 
questions used, however, will be suffi- 
cient to provide the information needed 
to process routine claims of all types, 
including initial and continuing proof of 
disability as well as surgical and medical 
claims information. 

In addition, there are four abbreviated 
forms to be used for surgical and con- 
tinuing disability statements for Group 
and individual insurance respectively. 

A key feature of the simplified claim 
forms program is the new indentifying 
symbol developed by the Council for 
use on the claim forms. Certifying that 
the standard wording and sequence of 
questions have been utilized, the symbol 
facilitates doctor recognition of the 


form. In this regard, Mr. Heller noted 
that it will take “some time for com- 
panies to imprint the new symbol on 
the simplified forms which are already 
in widespread use.” 

Additional copies of “Simplified Claim 





American Casualty Posts 

Four promotions were announced 
recently by A. H. Kessler, vice president 
in charge of A. & H. for American 
Casualty of Reading. 

Joseph Fahy was promoted to assist- 
ant production manager of the A. & H. 
department. He joined American Cas- 
ualty as A. & H. representative in the 
New York Branch and later was placed 
in charge of Aviation and Group travel 
insurance. In 1956 he was promoted to 
the home office in Reading as superin- 
tendent of the A. & H. Security division. 

Davis F. McAdoo succeeds Mr. Fahy 
as manager of the A. & H. Security 
division. His promotion takes him to 
the main office in Reading from the 
company’s Chicago branch. 

Daniel J. Driscoll, who has been with 
Acco for 12 years, was advanced to 
manager of the A. & H. Group service 
division. He joined the company as an 
A. & H. claims adjuster and advanced to 
A. & H. claims manager for central 
Pennsylvania. Later he was placed in 
charge of the hosiery-group division and 
in 1957 he was recalled to the home 
office to assist in setting up the Group 
service division which he now heads. 

In the Detroit branch, William R. 
Bucher was promoted to manager of all 
A. & H. lines. He will also be in 
charge of over-all A. & H. operations in 
Michigan. He was formerly regional 
manager of the aviation accident and 
travel division. 





LICENSED IN LOUISIANA 
The All American Life & Casualty 
has been licensed in Louisiana, bringing 
the total to 31 states in which the com- 
pany is licensed. 





Forms for Accident and Health Insur- 
ance—a Report to the Physician” are 
available from the Health Insurance 
ge Ss Madison .Avenue, New York 


Christmas Gift With Small 
Group MM Plan Suggested 


American Casualty of Reading, Pa., 
recently announced a special sales pro- 
motion program stressing the use of its 
Small Group Major Medical Plans as the 
ideal Christmas gift for employes. The 
company pointed out that once again em- 
ployers (especially small businessmen 
with ten or more employes) are facing 
the problem of finding a suitable and 
lasting gift for their employes. Since 
in most cases the goodwill extended by 
the employer in the form of a single 
tangible gift or cash remembrance quick- 
ly dissipates, the answer to this prob- 
lem can easily be solved with a gift 
of a major medical plan which will be 
remembered and cherished 365 days each 
and every year. 

American Casualty also stressed the 
fact that through the use of its New 
Small Group Program a small business- 
man can now obtain Group Major Medi- 
cal insurance benefits comparable to 
those of industrial giants. In addition, 
the cost of such a program is very 
reasonable, and the employer can 
budget his tax deductible premium dol- 
lars by convenient monthly payments. 

The promotion kit sent to its agents 
included attractive full color Christmas 
pre-approach letters, cards and_ sales 
folders describing the five different 
Small Group Major Medical and Com- 
prehensive Major Medical plans offered 
by the company. 





P. J. Collins to Supervise 


Continental Cas. Section 


Continental Casualty Superintendent 
Arch Parker has announced the appoint- 
ment of Patrick J. Collins to supervisor 
of the company’s diversified risks section 
of the special risks division. Mr. Collins 
had formerly been a field representative 
for that division. 

A Chicagoan, Mr. Collins graduated 
in 1951 from Loyola University and then 
served as a lieutenant in the U. S. 
Navy. He served in Korea. He joined 
Continental Casualty last January after 
four years with a large agency. 

Mr. Collins’ new duties will include 
responsibility for unusual risks, Group 
long term disability, automobile racing 
and special major medical departments 
of Continental Casualty. 





Broadened Hospital 
Expense Policies 

FROM AMERICAN CASUALTY 

Feature No Termination on Health 


Grounds, Dental Treatment; 
Limits Outlined 








American Casualty Company of Read. 
ing, has announced two new_ hospital 
expense policies; the New Protector 
Hospital and the New Senior Hospital 
expense policies. Robert P. Mooney, 
production manager, in announcing these 
new plans at American Casualty’s first 
A. & H. agents school held last month in 
Reading, stated the coverages “represent 
the greatest advance in hospital expense 
protection made in recent years.” 

No termination because of deteriora. 
tion of health is the outstanding fea. 
ture of the New Protector policy. Other 
highlights of the plan are: unlimited 
number of days for hospital daily in- 
demnity; nursing home expense; a great- 
ly improved surgical schedule that ip- 
cludes dental treatment and_ broadened 
out-patient treatment benefits. In-hos- 
pital physician’s expense benefits are also 
available. 

The daily hospital benefit limits range 
up to $25 and hospital general expense 
limits to $500. The maximum surgical 
schedule is $500. 

The policy may be issued to men and 
women ages 19—59. Children from the 
14th day to the 21st birthday. 


Features of Senior Plan 


The New Senior Hospital Expense 
Policy features hospital daily indemnity 
payable for 90 days. Maximum limits 
are: $15 daily hospital expense, $15 
hospital general expense and $200 surgi- 
cal schedule limit. 


Policy may be issued to men an 
women age 60 and over. There is n 
maximum age limit for acceptance oi 


new business. 

Other features of both policies in- 
clude: level premiums for life of policy; 
renewal premiums are not increased for 
attained age and no maximum renewal 
age. 

Included with the announcement to 
the field of the new policies, America 
Casualty also kicked off a_ nationwide 
30-day sales campaign. 


HEADS COMBINED’S NEW DEPT. 


Combined of America has appointe! 


Minchin G. Lewis manager of its fe 
cently established resident agents d- 
vision, W. Clement Stone, president, 
announces. Mr. Lewis was _ formerly 


associated with the railroad department 
of Pacific Mutual Life. 


—— 





E. E. Ballard Reports New Highs For 
All American L & C for 9 Months 


E. E. Ballard, president of All Ameri- 
can Life & Casualty of Park Ridge, IIl., 
recently reported to shareowners of the 
company on “new highs” in its operations 
for the first nine months of 1958. In so 


doing Mr. Ballard called attention to the 
1958 slogan adopted on January 1 which 


Premium Income — A. & S. 
Premium Earned, A. & S. 
New Annualized Premium, A. & S..... 
Life Insurance — Written Basis 
Life Insurance—Issued, Delivered & Paid 
Life Insurance—Premium Considerations 
Life Insurance in force, Exclusive of 
Colorado Credit Life Co-Insurance.. 
Net Investment Income, ‘Exclusive of 
Capital Gains or Losses ... 
Net Gain from Operations (According to 
Annual. Convention Statement)....... 
Admitted Assets 


*Includes Decrease in Reserves on Colorado Credit Life Business. 


was “when you stop getting better, yo 
stop being good.” This emphasizes the 
principle, he said, that “there is no. suc 
thing as standing still. Either we 2° 
forward or we go backward.” tht 
following comparative results indicate 
the direction in which the All Americat 
L. & C. is moving: 








Nine Months Nine Months Per Cent 
1958 1957 Increase 
$ 2,451,609 $ 2,079,537 17.9% 
2,297,278 2,039,457 126 
1,157,238 821,651 408 
38,357,121 28,512,692 4. 
30,776,662 22,943,338 34.1 
1,207,256 677,372 782 
63,012,504 28,998,681 117.3 
218,544 140,339 55.7 
308,490 - 88,378 oe 
9,247,417 6,279,664 47. 
38.7% 43.5% + 
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BURGLARY INSURANCE— 
4 | 
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fast-growing source of premium income 











Ask the Aetna Fieldman 


Agents and brokers who have actively promoted the assistance you need to take full advantage of today’s op- 
Aetna’s burglary coverages find that income from this portunities in burglary insurance. 


source grows by leaps and bounds. Also very important is the Aetna’s long-established and 


For one thing, the Aetna has the specialized know-how unfailing record for paying all just claims promptly and 





and up-to-date facilities for writing the latest criminal loss cheerfully. 

coverages such as the Blanket Crime, the 3D, Accounts Are you getting your share of the big criminal loss market? 

Receivable and Valuable Papers and Records policies. In Why not discuss the matter with your Aetna fieldman? 

addition, the Aetna fieldman can give you the advice and Give him a call today. 

Meet William J. Dunne Meet C. R. Tobin 
Special Agent, Resident Manager, 
Norwalk, Conn. Cleveland, Ohio 

Bill believes that an agent’s Mr. Tobin derives particular 
best prospects for burglary satisfaction from helping 
insurance are his present cus- agents build up business on 
tomers. His favorite sales lines that bring attractive 
technique is to start by em- profits, a category which nat- 
phasizing the high crime rate urally includes burglary in- 
in the U. S., then explain the surance. He is a member of 
coverage in detail, and close the Ohio Fire Underwriters 
by using visual aids such as Association, Fire Prevention 
newspaper clippings describ- Association of Ohio, Cleve- 
ing recent local burglaries. land Association of Casualty 
Bill is a member of the Conn. & Surety Managers. His avo- 
Field Club and Secretary of cations include lawn bowling 
the Milford Lions Club. His and antiques—stamps, his- 
hobbies are swimming and toric fire marks, and old in- 
photography. surance policies and papers. 












AETNA INSURANCE COMPANY 


55 ELM STREET HARTFORD 15, CONNECTICUT 
Clinton L. Allen, President 
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REMINDER to 100,000,000 reX=Xo} o) [= 


This month the America Fore Loyalty Group 
alerts 100 million readers of national magazines 
to the need for adequate insurance—and 


the importance of the services of 





the independent agent. 
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Now Appearing In: 





* THE SATURDAY EVENING POST 
* LIFE 

* TIME 

* NEWSWEEK 


* NATIONAL GEOGRAPHIC 
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